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Why Demand for 
Earthquake Cover 
Is Increasing 


Four Severe Shocks Recorded In 
Eastern Half of Country 
This Year 


HOW POLICIES ARE WRITTEN 





Quartette of Classes for Rate- 
Making Purposes; Co-Insur- 
ance Important Feature 





By William Reid 


Superintendent Earthquake and Explosion 
Department, Automobile Insurance Co. 
Even the slightest earth shocks are a 

source of consternation and fear to the 

populace. The violent shocks of Feb- 
ruary 28th recalled vividly the San Fran- 
cisco disaster of 1906 and the more re- 

cent earthquakes in Tokio in 1923. 
Aside from the geological aspect this 

earth shock of February 28th and others 
which occurred in this country with 
greater frequency during the past few 
months than they ever have before, give 
added evidence of the broadening scope 
of insurance as well as demonstrating to 
the insuring public the progressiveness 
of insurance companies and their willing- 
ness to advance their insurance service 
to meet the requirements of the insur- 
ing public whether occasioned by modern 
industrial developments, acts. of nature 
or any other factor calling for the ex- 
tension of insurance protection. 


This Year’s Record 
_Of the many earth shocks recorded 
since the first of the year the most se- 
vere ones occurred on the following 
dates and affected these localities: 


January 7, 1925—Affecting a large part 
of the State of Massachusetts. 

February 28, 1925—Affecting the great- 
er part of the northern, middle and 
. southern sections, as well as the en- 
tire New England and Atlantic sea- 
board states. 

April 24, 1925—Affecting the south- 
eastern section of Massachusetts 
principally around New Bedford and 
Brockton. 

April 26, 1925—Affecting the States of 
Illinois, Indiana, Ohio, Missouri and 
Kentucky. 

The severity of the earthquake of 
February 28 was the means of bringing 
forth a wealth of scientific material, 
much of which appeared in the magazine 
sections of some of our Sunday publica- 
tions. These articles written by the 
more prominent geologists of the country 
were rich in educational data relating to 
earthquakes, and this article on Earth- 
quake Insurance would not be complete 
without some reference to the many im- 


ot facts brought out by the scien- 
ISts, 


The Earthquake Record in this Country. 


Earthquakes, we are told, are caused 
Pi Strains Set up in the earth’s crust. 
hen these strains reach the breaking 


(Continued on page 28) 




















PHOENIX 


Assurance Company, tek, 


of London 
100 William Street, New York 





A corporation which has stood the test : 
of time! 143 yearsof successful business 
operation. World-wide interests. Abso- 

lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
75 Maiden Lane, New York 
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Satisfied Policyholders 


More than 29% of all business written in 
1924 was placed on the lives of old policy- 
holders. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good, old 


line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 
Home Office: Des Moines 





Founded 1867 











Cathedral Builders 


Each is a cathedral builder—whether, he be architect, master mason, 
or apprentice helper. And each is therefore entitled to respect. 

In the institution of life insurance every man and woman, in Field or 
in Home Office, is a builder in the great temple of life. Each is there- 
fore entitled to respect. 

And in this organization the man or woman whose production is 
small is held in the same fraternity as the man or woman whose 
figures are in the million, provided only that conscience, loyalty, and 
industry animate the work. 


We have room for men and women of high ideals, who believe that 
life insurance is one of the supreme forms.-of social service. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 


























Boston Makes Drive 
Against Irregular 
Agency Practices 


Outbreak of Rebating and Twist- 
ing Stirs Underwriters Asso- 
ciation to Fighting Mood 


WANT TO GET CONVICTION 











Executive Committee Says Twist- 
ing Is on Increase; “Ab- 
stractor” a Hard Problem 





There has been such an outbreak of 
rebating and twisting in Boston recently 
that the executive committee of the 
Boston Life Underwriters Association is 
determined to check these practices, if 
possible by securing a conviction under 
the anti-rebate law, or at least putting 
the cases up to the insurance commis- 
sioner. The executive committee has one 
rebate case that will be prosecuted im- 
mediately and it is eager to get infor- 
mation on other cases as it means busi- 
ness and is determined that Boston shall 
not be the camp of the roaming rebater 
and twister. * 


Why It Is Difficult to Stop 


Life underwriters who have worked on 
cases of this kind realize how extremely 
difficult it is to get adequate evidence 
to go through with a case. This is om 
of the great stumbling blocks to getting 
a conviction under the law. The Boston 
executive committee has asked the en- 
tire membership to cooperate to clean 
up the situation. 

One of the most disturbing features in 
connection with fighting irregular prac- 
tices is the operations of the professional 
“abstractor” and “policy analyst.” These 
professionals use about the same ap- 
proach and general sales talk as the legi- 
timate life insurance advisor who is com- 
petent to analyze the prospect’s situation 
and draw up life programs. Then, of 
course, it is a fact that there are occa- 
sions—rare perhaps—when a switch to 
some other form of policy is advisable. 
It’s a matter of judgment and the “ab- 
stractor” freely plies his trade of twisting 
policies with a substantial reserve into 
other forms solely for the sake of the 


commission that the operation puts into 
his pocket. 


What the Executive Committee Says 


The Boston Life Underwriters Asso- 
ciation is determined to make it hot for 
the irregular worker and their efforts 
have the cooperation of the Insurance 
Department. The stand of the executive 
committee is given in the following re- 
port presented at the last meeting: 

“Your executive committee has re- 
ceived a number of complaints regard- 
ing rebating and twisting. The Asso- 


(Continued on page 8) 














BROADCAST No. 10 


1—-The “tna Life Insurance Company’ takes pleasure in announcing the 
appointment of Dr. H. S. Warner, one of the best known insurance 
examiners in New York, as Medical Referee in the Atna’s growing 
business in New York. 


2—On and after this date Dr. Warner’s office will be permanently located 


at the agency offices of Hart & Eubank, on the 7th Floor of 100 William 
Street, New York. 


3—Dr. Warner will be available at all hours for the making of examinations 
at his new office adjacent to the agency offices of Hart & Eubank. 


4—As Medical Referee, Dr. Warner will represent the Medical Department 
of the Home Office of the A2tna Life Insurance Company, and all 
questions directly medical and relating to the desirability of risks on 


lives that may have been considered impaired, can be submitted to Dr. 
Warner for his judgment. 


S—Agents and brokers having medical questions involving risks which they 
desire to submit to the tna, will now have direct communication 


with Dr. Warner acting for the Medical Department of the Home 
Office. 


“IT PAYS TO HAVE AN ACCOUNT WITH THE AETNA” 


HART & EUBANK, General Agents 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 
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Metropolitan Canada 
| Head Office Leads 


FOR INDUSTRIAL INCREASE 





Canadian Office Operating Like Separate 
| Company; Third Vice-President A. 
F. C. Fiske Heads Convention 





| The Canadian organization of the Met- 
opolitn Life with its head office at 
lottawa under A, F. C, Fiske, third vice- 


president, operates practically as a sep- 
arate company. The organization had its 
frst annual convention recently _ which 
was ca'tied off like the regular Metro- 
politan managers’ meeting. President 
Haley “iske was there as well as other 
officers and some Canadian Government 
officials. A. F. C. Fiske presided at the 
meeting and at the banquet in the eve- 
ning, both being held at the Chateau 
Laurier. 

Although the new head office personnel 
was originally made up entirely of em- 


ployes from the home office in New 
York; the staff of 488 people is now al- 


most entirely Canadian. The Canadian 
head olfice now leads the entire Metro- 
politan field organization in industrial 


increase. President Fiske said that the 
Metropolitan has one-fourth of the out- 
standing life insurance in force in Can- 
ade ancl one-seventh of the total insur- 
ance in force in the United States and 
Canada. 





FRASER AGENCY SUMMER CLASS 


Ten Weeks Course for Prospective 
Agents Under Leadership of 
Agency Supervisor Sirch 





A summer training class, open only 
to men not in the life insurance busi- 
ness, will be started by the Peter M. 
Fraser Agency of the Connecticut 
Mutual in New York, on June 9, to 
run until August 13, two evenings a 
week. Its purpose is to give prospective 
agents a chance to size up the life in- 
surance business before actually leaving 
their present positions. Agency Super- 
visor Sirch will lead the class and the 
course prepared will include such sub- 
jects as “Life insurance and its oppor- 


tunity,” “The four all-inclusive methods 
of prospecting,” “Analysis of the sale,” 
“Objections and how to handle them” 
and “The company and its underwrit- 


ing.” Mr. Sirch expects an enrollment 
of about twenty. 





Remarkable Growth of Letter 
Carriers Fraternal Society 


A fraternal benefit society that has had 
a remarkable growth in spite of a limited 
feld in which to recruit new members, is 
the United States Letter Carriers’ Mutual 
Benefit Association. The admitted assets 
of the society at the close of last year 
amounted to $1,329,481, or $256.26 assets 
per capita of membership. This society 
had its most notable growth from 1919 
when its assets gained nearly 

10. 
_The society cannot draw members from 
the general public, being limited to United 
States mail carriers in the city delivery 
service who must also be members of 
some branch of the National Association 
of Letter Carriers. 





LEVY IN BLOOMINGDALE 


Sylvan Levy, the life insurance agent 
who has been a leader in production 
with his company ever since he entered 
pst insurance business something under 
Wo 


two years ago, and who was well known 
in Brooklyn politics and club life, is 
now in Bloomingdale State Hospital un- 
der treatment. He had a breakdown 
Several weeks ago. 





ENTERS FLORIDA 
The United Life and Accident of Con- 
cord, N. H., has entered Florida and has 
appointed William A. McFarlane gen- 
eral agent at Miami. The offices will 
be in the Congress Building. 





PROVIDENT’S NEW DIVIDENDS 





Philadelphia Company Makes Imerenses 
Especially at Younger Ages Total- 
ing Half a Million 


The Provident Mutual Life has adopt- 
ed a materially higher dividend scale to 
become effective January 1, the total in- 
crease contemplated amounting to near- 
ly half a million dollars. The most strik- 
ing feature of the new scale is the sub- 
stantial increase at the younger attained 
ages on the popular plans. Following 
are illustrations at selected ages on the 
basis of $10,000: 


Ordinary Life 


Age : 30 35 40 45 

Policy 

Year 

IO ees 46.10 49.80 54.20 59.60 
PNG vase eeces 55.50 55.40 59.70 65.70 
OF ceiabes ee 48.50 53.00 57.50 64.70 
SEE cc genie co 51.20 56.20 61.30 70.50 
SOG Sica s + <3 58.70 64.40 73.40 88.10 

20 Payment Life 

Age 

Policy 

Year 

ASE Sa 49.60 53.20 57.50 62.80 
FAG is eR tee 61.50 55.40 59.70 65.70 
BC, Drea pirat 53.40 57.80 62.00 68.80 
SEE cece oes 57.60 62.30 67.10 75.70 
WO Sac cateas 69.00 74.30 82.50 95.50 


Barbour ‘Mew President of 
Rochester Life Association 


The Rochester Life Underwriters’ As- 
sociation selected the following officers 
for next year at its meeting last week: 
President, John B. Barbour; vice-pres- 
idents, Henry T. Tinney and Mortimer 
J. Miller; secretary-treasurer, W. Curtis 
Knox; executive committee, Arthyr C. 
Edmonds, Charles W. Booth and Charles 
R. Gowen; representative to the state as- 
sociation for three years, George N. 
Cooper; representative on the national 


executive committee for two years, H. 
R. Lewis. 


~ 


SALES CONFERENCE JUNE 18-19 


Third Spring Meeting of Life Insurance 
Sales Research Bureau to Discuss 


Field Problems 


The third spring conference of the Life 
Insurance Sales Research Bureau will 
be held in Hartford June 18 and 19. No 
set program or formal addresses are 
planned, but the talks and discussion will 
center on these subjects: company con- 
ventions for agents; entering new terri- 
tory; conservation of business and the 
work of the local manager or general 
agent. 

At previous conferences there have 
been no recreation features on the pro- 
gram, but this year the Hartford life 
companies have arranged a dinner at the 
golf club, an automobile ride around 
Hartford and environs, a beefsteak dinner 
at the Travelers’ recreation grounds and 
an evening entertainment by the clubs 


-of the various companies followed by 


dancing. 





STATE ASSOCIATION OFFICERS 





D. hk. Doane of Binghamton, Elected 
P.-esident; Advocate Insurance Be 
Taught in High Schools 
At the annual meeting of the New 
York State Life Underwriters Associa- 
tion held in Poughkeepsie last week, the 
following officers were elected: Doland 
B. Doane of Binghamton, was elected 


president. Other officers chosen were: 
Vice-President, Herbert R. Lewis, 
Rochester; secretary-treasurer, Vincent 


B. Coffin, Albany. 

Several speakers advocated recognition 
by the state educational authorities of 
insurance as a subject for instruction in 
the high schools. 


ADOPTS SALARY DEDUCTION 

The Missouri State Life has adopted 
the salary deduction plan, to be written 
on the monthly premium basis of one- 
third the quarterly rate. 








New Paid Business, 1924 - - 


Admitted Assets - - - = 
Liabilities 7 - 7 - - . 


Surplus and Dividend Fund - 


for the Company. 


50 UNION SQUARE 














ANNUAL STATEMENT 


The Guardian 
Life Insurance Company 


OF AMERICA 


Established 1860 under the Laws of the State of New York 


Insurance in Force, December 31, 1924 


Paid to Policyholders and Their Beneficiaries 


The above figures taken from the 65th Annual Statement 
show that 1924 was another year of progress and prosperity 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


Home Office 


. $ 45,251,784.00 
250,179,130.00 
° 48,464,593.38 
. 42,524,200.53 
5,940,392.85 
6,382,080.70 


NEW YORK 


See 

















Travelers Appoints 
23rd Street Manager 


IS F. E. GENDRON OF CANADA 





War Hero Succeeds W. S. Warner; 
Handled Life, Accident and Group 
in Quebec Office 





The Travelers announces the appoint- 
ment of Fernand E. Gendron, Canadian 
war veteran and athlete, as the new man- 
ager of the 23rd Street branch in New 
York, effective June 1, succeeding Wil- 
liam S. Warner, now life manager of 
Marsh & McLennan. Mr. Gendron’s 
first connection with the company was in 
April, 1920, as a special agent for the life 
and accident departments at the Mon- 
treal branch office. ‘He was transferred 
to the Quebec branch with similar duties 
in July, 1920, and in November of the 
same year was promoted to assistant 
manager of the life, accident and group 
departments. In October, 1922, Mr. Gen- 
dron was made manager of this depart- 
ment. 

After attending Royal Military College 
and McGill University. Mr. Gendron 
joined the Canadian Engineers in June, 
1913, «nd was in the lst Canadian Di- 
vision which went overseas in 1914. He 
rose i rank from lieutenant in 1913, to 
lieutenant-colonel in May, 1921, com- 
manding the 5th Divisional Engineers. 
During his war career he was wounded 
twice, mentioned in despatches twice, 
and decorated three times. Mr. Gendron, 
an all around athlete with a number of 
championships to his credit, took a prom- 
inent part in local and civic organiza- 
tions while in Quebec. 


McNAMARA LEADS GUARDIAN 





Pays for $4,000,000 in Four Months; 
Agents Smith and Broughton Among 
Leaders in April 


The John C. McNamara Organization, 
managers for the Guardian Life in New 
York, leads the company for the first 
four months of this year with a paid- 
for production of $4,000,000. The Mc- 
Namara office ranks first also in the nine 
months of the 1924-25 Club year, although 
the agency has only represented the 
Guardian Life since January 12. Samuel 
A. Smith and P. F. Broughton are among 
the thirty leading agents of the com- 
pany, ranking third and fourth respec- 
tively for April. Agency meetings will 
be held once a month during the sum- 
mer months. 





MAKE REINSURANCE AGREEMENT 





Several Illinois Companies Enter Plan 
to Raise Maximum Limits and 
Facilitate Large Cases 


Several Illinois life insurance compan- 
ies have entered into a reinsurance agree- 
ment under which each of them will be 
able to write a maximum on one life 
of $125,000. This will substantially rae 
the policy limits of each and also fa- 
cilitate the handling of large cases sub- 
mitted by the field forces of the com- 
panies. 

The plan originated with Henry Ables, 
vice-president of the Franklin Life and 
F. R. Jordan, actuary. The companies in 
the agreement are: Illinois Life, Frank- 
lin, Federal, North American, Mutual of 
Illinois, Continental and Mutual Trust. 





COMMEMORATING BIRTHDAY 

Commemorating its twentieth anniver- 
sary and the birthday of President 
Arthur F. Hall, the Lincoln National 
Life waged a sales campaign in the early 
days of May leading up to May IIth. 
President Hall’s birthday. Returns from 
the 27 states in which the Lincoln Na- 
tional Life does business showed $8,138,- 
655 of new business produced in the 
driye. More than $3,600,000 of new busi- 
ness was written in the State of Indjana 
alone as a result of this campaign. The 
Fort Wayne agency produced $881,495, 
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Why Didn’t You Tell Me I Needed “Modern Limits?” 


A business man who admitted he knew nothing 
about insurance and relied on his agent to give him the 
kinds and amounts of insurance he needed 

An agent who was afraid of “riding a willing horse to 
death” and who hesitated to suggest more than $5,000/ 
$10,000 limits on his automobile public liability 
insurance 

An accident in which several persons were seriously 
injured ; 

A damage claim for a huge sum which kept the 
policyholder worried for months 


A damage judgment ten thousand dollars in excess 
of the policy limits—which had to come out of the 
policyholder’s own pocket 


A stormy scene during which the policyholder un- 
burdened his mind—and during which the agent lost a 
very profitabie account 


A rumor that the agent wasn’t on to his job which 
circulated around the town and made it a very difficult 
matter for him to show his customary gain in automo- 
bile business 


on’t risk the confidence of your policyholders. Don’t lay yourself open to the charge of rendering poor 

service. Give your clients Travelers Automobile insurance with “modern limits”—not less than $25 ,000/$50,000 
Public Liability and $5,000 Property Damage. Give them all the automobile lines they need: Travelers Public 
Liability, Property Damage, Collision, Fire, Theft, and Plate Glass. It is a much easier matter to recommend full 
protection than to explain why you didn’t after your client has suffered a loss. 


Tue TRAVELERS INSURANCE COMPANY 
Hartford, 


eee» Sh 


Tue TRAVELERS INDEMNITY CoMPANY 
L. F. BUTLER, PRESIDENT 


Tue Travecers Free Insurance Company 
Connecticut 


ee ee, ee ce he ee oe 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM, BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, 


MACHINERY, AUTOMOBILE FIRE AND THEFT 


——. 
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Fraternal Organizer 
Against Competition 


SERVE DIFFERENT FUNCTIONS 





Also Against Quoting Comparative rates; 
Says Societies and Companies Are 
On Same Basis 





The field organizers for fraternal bene- 
fit societies like to quote comparative 
rates with the old line companies and 
on this subject it is interesting to note 
the comments in the “Royal Arcanum 
Bulletin” of April, of Fi@ld Manager C. 
0. Fisher. He says: 

“tT do not agree that the Royal Arcan- 
um or kindred societies have been at 
any time in the past, are now, or will 
in the future be in direct competition 
with those companies, because of the 
decided difference in the nature of these 
two institutions and the purpose of their 
organization. Both play a very impor- 
tant part in’ the economic life of the 
nation in which they serve, and stand 
second to no other financial concern. 
Both are under the strictest supervision 
of the insurance laws of the various 
states and provinces through insurance 
departments that are created for the 
purpose of watching over the interests of 
the many who carry life insurance pro- 
tection. 

“Between societies and companies that 
operate on the American Experience 
Table of Mortality and have adopted the 
full legal reserve rates that this table 
calls for, there cannot be competition so 
far as net cost to holders of certificates 
or policies is concerned, provided the 
service and consideration given is the 
same. The Royal Arcanum is offering 
its members protection on the above 
table at a rate that is required to pro- 
duce the necessary reserve with its funds 
put out at 4 per cent compound interest. 
AH fraternal insurance — societies that 
have adopted legal reserve rates are 
operating on the 4-per- cent American 
Experience Table. The great majority 
of the older commercial companies be- 
gan on the 4% and 4%% table. When 
interest rates on money invested dropped, 
they adopted 3%4% or 3% tables for new 
applicants, but did not disturb the rates 
paid by the holders of the policies then 
in force. Now, and for some time past, 
interest rates are ample to warrant the 
fraternal societies to adopt the 4% table, 
yet, it is not essential that commercial 
companies go back to it, because of the 
fact that the policy holders receive a re- 
turn of excess payments made by them 
in the shape of dividends. 

“Setting aside for the time being the 
factors of service and consideration to 
the insured, and considering only net 
cost of protection, all things in that re- 
spect being equal, it must follow that the 
size of dividends refunded must be larger 
or smaller in direct ratio to the larger or 
smaller amount of assessment rates, and 
that the net cost will be the same. Tak- 
ing, tor example, the net annual prem- 
lums of the American Experience Table 
per thousand of protection at age thirty- 
five, we find that they are $18.81 on the 
4% table, $19.91 on the 334%, and $21.08 
on the 3%. The Royal Arcanum rates 
based upon the 4% with expense loading 
(all rates paid for life insurance include 
such a loading) are therefore lower than 
those of participating old-line companies. 
I would not venture to say that when the 
time comes for the Royal Arcanum to 
Pay dividends on its recently adopted 
legal reserve certificates, they will be 
as large as those paid by these com- 
panies; I dare say, however, that after 
deducting our dividends from amount of 
assessments paid, the net cost for pro- 
tection will be practically the same.” 





GENERAL AGENT AT NORTH 
ADAMS 


Joseph M. Murphy has been appointed 
general agent for the United Life and 
Accident at North Adams, Mass:, at 
181 Holbrook street. 


IVES & MYRICK GAINS 





Mutual Life Agency Sets New Mark for 
Itself With $3,700,000 Production 
for April 


The Ives & Myrick agency of the Mu- 
tual Life had the largest month in its 
history in April with paid-for business 
amounting to $3,700,000. During the four 
months period the total paid for was 
over $12,000,000, a gain of more than a 
million over the same period last year. 
’ The agency conducts training classes 
for agents, the remaining subjects for 
the spring term being the following: 
June 1, Business Insurance; 4, Taxation; 
8, Fundamental” Actuarial Principles, 
Rate Book Analysis; 11, Policy Con- 
tracts; 15, Selling Plans (family protec- 
tion, incomes, insurance programs, etc.) ; 
18, Selling Pians (continued); 22, Busi- 
ness Insurance; 25, Estate Problems and 
Taxation. 





HEADS BUFFALO ASSOCIATION 


Sidney Wertimer of the insurance firm 
of Henry Wertimer & Son, of this city, 
was elected president of the Buffalo Life 
Underwriters’ Association at the annual 
meeting of the local organization held 
Saturday afternoon here in Hotel 
Statler, Melvin B. Porter and C. F. 
Pierce were chosen . vice-presidents; 
Stanley Marsh, secretary, and Carl 
Anderson, treasurer. Three directors, 
Joseph Nash, Howard W. Smith and 
Newton Turgeon, also were elected. 
The newly elected president also was 
authorized to appoint chairmen and 





























Ves satisfactory arrangement is to have the 
key money go into Trust, administered through 
ke a reliable trust. company or bank trust 
i department. 

Ky This subject is fully treated in the John Han- 
i x cock book, entitled “Estate Conservation 
ey and Life Insurance Trusts,” which will be 
an) : 

Ke sent on request. 
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| LIFE. INSURANCE COMPANY 

(A) | Of BOSTON ee. 

ys | Over Sixty Years in Business. Now Insuring Over Two 
i Ks Billion Dollars on 3,500,000 Lives. 


Life Insurance Trusts 


Is it a good thing for the proceeds of life 
insurance policies to be handled In Trust? 


‘Life insurance companies and their agents 
are interested in the welfare of the Bene- 
ficiary, as well as the Insured during his life. 
Where arrangements have been made for the 
insurance to be paid in a lump sum, it is 
9 manifestly a good thing for the Beneficiary 
| to have the money cared for In Trust. 


Almost every lawyer, banker and business 
man knows of cases where insurance money 
left for wife and children has been dissipated. 
Do you want yours to take this route? 


Sy One method is to have payments made by 
Annuities or Monthly Installments. Another 






members of the committee of the asso- 
ciation. Charles Gilman of Boston, 
Mass., was the speaker of the day. 
Mr. Gilman, who is credited with hav- 
ing written more than $1,000,000 worth 
of insurance annually for many years, 
discussed life insurance selling from 
many viewpoints. 


EFFECTIVE LITERATURE 

The Guardian Life is sending out to its 
field force some very attractive literature 
to be used during policyholders month. 
There is a cleverly written booklet “To 
the Ladies,” written expressly for them 
but directed at men. A work sheet for 
program insurance is also’ being used. 
It gives a tahulatiog of the various kinds 
of protection and lists the amounts of 
each form of policy. The “gaps” in the 
program stand out conspicuously in the 
tabulation. 





DENVER POST POLICY KILLED 

Maurice Scanlan, aged 28, of Her- 
mosa, Custer County, S. D., was one of 
the men to lay down a dollar and secure 
one of the Denver “Post” Federal Life 
policies. Just one month later he was 
killed by lightning while at work on his 
ranch and the Federal paid the terms 
of the contract. The beneficiary is a 
three-months-old son. 





TOLEDO GENERAL AGENCY 
F. H. Meese has been appointed gen- 
eral agent for the United Life and Ace 
cident at Toledo, O. 














Big Returns For 
Small Investment 


ONLY 3% SPENT FOR INSURANCE 


—_— 


Yet Most Adults Leave Nothing But 
Life Insurance; High Percentage 
Leave Nothing at All 





In answer to an inquiry from this pa- 
per, Benjamin F. Davis, assistant to Ed- 
ward A. Woods, of Pittsburgh, makes 
the following comment on the amount 
invested in life insurance and the extent 
to which life insurance goes to make up 
the estates of deceased persons in this 
country: 

“It is easy to substantiate the state- 
ment that only 3 per cent of the income 
of the people of the United States is 
used for life insurance premiums, when 
one considers the most conservative and 
most reliable estimate of the income of 
the people of this country at $65,000,000,- 
000 annually and the amount paid for 
life insurance premiums of ail kinds is 
considerably less than $2,000,000,000 an- 
nually. 

“The other statement that 87 per cent 
of all estates consist of life insurance is, 
so far as I have been able to learn, with- 
out authority. However, I think that 
if the statement was made to read that 
87 per cent of all adults dying, leave 
practically nothing but life insurance, it 
would not be so liable to be misinter- 
preted. In an analysis of Allegheny 
County it is shown that nothing at all 
was left by 89 per cent of the adults 
dying during a period of six years. Of 
course, this does not include life insur- 
ance payable to a named beneficiary 
as that is not considered a part of the 
estate.” 





$8,000,000 IN FOUR MONTHS 





Paid-For Production of Peter M. Fraser 
Agency; 30 Agents Qualify for 
Company Convention 

The Peter M. Fraser Agency of the 
Connecticut Mutual in New York has 
set a hot pace for itself this year. In 
the first four months of the year the 
paid-for production tofals $8,000,000. 
Thirty agents in the office will qualify 
for the company convention at Murray 
Bay, Canada, this summer with at least 
ten applications. In the “Every Week 
Club,” where an agent must complete an 
application a week for two weeks in 
order to join, Ellis Lehman has quali- 
fied for 21 consecutive weeks, Emma 
Ditzler for 20 weeks, Arthur Dahringer 
for 19 weeks and William Bolton for 15 
weeks. 





ONLY ADVERTISER 


The Insurance Company of North 
America had a walk away on preferred 


position in the issues of “The Saturday 


Evening Post” and “Time” iast week as 
it was the only insurance company run- 
ning advertisements in those issues. 


WRITING ON JOINT LIFE PLAN 

Policies on the joint life plan for male 
risks only are now written by the Con- 
necticut Mutual for not less than $5,000 
on both lives and up to the maximum 
limit that the company will accept on 
one policyholder. This insurance will 
be written on the annual “life and on 
payment life plans only. 


Mutual Life’s $250,000 Club 
to Hold Annual Convention 


The annual convention of the Mutual 
Life’s $250,000 Field Club, which usually 
attracts as many as 500 agents and guests, 
will be held ‘this year on September 9 
and 10 at the Antlers Hotel, Colorado 
Springs. This convention has been held 
for the past ten years. 


The John Hancock Mutual has closed 
a group policy with the Geo. E. Keith 
Co. of Brockton, makers of the “Walk- 
Over” shoe. Between 4,000 and 5,000 em- 
ployes come under the plan, : 
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Beha Says Lapsation 
~* °° Should Be Reduced 


LAUDS HEALTH CONSERVATION 


‘Future Rich in Possibilities if Business 
Is Not Hampered by Restricting 
Legislation 


The need for a reduction ‘in lapsation 
of policies as a means. of lessening the 
cost of life insurance ‘was emphasized 
by Superintendent of Insurance James 
A. Beha before the meeting of the U. 
S. Chamber of Commerce at Washing- 
ton. While exact figures are not yet 
available on the business of 1924, he 
said, we can acquire very authentic esti- 
mates on the terminations of that year. 
On January 1, 1925, there were more 
than $64,000,000 of Life Insurance in 
force in’ this country. On January 1, 
1924—-one year prior—there were about 
$56,800,000,000 of insurance in force. 
During the year 1924 we thus find an 
increase of $7,200,000,000 in life insurance 
in force. The salsé of new Life Insur- 
ance in 1924 amounted to about $13,200,- 
000,000. The difference between new sales 
and the increase in Life Insurance in 
force leaves $6,000,000,000 of Life Insur- 
ance unaccounted for in 1924. What hap- 
pened? Death claims and payments for 
maturity of policies totaled in 1924 not 
less thari $650,000,000, but still there is 
a difference of $5,350,000,000. This 
stupendous amount of insurance was 
lost through expiration, lapse, surrender 
and change during 1924. 

No Gain In Lapses 


Contrary to popular thought on this 
subject, said Superintendent Beha, 
lapsation of policies does not yield a 
profit to the company, but rather in- 
volves an actual financial loss. People 
who hold the belief that lapsation is 
profitable to the company do not realize 
the fact that it has cost money to ac- 
quire the business; that it costs money 
to carry the risk while it is in force, 
even though the particular one sur- 
rendering his policy did not die; and 
that surrender values are paid in most 
cases after the second or third year. It 


“of our railroads. 
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.. WANTED = 
A Supervisor of Agents 
An Eastern Life company wants as Supervisor of Agents a 


young man ‘with field experience and who is a graduate of a 
University Life Insurance Course. 


Box 1022, The Eastern Underwriter 
86 Fulton Street, New York, N. Y. 


Address: 




















try. These funds lItave helped and are 
helping in the building and development 
They have and are 
helping in the development of .the agri- 
cultural lands of our country. They 
have helped and are heiping in the 
building of homes, the building of great 
educational. institutions. They - are 
financing public utilities, public institu- 
tions and various semi-public improve- 
ments. Nearly $2,000,000,000 are in- 
vested in mortgage on farm loans. More 
than $2,000,000,000 are invested on other 
mortgage loans. More than $4,000,000,- 
000 are invested in bonds and _ stocks 
of our cities, states, nation, railroads and 
public utilities. Various other sums are 
invested in other forms of investment 
for public improvement and _ general 
good. All aiding in the development of 
our homes and-country to produce, bet- 
ter, healthier, happier and longer lives. 

The greatest strides in medical ad- 
vancement today are not made along 
the lines of the healing art or of cura- 
tive medicine, but rather in the di- 
rection of the determination of etiology, 
of the direct and the indirect exciting 
causes of diseases and their resulting 
physical impairments. The objective of 
the effort of modern medicine is to re- 
move the cause rather than to cure the 
disease, to prevent the entrance of the 
intruder rather than to fight him when 
he has already entered. It is Preventive 
Science rather than the Healing Art. 
The periodic examination of the in- 
dividual must play a large part in pre- 


Analysis of Double 
Indemnity Experience 


FEATURE HAS BEEN SUCCESS 





Arthur Hunter Gives Valuable Statistics 
on Results of Its Use; Classification 


of Causes 





_ The accidental death feature in life 
insurance policies was discussed by 
Arthur Hunter, chief actuary of the New 
York Life before the meeting in this 
city last week of the Actuarial Society 
of America, in which he presented some 
valuable statistics from the experience 
of the New York Life. His conclu- 
sions on the subject were: 

“The experiment of the life insurance 
companies in adding an accidental death 
feature to the policy has been an un- 
qualified success. If our experience is 
typical, the companies -have not lost 
money, the policyholders have had an 
added protection at a very moderate cost 
and this attractive feature has helped to 
increase the business of the companies.” 

The New York Life experience indi- 
cates that the death rate from accidental 
causes at the young ages is slightly 
higher than at the middle ages, but lower 
than at the older ages of entry. 


Causes of Death 





ns 
under 1,242 policies becoming ¢lai; 
accidental death for an eon ae 
521,000'was 1 per thousand policies 1 
55 cents per $1,000 of insurance. | we 
An analysis has been made oj all th 
deaths, 1,412 ‘in number, for $4112.80, 
occurring from 1918 to 1924 inclusive 
This covers the entire experience of the 
company and not only under the three 
principak plans on which the death rates 
from accident were prepared, a 


‘The average size of the polici 
been given as it might throw son) 
on the age at death, the economic con 
dition of the insured or the selection 
against the company, provided the groups 
were large enough to offset accidental 
fluctuation. The amount of insurance is 
distinctly larger than the average of all 
death losses in the case of death: from 
gunshot, blood poisoning, asphy xiations 
and poison while the reverse is trye 
from drowning, machinery, eleciricity 
athletics and from being crushed. - 

Included among those asphyxiated, are 
the deaths in garages from the exhaust 
gases of motor cars. A significant fea- 
ture of the table, apart from deaths 
caused by automobiles, is the number of 
deaths from murder. The small “umber 
of deaths from poison may also he noted 
in view of our practice of admitting such 
claims without restriction. 


s has 
> light 


Automobile Accidents 


The deaths from automobile accidents 
are greater than for the next four causes 
combined. In treating automobile acci- 
dents the question frequently arises: 
Did the insured violate the law by driy- 
ing at an excessive rate of speed, ig- 
noring signals at railroad stations, driving 
without a license, and so forth? There 
are few drivers who do not at some 
time exceed the prescribed rate of speed 
so that there need only be considered 
the gross violations of the law, such as 
would occur in the case of a fugitive 
from justice trying to escape in a stolen 
car from an officer of the law. The prac- 
tice of the companies is to ignore in- 
fractions of the law except of a serious 
nature in the case of death-from a motor 
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The Monthly Premium Plan of The Lincoln National Life Insur- 
ance Company jis aiding its field men to get the business these 


Because The Lincoln National Life gives its agents every aid in 
securing business and extending service, it pays to 











Lincoln Life Building 
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The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


More Than $360,000,000 in Force 


Fort Wayne, Indiana 











is an old saying in the Life Insurance Ventive medicine. Though methods of The death rate for all ages and for all accident. 
business, that “The business that pays physical examination are still very policy years combined for our experience (Continued on page 8) 
is the business that stays.” It is a crude, we. can certainly detect many ; 
simple illustration that if the average oe pel tinged Oss Fat gris forms of : Number Ratio Amount Ratio y Mie 
policy life can be doubled, the heavy @sease Derore subjective symptoms are Cause: of Death of | to o to OR 
acquisition expense and some of the sub- manifest and while the disease is still : : Policies Total Insurance Total Policy 
sequent expense can be spread over ‘an insidious state. The splendid work Anema Accidents 496 35.1% $1,496,500 36.4% $3,020 
¢ : . ‘oO Ei. ciiccspccipe caren visbdgnetesbs "234 
double the number of years, resulting of the Metropolitan Life Insurance Co., Mécdere” Cea bake ae nea 20 rt payed 44 rr 
in a very effective and definite reduction the Life Extension Institute, The Pru- :-Falis of all, kinds. .¢.<.00<+.0cceseesemess 8 6.9 260,000 6.3 can 
in the annual, per unit expense. dential Life of Newark, and the Equit- conan al Accidents.......0...ssseseeeeeee 83 5.9 232,800 5.7 2/800 
t = . vA <sree . No RPE So Pa Te eer ee oe 3.55 
The part that life insurance companies able of New York, and, of. gthet. Ble... uate Ascidesths. sce skcecs scene @ 49 168500 40 2400 
themselves play as financial institutions insurance companies, has proven be- — Blood poisoning...........cccsssesecseseee 48 3.4 169,800 4.1 3.540 
-in the development and betterment of yond all A on st dollar spent saa wtih atthe’ £2. dethe Eee tacwetds S 32 146,300 3.6 3,250 
3 ms ; 3 in this kind o work—in improving «Explosions ...........-+eeeeeeee eee eeeeeee 2. 122,500 3.0 3,220 
oe comet) is not to ecb mnivighicge - acing bexlth throuskiPedlodical Cckenieatione . MMUMpAnMbONS : 65-52-54. nnsensenesee--4> 36 2:5 149,500 3.6 4,150 
their assets do not selong to design- eee ove ihe »  Crushed—falling trees, houses, etc....... 35 2.5 87,900 St 2,510 
ing promoters of financial tyranny, but #5 actually ; returned in far greater Electricity ........... ra ee ree eri = 33 2.3 68,100 1.7 2,069 
are vast trust estates created by the #mount in improved mortality returns pw vc i mania kicked, ete..9<:60e5s 24 1,7 68,500 1.7 2,850 
combined savings of half of our popu- @lone. ee oe a es % ry a £30 
lation. These assets which represent The future of life insurance is rich Athletics .......-::isseeeeseseeereeeeeeees 7 3 9.700 2 1,390 
the thrift of our people are not the in possibilities. With its great potential Elevators ..........-. apaa age pittesessees 5 4 10,500 3 2,100 
property of capitalists, but are held in power for service to those here and apres rea sad eee 4 14.600 3 > aan 
> . i BCCIGEHUS «oh ocee vest rce vend Bewewesger gs : ’ J 2.43) 
trust for the benefit not only of the those to come after, it will continue to Sates iss, ee asaeahtel WESERN 
policyholders, but for the whole coun-  zrow. 1,412 100.0 $4,112,800 100.0 $2,910 
J 
Profits From Your Payment Plan P ‘dent Mutual 
When ready funds are none too abundant, an easy rovl en u ua 
payment plan is a great business getter. . ra Co of Phi 4 
ee of small deposits, fitting into the monthly budget plan Life Insu nce mpany oO iladelphia 
of the household, meets a ready welcome where a large annual ¢ ° 
premium would not be considered. H Pennsylvania Founded 1865 
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Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 
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1925 

















“Courant.” 


May 29, 1925 
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Half of Companies 
Increased Dividends 





“COURANT” GIVES 1924 RECORD 





Some Companies Have Raised Scales 
For Several Years; Generally 
Above Pre-War Rate 





Almost one-half of all life insurance 
companies made increases in their divi- 
dends to policyholders as shown in the 
annual review of the dividend action of 
companies made by the “Life Insurance 
Each year this paper sum- 
marizes the action of companies on 
dividend scales and the results this year 
are the more notable because so many 
companies have increased their dividend 
disbursements each year for several 
years past. Some companies have made 
annua! increases for four, five and even 
six years. 

Following the war and the influenza 
epidemic, many companies cut their 
dividends sharply in 1919 and 1920. 
Some even suspended dividends entirely. 
As surplus funds were built up following 
the heavy mortality and the large pro- 
duction of new business in 1920 and 1921, 
companies started to restore their pre- 
war dividend scales, others increased 
them and the improvement has _ since 
been continued. 

At the present time a majority of the 
participating companies have dividend 
scales that are higher than the pre-war 
rate. A few companies retain their old 
schedules. A few inconspicuous com- 
panies are lower than the pre-war rates. 
Two companies have maintained their 
dividends at the same rate without modi- 
fication whatever for ten years. They 
have both announced an improvement 
for next year however. The tendency 
is decidedly toward reduced net cost. 





HONOR W. B. FREEMAN 





New York Life General Agent Elected 
Commander-In-Chief of United Con- 


federate Veterans 


Walker B. Freeman, of W. B. Freeman 
& Son, general agents at Richmond, Va., 
for the New York Life, is the new com- 
mander-in-chief of the United Confed- 
erate Veterans. He was elevated to 
this position last week at the Confeder- 
ate Reunion at Dallas, Texas. He has 
long taken an active interest in reunions 
of the “boys in gray,” attending prac- 
tically every gathering held since the 
close of the war between the States. 
For the past nine years he has been 
commander of the Virginia division of 
Confederate Veterans with the rank of 
general. He participated in a number 
of major engagements during the war 
and surrendered with the forces of Gen- 
eral Robert E. Lee at Appomattox. He 
joined the forces of the New York Life 
in Lynchburg, Va., in 1887 as an agent, 
serving in this capacity there until 1892 
when he was made general agent of 
the company and transferred to Rich- 
mond. His son, Hamner G. Freeman, 
who has been associated with him for 
a number of years, started out’ with 
him as an office boy in Lynchburg in 
1889. Although now in his eighty-sec- 
ond year, he is still in active service of 
the company. 





Six New Members Added to 
Actuarial Society Council 
At the annual meeting of the Actuarial 
Society of America last week at the 
Hotel Astor, New York, the following 
six members were elected to the coun- 
cil, three filling new places due to a 
change in the constitution increasing its 
members from nine to twelve: A. 
Linton, vice-president of the Provident 
Mutual ; H. H. Wolfinden, Grimsby, On- 
tario; J. R. Larus,-Phoenix Mutual; A. 
a. Maclean, Massachusetts Mutual; 
R. G. Hunter, Equitable Life of Iowa 

and O. W. Perrin, Penn Mutual. 
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A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit. that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies — 
Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 

















Connecticut Mutual’s New Home 


Ground has been broken for the new 
home office of the Connecticut Mutual 
Life in Hartford, a reproduction of a 
drawing of which appears on this page. 
The building which is of Colonial de- 
sign finished in Holland red brick with 
light stone trimmings, will be situated 
on a plot of about nine acres, bounded 
by Collins, Myrtle and Garden Streets. 
It will be three stories high and will 


150,000 


contain 
space. 


The Connecticut Mutual Life, the old- 
est Connecticut life company, has oc- 
cupied its present site at Main and Pearl 
Streets since 1871. Prior to that it 
occupied the old State Bank Building. 

The building and equipment will be 
according to the most modern ideas for 
insurance companies and will include a 
cafeteria for employes and space for in- 
door recreational facilities. 


square feet of floor 

















ness equity.” 


the business. 





A Constructive Force 


Bests’ Reports say of the.Mutual Benefit 
“Throughout its entire existence its manage- 
ment has sustained the highest ideals of busi- 


The more an agent knows about Life In- 
surance, the more he becomes convinced that 
the Mutual Benefit is a constructive force in 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


Organized 1845 
NEWARK, N.. J. 








Illinois Life Saved 
Money by Building 


STORY TOLD BY R. W. STEVENS 





.Would Have Had to Pay $100,000 a Year 
Rental in Former Quarters 





R. W. Stevens, president of the Illinois 
Life, tells in an interesting way in the 
current issue of “System” why the Illin- 
ois Life built its own building insteaa 
of continuing to live in rented quarters. 
One day the company discovered that 
its rent was going to double and would 
run about $100,000 a year. The thought 
immediately occurreé to the executives 
that this sum represented 10 per cent 
per annum on $1,000,000 and that it was 
in a position to invest this amount of 
principal in a home of its own. After 
considering the matter from all angles 
the company decided to build and--Mr. 
Stevens continues: 

Savings 

“From the point of view of advertising, 
a new building owned by ourselves 
seemed also very desirable—and, getting 
a bit ahead of my story, since erection 
of our building we have received a great 
deal of complimentary comment and 
favorable publicity. 

“Moreover, it was evident that we 
could make some saving in fire insur- 
ance premiums by constructing a build- 
ing that would serve our purposes and 
yet be even less hazardous, from the 
standpoint of fire, than the building in 
which we were then housed. And ideal 
provisions could be made for taking care 
of our very -valuable records. 

“In all probability our business will 
continue to grow. So we added to the 
reasons for a new building the fact that 
by erecting a home of our own we could 
more surely provide for future expan- 
sion. 

“And then when we got down to de- 
tails, comparison, of probable cost fa- 
vored the erection of a new building 
too. This has since proved correct, as 
we made a total investment of $1,250,000, 
and estimate the life of our building as 
it stands at 25 years, conservatively. As- 
suming 10 per cent of this principal to 
be a fair rental charge, we shall pay 
$125,000 annually over a 25-year period, 
which is certainly preferable to our prob- 
able rental in the loop had we stayed 
there during the next quarter-century. 

Did Not Have to Be “In the Loop” 

“This, however, might not have been 
true had we been forced to locate in 
the strictly ‘business section’ of the city. 
As it was, analysis of our requirements 
failed to show any valid reason why it 
was necessary for us to be in the ‘loop’ 
district. 

“As we have practically no counter 
business, it was not necessary to con- 
sider our customers in deciding upon a 
location; and bus service seemed entirely 
satisfactory for carrying our employees 
to some place outside the heart of the 
city. ar 

“We decided on an up-town location 
in view of the foregoing and eventually 
chose, in preference to several others, 
our present site on the Lake Shore Drive. 
We were influenced by land value and 
appreciation, as we felt this particular 
site would show a marked advantage in 

value during the next 25 years.” 

The company saved $50,000 by adding 
a third story instead of building with 
a full basement. It also saved $75,000 
by putting down an ordinary float foun- 
dation. 





HEADS BUFFALO UNDERWRITERS 
Harrison L. Amber of the Berkshire 
Life, has been elected president of the 
Buffalo Life Managers’ Association. 
Other officers elected at the annual 
meeting. last week, are: Vice-president, 
Ernest J. Hahn, Prudential; Secretary, 
David J. Beck, Guardian; Treasurer, H. 
A Vital, National Life of Vermont. 
Samuel B. Lindsay of the Connecticut 
General, was named a new director. 
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Accident Benefits 


(Continued from page 6) 


Another matter which should be con- 
sidered is—Did the insured choose to 
commit suicide through a pre-arranged 
automobile accident? Where the insured 
is a passenger, it is exceedingly improb- 
able that he committed suicide. Should 
he be driving alone, however, and should 
there be a motive for seeking death, 
such as financial irregularities, or family 
difficulties, all the circumstances sur- 
rounding the death should be carefully 
investigated. 

There is a third matter which has oc- 
casionally to be considered—namely, 
Did the insured die from heart disease 
or other cause before the accident to the 
car? Cases undoubtedly occur where 
the death was not a result of the acci- 
dent but where the death of the insured 
caused the accident. 


Drowning 

The second cause of accident in the 
experience was drowning. The average 
amount of claim was $2,340, against $2,910 
from all accidents, which suggests that 
many of the drownings were among 
young persons who did not carry a large 
amount of insurance. Where the body 
was not found, where there were no wit- 
nesses to the accident, and where there 
was a motive for leaving the neighbor- 
hood, there is always a suspicion of “dis- 
appearance.” The majority of the “dis- 
appearances” are traced sooner or later 
as clues are frequently left by the insured 
who intend to give the impression that 
they have been drowned. Where death 
from another cause has resulted before 
the body was put into the water and an 
attempt has been made to collect the 
double indemnity benefit, the absence of 
water in the lungs usually settles the 
niatter. 


Murder 


In case where the insured died by gun- 
shot wound or other violent means at the 
hand of another person, the question 
sometimes arises—Was the insured the 
aggressor, or was he killed.in defending 
himself? If the insured is killed during 
a- quarrel, the company should not be 
considered liable for the double indem- 
nity provided the survivor can prove that 
he acted in self-defense, in which event 
the insured acted in violation of the law. 
After the facts are all obtained the deci- 
sion of the Supreme Court of Arkansas, 
in the case of the American National 
Life Insurance Company v. White—191 
S. W. 25 (Ark.) may be taken as a fuide. 
The Court decided as follows: 

“A personal encounter between the in- 
sured and his slayer has been the cause 
of the greater number of cases in which 
has arisen the question, whether the as- 
sured’s death was within the exception ot 


a policy relieving the insurer if the death ° 


was caused by a violation of the law. 
“In such cases it may be laid down as 
, a generally accepted rule that if the as- 
sured’s adversary is guilty of unjustifi- 
able homicide in killing the assured, the 
latter’s death is not within the exception; 
while, on the other hand, if the assured 
is slain under such circumstances as ren- 
der the killing justifiable homicide, there 
isa violation of the law on the part of 
the assured within the exception.” 


Gunshot Wounds 


In the case of gunshot wounds the 
question frequently arises as to whether 
the death was due to suicide or accident. 
The. fact that the average amount of 
insurance was slightly above the aver- 
age size of all policies issued may indi- 
cate that our company was not able to 
eliminate all the suicides. A review of 
the individual. cases, shows that while in 
the large majority the accidental nature 
was not open to question, suicide was 
indicated in a few cases but satisfactory 
proof was not obtainable. 


Blood Poisoning 
_ Among the deaths from blood poison- 
ing several may appear which the com- 
pany’s clause was not originally intended 
to cover, and, accordingly, these 48 cases 


have been carefully analyzed. In all but 
a few cases the blood poisoning or te- 
tanus arose from a common type of ac- 
cident, such as an injured finger or hand 
which became infected; or an accidental 
burn which had not been _ properly 
treated. There were several unusual ac- 
cidents which were admitted under the 
provisions of our-accident feature, such 
as that of a doctor who cut his hand 
while performing an operation, an in- 
sured who developed erysipelas through 
a splinter in his face, an insured who 
burned his finger in lighting a cigar, an 
insured who cut his thumb while carving 
a rabbit, and one who died from blood 
poisoning through «injury to his nose 
through playing a saxophone. There 
were several cases, however, on which 
there might be a difference of opinion 
but under which the claims were paid: 
(a) the insured scratched a. pimple on 
his face, from which blood poisoning en- 
sued; (b) the insured had a boil which 
became seriously infected by knocking 
his knee against a car seat; (c) the in- 
sured was stung on the lip by an insect; 
(d) the insured cut a pimple while shav- 
ing; (e) the insured died -from blood 
poisoning through using an infected lip 
stick. 





GLENS FALLS GROUP 

Tle Glens Falls Insurance Co. has 
enabled its employes to obtain additional 
group life insurance with the Metropoli- 
tan Life. Under the previous contract 
with the Metropolitan, each contributing 
employee received from $500 to $2,500 
life insurance protection. This covered 
about one hundred employes for approxi- 
mately $105,000. The new policy raises 
the total coverage to more than $270,000 
and permits each employee, who contri- 
butes to the plan, to add from $500 to 
$2,500 to his life insurance protection. 
Executives are insured under a special 
arrangement. 


Newspaper Head Speaks To 
Brooklyn Travelers Agents 
The Brooklyn Office Travelers’ 
Agents Club, composed of about 20 
agents, were addressed on Monday by 
Herbert F. Gunnison, president of the 
Brooklyn Daily Eagle, on the topic, 
“Civic Interests.” Paul G. Clark is 
president of the club. 





NEW ERIE AGENCY 
The John Hancock Mutual has opened 
a new agency in Erie, Pa., and has ap- 
pointed as superintendent there Arthur 
C. Young, who has been assistant super- 
intendent for one of the Philadelphia 
districts. Mr. Young has been in the 
business for twenty years and an assis- 
tant for the past nine years. 


Boston Makes Drive 


(Continued from page 1) 
ciation’s stand against these unethical 
and illegal practices is the same as it 
has always been. Therefore your execu- 
tive committee reaffirm its stand in ap- 
proving the Chart of Ethics adopted by 
the National Association in 1918 and the 
anti-twisting resolutions adopted in Nov- 
ember, 1924, by the Association of Life 
Agency Officers. 

“We have investigated some of these 
complaints and propose to go the limit 
and see that these practices are discon- 
tinued by any one representing in any 
way the life insurance interests of this 
commonwealth. To this end we want 
it understood that we are anxious to 
receive these complaints, provided suffi- 
cient information is given us so that we 
may properly go through with the cases. 
We do not care for complaints unless the 
party making them (ds willing to stand 
behind the complaint and give us full 
and complete information, so that action 
can be taken. 

“We now have one rebate case with 
sufficient information to present to the 
insurance commissioner for action. This 
will be attended to immediately. We 
also have one definite case of twisting 
which will be proceeded against. 

“It appears from these complaints that 
twisting is on the increase. Your execu- 
tive committee is taking steps to follow 
through every case, and if misrepresen- 
tation in any way is discovered, the case 
will be brought before the insurance 
commissioner; and any case that does 
not come under his jurisdiction will be 
taken up with the local agent and gen- 
eral agent; and if the committee does 
not get cooperation and a promise of dis- 
continuance of the practice, we shall ap- 
peal to the Life Presidents’ Association 
and to the Association of Life Agency 
Officers, through Mr. Oliver Thurman 
of the Mutual Benefit, who is chairman 
of their executive committee. 

“Tt is our determination that twisting 
shall cease, and that those persisting in 
doing it shall be driven out of the busi- 
ness. 


Hart & Eubank Protects 
Salaried Employes by Group 


Group insurance totaling $125,000 and 
protecting over 70 employes, was taken 
out this week by Hart & Eubank, general 
agents for the Aetna Life, in New York, 
on all their salaried members. This in- 
surance is in addition to the group cov- 


‘erage which is carried by the home office 


on its employes throughout the country. 











half years. 


D. W. CARTER, Secretary 








State Mutual Life Assurance Company 


of Worcester, Massachusetts 


A RECORD OF 80 YEARS OF 
ACTIVE BUSINESS 


noted for strict adherence to the principles 
of pure mutuality and a recent growth indi- 
cated by the fact that the Company has 
doubled in size in less than seven and one- 


STEPHEN IRELAND, Superintendent of Agencies 


B. H. WRIGHT, President 














FOEHL’S NEW QUARTERS 

The C. A. Foehl Agency of T 
dential, in New York, . lw rnd 
ing its new “offices on the seco; 
of the Astor House Building, 
way. Twice-as much space as Previous- 
ly is used, a total of about 2.409 square 
feet. For the first four months of this 
year the agency paid for $10,000,099 of 
business. 


Occupy- 
id floor 





METROPOLITAN SANATORiUM 

The tenth annual report of the Metro- 
politan Life’s sanatorium at Mount Mc- 
Gregor, N. Y., shows that in the course 
of the eleven years of its operation more 
than 3,500 employes have been treated as 
patients. During the past year 494 pa- 
tients were admitted and 393 were dis- 
charged. A total of 245 non-tub< rculous 
patients were discharged during 1924 
They included a great variety of diseases 
and conditions. 





JOHNSTON & COLLINS PLEDGE 

The Johnston & Collins Agency of 
the Travelers in New York, who are 
now occupying their new offices in the 
Federal Reserve Bank Building, have 
pledged a paid-for production of $5,- 
000,000 during June, the Policyholders 
Month of the company. : 





ALTERCATION IN OFFICE 


L. A. Cerf Summoned Following Attack 
Upon William J. Louprette; Differ- 
ences Over Interpretation of 
Contracts 


L. A. Cerf, general agent of the 
Mutual Benefit in New York, was sum- 
moned to court on Wednesday after- 
noon following an altercation he had 
with William J. Louprette, an agent, 
while the latter was in his office one day 
last week. Mr. Louprette accuses the 
general agent of having assaulted him 
and it is understood that suit will be 
brought for heavy damages. 

Mr. Louprette is one of a group of 


‘agents, headed by Frank W. Pennell, 


who have contracts with Mr. Cerf and 
who withdrew from the Cerf offices 
sometime after the death of A. R. Spier, 
a well-known broker, and occupied the 
Spier office in the Singer Building, tak- 
ing the name of the Life Insurance As- 
sociates. In this group besides Mr. 
Pennell and Mr. Louprette were Albert 
Rose and Louie Pomerance. They also 
opened an office in the Drexel Building, 
Philadelphia. 

Soon after Hoey & Ellison were ap- 
pointed general agents of the Equitable 
of Iowa the Life Insurance Associates 
moved to the building at 101 William 
Street, where are the life insurance of- 
fices of Hoey & Ellison. Considerable 
feeling arose between the Life Insur- 
ance Associates and the Mutua! Benefit 
general agent, especially relative to in- 
terpretation of their contracts. One 
point of difference was the allegation 
of the Mutual Benefit manager ihat the 
agents were in reality trying to tie up 
with two insurance companies—the 
Mutual Benefit and the Equitable of 
Iowa to which the Mutual Benefit ob- 
jected, and he wrote a letter to the As- 
sociates making protest. 

The Life Insurance Associates main- 
tained that the Cerf office would not 
suffer because of the move to William 
Street. They said the new connection 
meant that they would get a large num- 
ber of new leads to work upon because 
of the many acquaintances in this city 
of James J. Hoey and Bennett Ellison. 

Mr. Louprette was delegated to see 
the general agent who was not only 
angry at the controversy with the Life 
Insurance Associates, but was enraged 
over stories which had been carried 
to him regarding alleged criticisms of 
him and his office by Mr. Pennell. Fol- 
lowing a heated discussion which took 
place during Mr. Louprette’s visit the 
latter was knocked down. He claims 


he was then beaten; and being slight 
of physique could not. defend himself. 
The general agent denies striking him 
more than once. : 


217 Broad- : 
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Interesting Legal 
Points Involved 


DELAY IN ISSUING’ POLICY 





Supreme Court Reverses Lower Court 
on Question of Damages; Waiver 


of Lapse and Other Points 





Some interesting legal cases involving 
life insurance are summarized by Wendell 
M. Strong, associate actuary of the Mutual 
Life and a member of the New York Bar, 
for the Actuarial Society of America and 
issted as “Legal Notes.” Following are 
a few of the cases: 

Dameges for Delay in Issuing Policy: 
(DeFord vs. New York Life Ins. Co, 
Supreme Court of Colorado, 254 Pac. Rep. 
1049.) Application was made on the 11th 
of December, a note for the premium be- 
ing given at the same time. The applica- 
tion was approved at the home office on 
December 21st, but the policy was not 
mailed until December 31st. The appli- 
cant became ill on December 23rd and died 
on December 26th. The company claimed 
that the policy had not gone into force. 

This was an action in tort for dam- 
ages due to delay, and the company de- 
murred, which demurrer was sustained in 
the lower court. In the Supreme Court 
this was reversed and it was held that, 

“When a company has received the first 
premium, and it is to apply from the date 
of the application, fair dealing requires that 
the company. act upon the application, 
within a reasonable time. Otherwise it 
would be permitted to hold the applicant’s. 
money, with no return, for such time as 
it saw fit; a condition which cannot be 
supposed to have been intended by the 
parties,” and that the question of whether 
there was an unreasonable delay was for 
the jury to determine. 

Waiver of Lapse: (Darby vs. North- 
western Mut. Life Ins. Co., Supreme Court 
of Missouri, 264 S. W. Rep. 372.) After 
the lapse of the policy the agent of the 
company persuaded the insured to reinstate 
it and received from the insured a note 
made out to the agent personally for the 
payment required in reinstatement Earlier 
premiums had been paid by similar notes 
which found their way .nto the hands ef 
the general agent and were paid to him. 
This note also was given to the general 
agent and returned by him to the bene- 
ficiary after the insured’s death. Letters 
written to the insured about the time of 
lapse and the verbal communications of the 
agent procuring restoration explained that 
a short form of medical examination would 
be necessary for reinstatement. At the 








LARGE DIVIDEND INCREASE 
Massachusetts Mutual Life Raises Scale 
Substantially for First Year Divi- 
dends at All Ages 


The Massachusetts Mutual Life has 
adopted a proposed new dividend scale 
to become effective June 1, 1926, on a 
much more liberal basis than that now in 
torce, the very marked advance in first 
year dividends being illustrated in the 


following comparison at five year age 
periods. 


Ordinary Life 
Age Old New 
Wt .... coerce $3.30 $5.46 
ER 3.49 5.46 
Mt... .cceuuene 3.72 5.64 
4.02 6.23 
ass... .. chee 4.40 6.92 
oe :.... ives 4.92 7.42 
......gosune 5.58 7.73 
— 6.51 8.21 
me... cupueen 7.78 9.27 
.... ceil 9.54... 11.25 
_ SEPP 12.00 15.06 


LEE C. ROBENS DEAD 





Hartford General Agent for New Eng- 
land Mutual Was First Secretary 
of Reliance Life 


Lee C. Robens, of Robens & Hunt, 
general agents at Hartford for the New 
England Mutual Life, died on Tuesday 
at his home in Hartford. Mr. Robens 
was forty-six years old. He had suffered 
a long illness from intestinal grip. 

Mr. Robens was prominent in life 
insurance circles for many years, and 
was the first secretary of the Reliance 
Life of Pittsburgh, of which he was also 
one of the organizers. He later was as- 
sistant manager for the Mutual Life in 
Western Pennsylvania. He went to 
Hartford in 1909 as general agent for 
the New England Mutual. 





STOCK EXCHANGE PENSIONS 





Metropolitan: Life Closes Plan For Re- 
tirement System Like That For 
Its Own Employes 


The Metropolitan Life has closed a 
contract with the New York Stock Ex- 
change putting into effect a retirement 
system based upon the new plan devised 
by the Metropolitan for its own organi- 
zation and announced at the annual man- 
agers meeting of the company in Jan- 
uary. THE Eastern UNDERWRITER pub- 








time of giving the above mentioned note 
the insured accompanied the agent to the 
office of the examiner to furnish this ex- 
amination, but did not find him, upon 
which the insured promised that he would 
be examined. The examiner met the in- 
sured on the street a day or two later 
and an appointment was made for the ex- 
amination which was not kept by the in- 
sured. 

Shortly afterwards the insured was taken 
ill with influenza of which he died. A 
claim was made for the amount of the 
policy on the -ground that the acceptance 
of the note was a waiver of:the require- 
ment of the prompt payment of the pre- 
mium so that the policy was in force. 

The court held that there was some 
evidence under the facts above stated that 
the premium had been waived so that the 
case properly went to the jury. The judg- 
ment of the lower court against the com- 
pany was affirmed. 

Misstatement in Request for Restora- 
tion: (Ward vs. New York Life Insur- 
ance Co., Supreme Court of South Carolina, 
123 S. E. Rep. 820.) The evidence was un- 
disputed that material misrepresentations 
had been made in obtaining reinstatement 
and a directed verdict was given for the 
company. An appeal was taken on the 
ground that the policies, being more than 
two years old at the date of death of the 
insured and also at the time of reinstate- 
ment, were, according to contract and ac- 
cording to statute, incontestable. 

What Constitutes Rescission of Policy: 
(Powell vs. Mutual Life Insurance Com- 
pany of New York, Supreme Court of Illi- 
nois, 144 N. E. Rep. 825.) The. company 
after issuing the policies discovered mis- 
representations and served notice in writing 
on the insured and the beneficiaries that it 
had cancelled the policies on the ground 
of false and fraudulent statements and 
tendered back to the insured the premiums 
paid, with interest. The insured afterward 
died and suit was brought on the policies. 
This suit was after the expiry of the con- 
testable period. The question was whether 
the action of the company had amounted 
to a rescission of the contracts, since, if ‘it 
did not, they had become incontestable. 


20 Year Endowment 20 Payment Life 
Old New Old New 
$5.38 $6.57 $3.95 $5.78 

5.49 6.57 4.15 5.78 
5.60 6.68 4.39 5.98 
5.77 7.17 4.69 6.55 
5.99 7.76 5.07 7.24 
6.29 8.12 ‘~ 3S . 7.70 
6.74 8.31 6.17 © t TSB 
7A1 8.62 7.00 . 8.39 
8.41 9.49 8.16 “2 9.34 
pees eee 9.78 “14.21 
12.12 14.89 





lished the plan in full at that time. | 
It is a contributory plan and a special 


feature is that the future pension obli- AGENTS who can SELL 


gation is funded each. year through the 


purchase of annuities payable to each as well as WRITE 
e at age 65, hecoming dis- Siaew 
smpoye sage het oe. being Se Can always be given an interesting 


proposition, much territory still 
awaiting capable representatives. 


FLORID A Your inquiries will have consid- 


. eration. 
offers an unparalleled opportunity to the 


i will come now and stick on UNION MUTUAL LIFE 
Ww. R. Letcher, General Agent INSURANCE COMPANY 


PACIFIC MUTUAL LIFE PORTLAND, MAINE 
JACKSONVILLE FLORIDA 




















HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 

PROTECTS THE ENTIRE FAMILY 
This Company issuee all modern forms of policy contracts from BIRTH te 6@ years next 
birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 
are up-to-date in ev: respect. : 
‘ORDINARY POLICI ontain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, aad 
are guaranteed by State Endorsement. 

A HOME LIFE POLICY BRINGS 

PEACE OF MI TO TH 
MAN WHO LOVES HIS FAMILY 





BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-President 

JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 
DR. E. BRYAN KYLE, Medical Director 

INDEPENDENCE SQUARE PHILADELPHIA, PA. 














PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CON- 
TRACT TO REPRESENT THIS COMPANY. 

FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE 

HAVE AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


JACKSON MALONEY A. MOSELEY HOPKINS 
Vice-President Manager of Agencies 














MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct. result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head Office 
for information. 


Fidelity is a low-net-cost company operating in 40 states. 
Full level net premium reserve basis. Over Quarter of a Billion 
insurance in force. Faithfully serving insurers since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE. COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


A few agency openings for the right men 









































American Central Life 


Insurance Company 





INDIANAPOLIS 
Retablished 1899 


All agency contracts direct with the company 


Addreas : 


HERBERT M. WOOLLEN, President 
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LIVE HINTS'FOR BUSINESS GET TERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














“You are thirty 
Buying now,” states one of 
Future our salesmen to a 
Ease prospect, says Mutual 


Life “Points,” varying 
his statements according to circum- 
stances. “Now, assume that you look 
forward to voluntary retirement at sixty 
—or, at least, to an assured income from 
savings available at about that time in 
life. In this plan for future ease, you 
naturally include your wife. You can in 
your next year—your thirty-first—by 
outlaying a percentage of your present 
income provide for a life-long income 
equal to twice that percentage of your 
present income to begin in your sixty- 
first year. From the first year you be- 
gin to purchase future income, your 
outlay will decrease—very likely to a 
material extent—or, if you don’t care 
about that, the future income will be 
increased. 

“Your wife’s income from this plan 
will be certain in case of your death 
from the first year’s outlay, and will be- 
gin immediately upon your death.” 


“te 

Family expendi- 
Making tures fall naturally 
Use of into three groups: 
Budgets First, those essential 


expenditures to pro- 
vide food, clothing and shelter; second, 
those expenditures centering around the 
idea of comfort, pleasure and conven- 
ience; and third, those expenditures 
which are purely of an investment na- 
ture. The purpose of a budget is to 
reveal the story these different divisions 
will show, as pointed out by the 
Phoenix Mutual Life recently. 

It is only occasionally that we find 
any very big leak of the family in- 
come in group 1, namely, the essen- 
tials. Group 2 is usually the source 
of waste. In this group are the ex- 
penditures which we like to make, or, 
to put it the other way, which we hate 
not to make. For instance, buying an 
automobile doesn’t strike us as a bur- 
densome task. We very infrequently 
groan about purchasing theatre tickets. 
We look forward with pleasure to 
spending money on a vacation. We are 
easily convinced that a dishwasher is 
a highly desirable part of the kitchen 
equipment, and so on through a raft 
of expenditures which while highly de- 
sirable in themselves often place us in 
an embarrassing position when exam- 
ined in terms of the other things for 
which we know we should spend. Group 
3 admittedly is the most desirable group 
in which we could make our expendi- 
tures—buying a home, providing for 
education, taking out more insurance, 
buying of bonds. All of these things 
definitely improve our financial posi- 
tion, but for some reason they don’t 
get done. Is it not probably true that 
group 2 crowds out group 3 to the detri- 
ment of every one of us? We must 
accept it as our task to’ help people 
correct this wrong balance of expendi- 
tures for the time is bound to come in 
every case when group 3 will mean 
much more, in fact, it will mean every- 
thing to them. 


s- 2s 


During the month 
of May the real es- 
tate market is enjoy- 
ing its best period, 
in normal years, says 
the Illinois Life. With the coming of 
spring in its most luxurious beauty, men 
yearn to secure their own homes. The 
desire to have a plot of ground that 
they may call their own is strongest 


Mortgage 
Insurance 
Now Timely 


when they feel the warm sunshine and 
breathe the fragrant air. 

But not all men fulfill their natural 
wishes for a home because the respon- 
sibilities which they have already as- 
sumed must be continued. They are 
restrained by the knowledge that not 
only they themselves, but their wives 
and children as well, must indirectly as- 
sume a portion of the added respon- 
sibility, especially if they are unable 
to continue to uphold the financial end 
because of illness or death. 

To thousands of such men, life in- 
surance will be of inestimable value. 
May is the time to discuss this sub- 
ject wherever the opportunity presents 
itself, for the prospects of life insur- 
ance salesmen have the desire to secure 
their own homes and to assure their 
family’s retaining them. Strike while 
the iron is hot! 


* * * 


The income insur- 

Opening an ance approach may‘ 

Interview have special features 

On Income as illustrated by a 

number of sugges- 

tions as to ways of opening the subject 

on first interviews given by the Inter- 
national Life in the following: 

“I have been asked to call and show 
you how it is possible for you to create 
an immediate cash estate that will pro- 
vide, in the event of your death, a speci- 
fic monthly income for your family, an 
income depending entirely upon the size 
of your present estate, earning power 
and standard of living.” 

“T realize that you probably have pro- 
vided through life insurance and in other 
ways sufficient capital to enable your 
wife and family to live comfortably after 
you have gone. But I thought you 
might be interested in a new plan which 
guarantees the safe investment of that 
capital. And you agree with me, Mr. 
Smith, that it is almost as important 
to care for the investment of capital 
as it is to provide the capital, is it not?” 

“Recently I have provided $100 month- 
ly incomes for the families of a number 
of your professional friends. Let me 
tell you how easily I can arrange a sim- 
ilar income for you and your family.” 

“T have a_ proposition peculiarly 
adapted to the needs of your family, 
and your personal comfort in your own 
old age; something that will perpetuate 
your service to your family, in case of 
your death, as long as they live. I would 
like to present this plan to you at some 
appointed time suitable to your conven- 
ience.” f 

“Would you be interested in a propo- 
sition which guarantees to you that if 
you will set aside five per cent of your 
income that at age 65, or in the event 
of your death, that five per cent will 
mean more to you or to your family 
than the other ninety-five per cent of 
your income?” 


*x* * * 


An indication that 
$50,009 Policy it pays to visit in- 
ona sureds during Policy- 
Cold Canvass holders’ Month, was 
brought out in the re- 
cent experience of E. P. Short, an agent 
in the Peter M. Fraser agency of the 
Connecticut Mutual in New York. Mr. 
Short called on a man whom he had 
never met before, presented to him 
the need for additional insurance, and 
sold him $50,000 of insurance on a cold 
canvass. At the same time he obtained 
a check for the first quarterly pre- 
mium. This is the largest policy Mr. 
Short has written since his connection 
with the company. 








PENNSYLVANIA OPPORTUNITY “" 


If you are interested in making a permanent,connection with an old 
well established company with a progressive management and an un. 
equalled dividend record, it will be to your interest to investigate oyr 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable ney. semi-annually or quarterly, 
ani 


INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly, 
CONDITION ON DECEMBER 31, 1924 


eeeccscecece Oceececeseces rere re rere tie eee ereccereeceeereseeeeeseeeeesesssess 21 

Liabilities .........4. Sadtind veigsevoueesccudecquestieebusuntentaue tacbNaveseesstereasens ‘ ict tet 
Couple camel (SMe. 6050002003 ves nabssscacnecoees tapas snbens ec cateout vamtaswacetelone « _ 5,357,123,43 
Insurance in Force..... eggenied<vbescreetes eeaaesgetes aSbasbVOcaredwestasagescacdsee 273,540,675.00 
Payments to Policyholders............scscscseacsceseee shaURG << eaamabaee cee’ giao cs +«  3,036,319.80 





JOHN G. WALKER, President 
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Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
New England Mutual. This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 


introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Boston, Massachusetts 
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: THE MUTUAL LIFE 
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x The Mutual Life Insurance Company of New York has a 
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Di, record of EIGHTY-TWO YEARS of prosperous and suc- 
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Py cessf, business. It has passed through panics, pestilence ie 
ii} and wars unharmed, and to-day, as a result of eight decades 
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tude, leadership, and life insurance service. 
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Those considering life insurance as 

5! a proiession are invited to apply to x 
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| The Mutual Life Insurance Compan) 
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Bt of New York 

sf 34 Nassau Street ? New York 
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Numerical Rating ~ 
For Family History 
NO STATISTICS AVAILABLE 


John R. Larus Describes Theoretical 
Table Used by Phoenix Mutual Life 
In Rating This Factor 





There are no statistics available on 
which to base a rating method for fam- 
ily history so the Phoenix Mutual Life 
is using a theoretically constructed table 
which was described before the Actuarial 
Society of America at its meeting'in New 
Yor last week, by John R. Larus, asso- 
ciate actuary of the company. A sum- 
mary of his paper follows: 

In the absence of any statistics, some 
compan es have evolved—mainly through 
a compilation of the individual opinions 
of underwriters, actuaries and medical 
directors—a yardstick by which the in- 
fluence of heredity on particular risks 
may be measured; other companies are 
attempting to grade each case as it 
arises, in accordance with the impression 
the family history makes on the under- 
writer. Under either of these methods 
it is extremely difficult to compare two 
histories differing not only in the ages 
the parents and grandparents have 
reached, but also in the number of 
deaths that have occurred and in the 
causes from which they have resulted. 
The Phoenix Mutual underwriters have 
for some time been using a method 
which seems to work substantial justice 
among the different types of family his- 
tories, and at the same time has the nec- 
essary feature of simplicity in application. 
In view of the fact that no rating method 
based on statistics is available, an out- 
line of this theoretically constructed 
table may be of interest. 

We may fairly assume that the vitality 
a parent can transmit to his offspring 
depends on his own vitality, so that (ig- 
noring for the time being parental causes 
of death) it may be said that the greater 
the age a parent attains before dying— 
or if still living, gives promise of attain- 
ing—the better the rating he earns for 
his children. The parent who reaches 
the final age of the mortality table will 
give his child to maximum credit (let 
us suppose for the moment—10). On the 
temporary assumption, moreover, that all 
parents were aged 15 at the birth of the 
insured, it is obvious that there can be 
age 15. From then on parents will die, 
and survivors will entitle their children 
to a credit because of such longevity. 
The first problem is to assign the prop- 
er credit for parents living at the inter- 
mediate ages of the table. It is by sur- 
viving their companions that parents ac- 
cumulate credit, so that as a working 
basis it may be assumed that the credit 
assigned for living to a certain age varies 


directly as the number who have previ- 
ously died. 


Setting Up the Credits 


Parental deaths were arranged by 
causes in attained age groups. It will 
be remembered that accidental deaths 
are not being considered as deaths, but 
simply as withdrawals, and are rated as 
though living at the age at which death 
occurred. 

If considerable importance is to be at- 
tached to the question of family history, 
and persons with good parental history 
are expected to prove long lived, it would 
seem to follow that a good parental his- 
tory and a good grandparental or-sibling 
histor) are related, so that to give the 
desceniant of such a line credit for 
8randparental or sibling longevity would 
€, to some extent at least, crediting 
twice ior the same factor. The same 
Principles would obtain in debiting once 


had Poor parental history and again for 
“ 0: grandparental or sibling longevity. 
nu 


ght be well, accordingly, to limit 
it credit from grandparents and sib- 
mgs to 2 per cent. if parental credits 
Were between 6 and 10 inclusive, and to 


give no such credit if parental credits 
exceeded 10; these cases would, of 
course, be. subject. to full net debit. qf 
like manner if parental debits exceede 
10, the appHéant—while able to receive 
any net ctédit=would not be subject to 
any additional- debits, and if between 6 
and 10 he would be limited to two addi- 
tional debits. 

It seemed best to restrict the data 
covered to lives showing no marked de- 
viation from the normal. It was felt 
that the family history of overweights, 
for example, might differ appreciably 
from that of normal weights; certainly 
the grouping of the causes of death 
would vary. For example, when dealing 
with applicants more than twenty pounds 
above normal for their height and age, 
it might be well to remove “Diabetes” 
from Class II to Class III. For those 
more than twenty pounds underweight, 
on the other hand, “Bronchitis,” “Influ- 
enza,” “Malaria,” ‘Pleurisy” and “Respir- 
atory Diseases (miscellaneous)” should 
probably be advanced from Class I to 
Class II, and “Tuberculosis,” and 
“Anemia, Leukemia and Chlorosis” from 
Class II to Class III. In the case of un- 
derweights it might be well to make an 
additional charge for tubercular history 
evidenced in brothers or sisters. 

In handling applicants with medical 
impairments, additional debits would be 
called for by causes of death related to 
the applicant’s impairment. ‘ 

If these modifications were made for 
applicants showing abnormalities in build 
or physical condition, the tables might 
prove a satisfactory yardstick, although 
it would seem that there would be a no- 
ticeable preponderance of debits over 
credits, not only because of the additional 
debits imposed on underweights and med- 
ically impaired risks, but because of the 
fact that applicants revealing sub-nor- 
mal physique presumably owe their con- 
dition somewhat to a poor heritage. 

It would be comparatively simple for 
a company to keep track of the debits 
and credits given overweights, under- 
weights and medically impaired. risks 
respectively, because of their family his- 
tory record, and then, after a few hun- 
dred had been so rated in each group, 
ascertain any failure to obtain an ap- 
proximate balance—and correct it if de- 
sired. 





GIRARD A SPEAKER 


Oscar F. Girard, agency assistant, life, 
accident and group departments of the 
Travelers, spoke at the Johnston & Col- 
lins agency meeting last week on the 
“June for Life Policyholders” campaign. 
Mr. Girard is building up a wide circle 
of friends in his work here in New York. 





NEW CLEVELAND OFFICE 


The new offices of the Union Mutual 
Life at Cleveland have been formally 
opened. Superintendent of Agencies 
William R. Spinney was in that city 
last week to superintend the change from 
the Guardian building to 978 Union 
Trust building. 





Theory. Determine all a 

Theory client’s insurance needs and 
Versus persuade him to provide for 
Practice all of them on the theory 
that he ought to have com- 

plete insurance protection. This is 


ideally perfect, but seldom, if ever at- 


tainable, says Equitable “Items.” 

Practice. Exercise common _ sense. 
Even a man of wealth may shy at a 
complete programme abruptly submitted, 
and-may, in consequence, refuse to in- 
sure fot any amount. 

How, then, must you proceed? You 
can suggest a round amount of insurance 
and show how it will provide for several 
of a client’s most obvious needs; or you 
can fix on one need, such as a monthly 
income for his -wife, and induce him to 
apply for a Life Income Policy, or a 
Guaranteed Investment Policy. Then, 
having won his confidence, and influ- 

’ enced, his action,.by supplying that need, 
it will be easy to persuade him to pro- 
vide for his next most pressing need. 





CLEVELAND GROUP 

Arrangements are being made by the 
Cleveland Railway Co., of Cleveland, O., 
to insure its 5,000 employees on the 
group plan. The policies will be $500 
each to begin with, but will increase each 
year until they amount to $2,000 each. 
The premiums are to be paid by the 
company and no assessments will be 
made on the employees. No insurance 
company has been selected as yet and 
there are still a number of details to be 
worked out before the plan is ready for 
submission to any company. 





Good & Bouck, managers of the Cleve- 
land agency of the Union Mutual Life, 
held a formal opening of new offices in 
the Union Trust Building. At-the first 
agency meeting in the new offices on 
Saturday the principal speaker was 
Walter Baker of the Cleveland agency 
of the Penn Mutual Life. Mr. Baker 
spoke on agents quotas, arrived at on 
a budget basis of agents financial needs. 














FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 


Des Moines, lowa 














HOME LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 
Premiums received dur- 

ing the year 1924..... $8,003,453 
Payments to Policyhold- 


ers and their Benefi- 
ciaries in Death 


Claims, Endowments, 

Dividends, etc........ 6,321,524 
Increase in Assets...... 2,801,996 
Actual Mortality 62.4% 

of the amount ex- 

pected. 
Insurance in Force..... 260,530,414 
Admitted Assets........ $1,457,218 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 
256 Broadway New. York 

















GEO. T. SMITH, Vice-President 
DUNBAR JOHNSTON, Seeretary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment ‘SOLD 
NEW High Value THROUGH 
ORDINARY A ITS OWN 
POLICIES | Attractive and Novel Features AGENCY 
Low Cost STAFF ONLY 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
E. J. HEPPENHEIMER, President 
CHAS. F. NETTLESHIP, 2nd Vice-President 
S. R. DROWN, Asst. See’y and A 


HOME OFFICE, JERSEY CITY, N. J. 


sst. Treasurer 








reputation fur stability axd fair deali 
Has always rendered the highest 
Has always extended reasonable 


neorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
«his Company gas always pursued those policies in the conduct of its business that have given it a high 
ng. 


grade of service to its policyholders. 
t an 





their business. 


interest of all its policyholders. 
JOHN BARKER, Vice President 





Its policy contrasts give to each individual insurer full 


to its representatives to develop and hold 





ding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 











NEW POLICY 
Disapility Benefits of $15.00 per $1,000.00 


Waiver of Premium 


BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 





a 














on the dotted line. 


in his work. 





DES MOINES, IOWA 





Friendly Consideration 


A constructive, direct-mail advertising campaign, developed and 
executed along practical, extensive lines, gives the salesman 
of this Company a better chance to secure the signature 


Forceful, impressive sales letters, extra dividend checks, radio 


maps and. programs, birthday cards and many other valu- 
able helps are furnished to the salesman free to assist him 


The Bankers Life Company 


George Kuhns, President 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 





tion, office and place of business 86 
Fulton Street, New York City. 
Axman, President and Editor; 


Clarence 
W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 
Telephone Beek- 


newspaper. number: 


man 2076. 

Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








SPLENDID WASHINGTON TALKS 
Although the annual conventions of 
the insurance group of the United States 
Chamber of Commerce are not attended 
by throngs the meetings are nevertheless 
of real value to the insurance business 
by reason of the high character of the 
speakers, wisdom exercised in choosing 
them, breadth of view of the discussions, 
and manner in which the addresses are 
distributed to a wide public. 

The insurance business was fortunate 
this year in the addresses which were de- 
livered in Washington last week by a 
number of the speakers, especially two 
heads of state insurance departments— 
Messrs. Wells of Minnesota, and Beha 
of New York. Mr. Beha discussed life 
insurance; Mr. Wells, casualty insurance 
and accident prevention. By a coinci- 
dence both hit upon the same subject 
because of their knowledge of insurance 
through watching its operations from 
official homes upon the hill, the New 
York superintendent and the Minnesota 
superintendent both advising the public 
to oppose unjust legislation so far as it 
affects the insurance business. 

Mr. Beha painted an excellent picture 
of the part that life insurance plays as 
financial institutions in the development 
and betterment of this country and em- 
phasized that vast trust estates are 
created by the combined savings of half 
the population of the country; represent 
the thrift of the people and are not the 
property of capitalists. He drew atten- 
tion to the fact that nearly two billions 
of these funds are invested in mortgages 
on farm loans; more than four billions 
in bonds and stocks of our cities, states, 
nation, railroads and public utilities. 

“Life insurance is one great family 
for mutual protection,” he stated. “It 
is always building up; never tearing 
down. It stands for progress.” 

Mr. Wells’ talk was an instructive 
message to the public, advising them to 
allot more time to the study of their 
insurance contracts and needs in order 
that they may take full advantage of all 


the opportunities afforded by insurance. 
He deplored the public attitude of in- 
difference toward insurance legislation 
and illustrated why the public should be 
interested in seeing that the policyhold- 
ers, who are really the public, should 
have a square deal. 


* * * 


GIVING THE LAST DECISION TO 


THE SUPERINTENDENT 

The new plan for adjusting contro- 
versies growing out of the acquisition 
cost agreement in casualty insurance is 
significant of the times in casualty in- 
surance. The Conference is doitg its 
utmost to solve its own problems and 
is only going to the Department in 
the event of a last-minute jurisdiction 
when everything else fails. For in- 
stance, if the company complained about 
cannot come to an understanding at a 
hearing, provisions are made for the 
controversy to go to an arbitration 
board. If members of the board can- 
not agree then the decision is left to 
the superintendent of insurance of this 
state. 

This puts it squarely up to the super- 
intendent to make a decision, if neces- 
sary, relative to the position of an 
individual company in carrying out the 
acquisition cost rules, but the way is 
paved for still another action as this 
section of the new rules concludes with 
these words, “In which event his deci- 
sion shall be final unless subsequently 
set aside by the courts.” Thus it will 
be seen that the scenery is all set for 
a big insurance news story as soon as 
the superintendent of insurance makes 
a decision which some company mem- 
ber decides it will fight—by appealing 
to a higher authority, the courts. 

In the meantime, the acquisition cost 
situation is riding nicely and most of 
the companies seem entirely satisfied 
with the agreement, believing that in 
the spots where it is not effective, im- 
provement is bound to take place. It 
is true that two companies with home 
offices in this state are still out, but 
optimists would not be surprised if even- 


tually there were not a 100 per cent.. 


acquiesence. 


While the casualty companies and 
the superintendent seem to be travel- 
ing in harmony there is no manifest 
disposition of fire companies to tie up 
with the superintendent on the acquisi- 
tion cost proposition. The objection to 
the commissioner entering this arena 
in fire: insurance would be very positive 
in some quarters. 


* * * 


SYLVAN LEVY’S BREAKDOWN 





The unfortunate physical breakdown 
of Sylvan Levy, who, from the time he 
entered the insurance business a year 
and a half ago, has been the leading 
producer of the New York Life Insur- 
ance Company, calls attention to the tre- 
mendous pace which men of his type 
set for themselves as there have been 
several somewhat similar cases. Mr. 
Levy has some of the characteristics of 
the late Harry B. Rosen, who died pre- 
maturely from overwork. Agents of 
that type set their own goals and are 
never satisfied. As soon as they per- 
form one great production achievement 
they set out to beat it. They frequently 
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EUGENE A. BEACH 


Eugene A. Beach, president of the 
New York State Association of Local 
Agents, was reelected this week at the 
annual meeting of the association, and 
figures prominently in the news of the 
convention reported elsewhere in this 
issue. He is a resident of Syracuse and 
a member of the firm of Beach, Mitchell 
& Newhall, Inc. Previous to being 
elected president of the association last 
year, Mr. Beach was for several years 
the secretary-treasurer, and an efficient 
one. 





RECONSIDER WISCONSIN BILL 


The Wisconsin insurance recodification 
bill, killed in the State Senate last week 
by a vote of 17 to 11, was reconsidered 
yesterday as a special order of business, 
following action by proponents of the 
bill who considered the voting on the 
bill too hasty. 








do so over the protests of their own com- 
panies who understand that there is a 


limit to what a salesman can accom- 
plish. 


While there is considerable opposition 
in the life insurance business to cam- 
paigns and extra drives it is doubtful 
if they will ever be done away with. 
While there is much legitimate objection 
to high pressure business it cannot be 
denied that there are many men upon 
whom there must be put pressure to 
make a success by way of a campaign, 
a policyholders’ month or some other 
competitive or sentimental stimulant. 
People rarely buy life insurance un-soli- 


_cited. There are some men who cannot 


sell it at all. There are other men who 
are leisurely or mechanical and who will 
make a certain number of calls only 
when spurred to do so. Out of the se- 


vere competition in the business have’ 


grown the passion for leadership and 
heart-racking endeavor of some natural 
born life insurance. agents, especially 
those who are their own hardest task 
masters. So the man who works during 
the hours when he should play often 
does so because he cannot help himself, 
There, therefore, is sympathy for him 
when he breaks down, -thé victim of his 
own ambitions and enthusiasms. 
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Charles G. Smith, who has been with 
the New York Insurance Department 
since 1916, and more recently has heey 
head of the rating bureau of the State 
Insurance Insurance Department, has 
been made manager of the State Insyr. 
ance Fund. Mr. Smith has been one of 
the most valuable men in the New York 
Insurance Department. Mr. Smith’s first 
work in insurance began in 1903 with 
the Metropolitan Life. He became a 
member fo the Actuarial Society by ex- 
amination in 1907 and spent several years 
in life insurance actuarial work. In 1916 
Mr. Smith was appointed assistant ac. 
tuary of the New York State Insurance 
Department, Workmen’s Compensation 
Bureau. In 1918 he was made life ac- 
tuary of the State Insurance Department 
with headquarters at Albany. Next he 
was transferred to the New York office 
of the department as actuary in charge 
of the Workmen’s Compensation Bureay 
which had supervision of rates and also 
of the examination of domestic mutual 
workmen’s compensation insurance com- 
panies. Continuing in this work until 
1923 he became head of the rating bu- 
reau of the State Insurance Department, 
This bureau has supervision of all in- 
surance rates except life, accident and 
health and marine. He had charge of 
the department work in connection with 
acquisition cost problems and also’ viola- 
tions of the rating law. 


* * * 


C. R. Alling, who has been appointed 
Assistant to the President, Dana Pierce, 
of the Underwriters’ Laboratories, was 
for six years head of the casualty de- 
partment. Mr. Alling became associated 
with Underwriters’ Laboratories in June, 
1907, immediately after his graduation 
from the Armour Institute of Technol- 
ogy, having taken the fire protection en- 
gineering course. In 1916 he was ap- 
pointed division engineer in charge of 
the automatic sprinkler work. In 1918 
he was appointed ‘head of the casualty 
department. The announcement is also 
made of the division of the casualty de- 
partment into two departments, the 
casualty and automotive department 
and the burglary protection department. 
S. V. James, a graduate of the Armour 
Institute of Technology in mechanical 
engineering, and since 1913 mechanical 
engineer on the staff of the laboratories, 
has been made head of the casualty and 
automotive department, and H. B. 
Michael of the New York office heads 
the burglary protection department. Mr. 
Michael, following a course in mechani- 
cal engineering at Purdue University, 
joined the Laboratories’ Staff in Novem- 
ber, 1919, going to the New York office 
in. April, 1922, as associate engineer of 
the casualty department. 

Ae ge 


E. J. Berlet, general agent for the 
Guardian Life Insurance Co. of Amer- 
ica, in Philadelphia, and chairman of 
publicity of the Philadelphia Association 
of Life Underwriters, was unanimously 
elected president of the Gyro Club of 
Philadelphia, at a luncheon held at the 
City Club last week. 


* * * 


E. M. Simpson, Jr., vice-president of 
William A. Simpson Sons Co., insur- 
ance brokers, is a member of the mem- 
bership committee of the Gyro Ciub. 





BEHA TAKES SECOND RUSSIAN 

Superintendent of Insurance James A. 
Beha has taken over the Second Russian 
for liquidation. The order was signed 
last week by Justice Wagner of the 
Supreme Court. Clarence C. Fowler, 
special deputy superintendent in charge 
of liquidation, has taken over thie assets 
of the United States branch of the sec- 
ond Russian, which amounts to nearly 
$1,000,000. Notice of appeal has been 
taken by the company. 
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FIRE, INSURANCE | 


City of Bethlehem 
Friendly: to Insurance 


HAS SOME LIVE AGENCIES 





Chamber of Commerce Active in Fire 
Prevention Activities; Its Comments 
on Protection 





Bethlehem, Pa., where the Insurance 
.Federation met last week is regarded as 
4 tow: which has a number of live in- 
surance agents and, by the way, it is 
the home of William Goodwin who 
was clected president of the Federa- 
and who is*ant unusually progres- 
insurance agent. 

It is a town whiclythas quite a his- 
toric background, having been founded 
in September, 1741, by Moravian exiles 
from Bohemia and Saxony. It loomed 
up prominently in, the Revolutionary 
War and in 1782 was visited by George 
Washington. It has the first hand fire 
engine that came to America, having 
been imported in 1762 from London. 
An old Moravian church is one of the 
sights of the town which, however, is 
about as modern as any town in the 
country of its size. It; has the Beth- 
lehem Steel Corporation and the Hotel 
Bethlehem. The latter was erected at 
a cost in excess of $1,000,000 on the 
site of Bethlehem’s first house. It is 
also the home of Lehigh University. 

Bethlehem is a strong fire prevention 
center and in a new booklet on the city 
gotten out this week by the Chamber 
of Commerce, in which insurance men 
are prominent, the following statement 
is made under the head of “Keeping 
Insurance Rates Down”: 


. The Fire Prevention Committee of the 
Bethlehem Chamber of Commerce fully 
realizes the necessity for a comprehensive 
‘and progressive fire prevention policy. An 
ordinance will be introduced to the City 
Council recommending certain improvements 
to be undertaken gradually and as rapidly 
as the city’s finances permit. By _ this 
means Bethlehem’s fire prevention facilities 
will keep pace with the growth of the city, 
} resulting in better insurance rates, a min- 
_imum of property and life destruction and 
_fewer interruptions of business. 
' Bethlehem has never had a_ devastating 
conflagration and it seems highly improb- 
able that this can ever occur, due to the 
‘wide streets, low buildings and distribution 
of hazards. 
© Bethlehem’s schools are in fine condition 
i from a fire prevention standpoint. All of 
the newer buildings are of fire proof con- 
“struction and throughout the entire system 
the fire hazard is guarded against daily. 
The dwelling insurance rates in Bethle- 
© hem are as low as any’ eity of its class 
jand only slightly in excess of the rates 
“in the best sections of the largest cities. 
\The average mercantile rate is decidedly 
‘lower, especially when compared with the 
mercantile rates in the congested sections 
of other cities. Manufacturing rates are 
about the same as in other cities. The 
city encourages the installation of auto- 
matic sprinklers and the water tax charged 
“in connection therewith is very low. Three 
‘of the largest stores and most of the 
manufacturing plants are so equipped. 
Bethlehem is easily reached by the fire 
joss adjusters who are principally located 
n Philadelphia and New York and because 
if this and its accessibility to all markets, 
osses by fire are usually quickly and sat- 
isfactorily adjusted. 
‘The automobile and other casualty in- 
Urance rates are much lower than in Phil- 
eptia and New York, in some cases as 
ch 9 ; 













‘ Beth- 
hem is no exeeption to the rule. There 
pay @ number of large general insurance 

d surety bonding offices in Bethlehem 
lly equipped to give a service at least 


ual to that given. by the Metropolitan 
encies, 





_. SMOKE & CINDER CLUB 

The annual outing of the Smoke & Cin- 
der Club of Pittsburgh will be held June 
3 at Conneaut Lake, Pa. This be the 
final meeting prior to the summer recess: 


George E. Kline Meets 
Tragic Fate on Coast 


KILLED IN MOTOR ACCIDENT 





Years Ago Had Face Smashed by Rail- 
road Gate; Became Vice-President 
of Continental 





George E. Kline, formerly vice presi- 
dent of the Continental, was killed in an 
automobile accident at Oakland, Cal., last 
week. First advices reaching the East of 
the fatality came from T. W. Letton, 


United States manager of the Netherlands 
and vice president of the Great Lakes Fire 
Insurance Co, for years an ititimate friend 
of Mr. Kline. 

Mr. Kline was generally regarded as 
an unusually capable fire insurance execu- 
tive who was one of the hardest work- 
ing men the business had ever seen. He 
got through. a tremendous amount of 
routine. He came into fire insurance 
prominence when he became Wegern 
manager of the Continental Insurance Co., 
succeeding J. J. MacDonald, after being 
assistant manager at Chicago for a num- 
ber of years. While in Chicago he met 
with a terrible accident. He was stand- 
ing at a station waiting to take an Illinois 
Central suburban train into the city to his 
office when a gate came crashing down 
cn him, smashing his face. He was away 
from the office for months and returned 
terribly disigured. Some years later Henry 
Evans brought him to New York. He was 
essentially a desk man and although he 
lived here for some years he was not gen- 
erally known around the Street although 
reported to have been one of the highest 
salaried vice presidents in the country. 

Within the course of his career he 
brought into the business or trained many 
men who became prominent. Two in New 
York are James J. Hoey and Bennett EI- 
lison. 

When Mr. Kline retired from the Con- 
tinental he went to the Pacific Coast where 
for a time he was engaged in the invest- 
ment business. His last public appearance 
among insurance men it: New York was 
as a witness for the Brokers’ Association 
in the $385,000 damage suit brought 
against that body by an organization which 
attempted to monopolize the business of 
motcr car insurance production. 

Mr. Kline was brusque and hurried in 
manner, but kind-hearted. His knowledge 
of fire insurance fundamentals was pro- 
found and he’ was an insurance man by 
instinct. 


ATLANTA VISITOR 

Leopold Haas, Atlanta local agent, 
and representative of the Commercial 
Union, New York Underwriters, Amer- 
ican of Newark, Firemen’s of Newark, 
and Union of Paris, was in New York 
this week. In addition to transacting 
a fire and casualty business the Haas & 
Haas office is doing a growing mortgage 
business. 





Net Surplus .....: 


T. L. FARQUHAR, President 








NEWARK 


FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 


A company with an unblemished and continuous 
record of over a century. 


Cami Costiet.. 5. coon... eee tier: Ree 
Cin sinns cede at axes cat eee 


Total Surplus to Policyholders.......... .$2,241,179.73 


Agents Wanted 
Where Not Represented 


C. E. TITSWORTH, Vice-President and Treasurer 
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King George Lays Lloyd’s Cornerstone 


King George laid the cornerstone on 
May 23rd, of the new building to house 
Lloyd’s and which will be erected at a 
cost of more than $7,000,000. It is in 
Leadenhall Street, in the heart of the 
shipping district. s Three thousand guests 
attended the ceremonies. With the 
King were Queen Mary and Prince 
Henry. . 

Both the chairman of Lloyd’s, Percy 
McKinnan, and the King, referred in 
their speeches to the romantic history 
of the corporation. His Majesty said in 
part: 

“It affords me the greatest pleasure to 
come here and lay the foundation stone 
of Lloyd’s new building. I have been 
impressed, as every one must be, by the 


= = == 


extraordinary and romantic history of 
Lloyds and by its evolution from an or- 
dinary seventeenth century coffee house 
to a great public and international insti- 
tution familiar to us all. Cromwell said, 
‘No one rises so high as he who does 
not know whither he is going,’ and this 
has held good in our organizations as 
well as in men. 

“You have also referred with legitimate 
pride to the traditional honor and in- 
tegrity upon which the greatness of 
Lloyd’s is founded. The history of the 
corporation is an embodiment of the 
highest qualities of British commerce. 
Lloyd’s policy has never. been the one- 
sided pursuit of gain, but a combination 
of keenness and efficiency in business 
with a real and deep public spirit.” 











ARTICLE FOR FARMERS 


Frank N. Julian, superintendent of in- 
surance in Alabama, has written an 
article for the Alabama Farm Bureau 
News explaining to the farmers some- 
thing of the functions of the department 
of which he is the head. In his article 
he takes the opportunity to give the 
farmers some sound advice with respect 
to insurance companies in which they 
place their fire insurance business. He 
tells them the farm owners should be 
first to see that they should not be per- 
suaded to take insurance because it is 
cheap, because “cheap insurance” is gen- 
erally like any other commodity, cheap 
in name only. The Alabama superin- 
tendent of insurance thus renders a 
valuable service, provided his advice is 
taken by the farmers. 


Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent 


U. S.—Statement December 31, 1924 
BSE Oe ee ae P 


PREMIUM RESERVE . 
OTHER LIABILITIES 
NET SURPLUS ..., 


GEORGE Z. DAY, Ass’t General Agent 


$6,691,491.37 
1,499,924 97 
750,177.51 
4,441,388.93 





BAIN SEES CANADIANS 
One of the leading insurance brokers 
of Great Britain, Sir Ernest Bain, of 
A. W. Bain & Co., insurance brokers, 
Leeds, arrived in Montreal recently on 
a holiday visit, accompanied by his wife. 
He was also in New York recently. 





Says Commissioner Wells 











It would seem one should not need to 
reflect long to be convinced of the value 
of reading his policy contract. Yet many 
never do so in spite of the fact the pro- 
tection may have cost a large sum. An 
especially important reason for knowing 
what a policy promises may be exemplified 
by an illustration. If I go to a store and 
buy a $10 suit I know without analysis 
that I can’t expect much in the way of 
appearance, quality or serviceability from 
it, as compared with a $100 suit. That is 
because I have a relative scale of values 
in my mind. But the average layman who 
purchases, let us say, a $10 accident and 
health policy does not. have in mind its 
value as compared with a $100 contract. 
Therefore, if he expects it to render all 
the benefits which would be furnished by 
the more expensive form, may be 
doomed to disappointment in the event a 
claim should occur. Now it is no reflec- 
tion upon either the $10 suit or the $10 
policy that his commodity will not produce 
the benefits of the more expensive one. 
Generally spéaking, we get just what we 
pay for. The important thing is to know 
what we have bought. 
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His First Visit Here 


MANAGER OF NORWICH UNION 





Much Impressed by American Cities, 
Each of Which He Finds Distinctive; 
Thirty Years With Company 





E. F. Williamson, manager of the Nor- 
wich Union, sailed for England this week 
after having been in this country and 
Canada since “April. He visited quite a 
number of American cities. It was his 
first trip to America and he was most 
favorably impressed. Mr. Williamson 
has traveled extensively for the Norwich 
Union, having been with that company 
thirty years and having filled a number 
of responsible positions with the com- 
pany. He said before sailing that while 
it is possible to size up some countries 
and get a fairly accurate opinion of them 
by reading guide books or through other 
methods of observation, he found that 
the United States at first hand view 
was different from preconceived notions. 

“One has really to visit this country 
and to see its cities and meet its people 
in order to appreciate it,” he said. “One 
thing that surprised me greatly was what 
can be called the ‘local color’ or ‘at- 
mosphere’ of~-certain American munici- 
palities. Each city seems to have dis- 
tinct characteristics.” 


Another thing which attracted Mr. 
Williamson’s attention was evidence on 
every side of the remarkable growth of 
Greater New York, the constant tearing 
down and building up. While Mr. Wil- 
liamson was in New York City, for in- 
stance, both the skyscraping Savoy and 
Netherland hotels on upper Fifth Avenue 
were closed, simply because ownership 
changed hands, and two of the finest 
homes on the Avenue, one of the Van- 
derbilt mansions and the Vincent Astor 
residence were sold to a real estate 
speculator. 


young man. He said that judging by 
the success of insurance men he met here 
the opportunities wéfe very great as he 
noted on all sides the high esteem in 
which insurance is held. So far as Great 
Britain is concerned, he declared that he 
knew of no other vocation which is 
more attractive to young men, especially 
those who start on their own resources 
without influence or parental wealth be- 
hind them. Insurance companies are so 
strong and their ramifications so many 
that there are always places for hard- 
working, honest and intelligent men. 

Mr. Williamson isan underwriter of 
striking appearance and when a younger 
man did considerable rowing. 


NATIONAL AUTO CLUB 

At the present time more than. 2,000 
local agents are producing business for 
the National Automobile Club, says “The 
Adjuster” of San Francisco. Recently, 
the Club was practically unanimously 
re-endorsed by the members of the Pa- 
cific- Coast Automobile Underwriters 
Conference. 





MADE MANAGING UNDERWRITER 

R. P. Luther, formerly state agent for 
the Hartford Fire in Mississippi, has 
been appointed managing underwriter of 
the Mississippi Fire Insurance Company 
at Jackson. Mr. Luther has already 
taken up his new duties. 


SHALLCROSS TO SAIL 
Cecil F. Shallcross, United States man- 
ager of the North British & Mercantile, 


will sail for Europe this week on the S.S. 
“Berengaria.” 





H. F. RODEN IN ENGLAND 


H. F. Roden, manager of the Canada 
Accident & Fire of Montreal, is now in 
England. 





O. J. PRIOR, President 
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W. M. CROZER, Secretary 





ROYAL TO BUILD 


Eighteen Story Building at Corner of 
William, Fulton and Ann Streets, 
New York City 


The mystery of what is going to hap- 
pen to the small, old-fashioned, unat- 
tractive buildings at the corners of Wil- 
liam, Fulton and Ann Streets, once one 
of the busiest corners in downtown New 
York, has been solved. The Royal In- 


surance Company is to tear down the 
buildings and erect an eighteen-story 
structure which will be ready for oc- 
cupancy May 1, 1927. It will be occu- 
pied by the Royal, the Queen, American 
& Foreign, Royal Indemnity, Eagle In- 
demnity, and will have other insurance 
occupancy. Many of its tenants are now 
at 84 William Street where the Royal 
and affiliated companies have been de- 
cidedly crowded for space. The build- 
ing will contain 250,000 square feet of 
rentable area. The total investment is 
about $5,000,000. 

It was necessary to purchase thirteen 
separate parcels of land including one 
from the Reformed Dutch Church of 
America, which has been owned by the 
church for many. . generations. The 
frontage of the building will be 120 feet 
on William Street, 175 feet on Fulton and 
Ann. This is one section of William 
Street which at the present time has no 
insurance tenants. 


—' 


LOSS CONDITIONS 





Many Irregularities, Says Adjustment 
Committee of National Board; Con- 
tinues its Study of Situation 


The committee on adjustments of the 
National Board said in part in its annual 
report this week: 

“Too frequently, and particularly in 
the larger centers, we experience losses, 
the adjustment features of which are un- 
satisfactory. We would not imply that 
the adjustment situation throughout the 
country is replete with gross irregulari- 
ties and that the adjustment of losses 
generally is performed in a careless and 
extravagant manner; but the conditions 
impress us with the necessity of paying 
greater attention to and exercising more 
care in adjustment methods, confronted, 
as we are, in these larger cities, with a 
multiplicity of fires. This committee, un- 
less directed otherwise, will be pleased 
to continue its study ‘of the situation, 
acting under the resolutions adopted a 
year ago, and possibly something more 
definite and generally acceptable to our 
membership will be presented during the 
year, or at our next annual meeting.” 


CRITICAL ILLNESS 
Charlotte L. McCloskey, assistant sec- 
retary of the National Association of 
Insurance Agents, is in the Knicker- 
bocker Hospital, New York City, criti- 
cally ill with pleural pneumonia. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 














Neal Bassett, President 
John Kay, Vice-Pres, and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 


Organized 1855 














Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 8,536,871.80 


Net Surplus.... 3,586,660.11 

























Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 












and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


Girard F.«M. 


INSURANCE CO. 
of Philadelphia 
Orgamezed 1853 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all : 
other liabilities... 3,213,098.14 


Net Surplus.... 1,260,934.06 





Assets ........$5,474,032.20 
Policyholders’ Surplus 
$2,260,934.06 














Neal Bassett, President 
John Kay, Vice-Pres. and T: 
Waite Bliven, Vice-Pres. and West. Mgr. 
re “ io Secretary 

er, 
Wells T. Bassett, Secretary 


THE | 
MECHANICS 
INSURANCE CO. 
of Philadelphia 
Organized 1854 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 

_ all other liabilities 


Net Surplus. ... 


2,575,127.95 
1,000,362.98 


Assets ........$4,175,490.93 
Policyholders’ Surplus 
$1,600,362.98 











H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Secretary 


Thos. A. Hathaway, 
A. H. Hassinger, i emey 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 

ance Fund and 


Reserve for all 
other liabilities. . 


Net Surplus.... 


3,751,385.75 
501,427.56 





Assets ........$5,252,813.31 
Policyholders’ Surplus 
$1,501,427.56 
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The Career of Sumner Ballard 





Why Sumner Ballard fias 
Been Called a Powerful 


-- [Influence ‘In Insurance 


Tue EASTERN UNDERWRITER has been 
wanting for a long time to write the 
story of Sumner Ballard; and so here 
goes: 

He is the only man whose name is 
printed by the insurance newspapers 
without an accompanying identification 
tag. It is on the theory that everybody 
knows who he is and, therefore, why ex- 
plain? . 

For years, he has been variously de- 
scribed as “the most influential man in 
fre insurance” or “the most powerful 
man in fire insurance” or as “the shrewd- 
est man in fire insurance” and as “a 
man it is very comfortable to have as 
a friend and decidedly uncomfortable to 
have on the other side of the fence.” 


Raised in Atmosphere of Insurance 


A member of an insurance family 
which has included five well-known rep- 
resentatives of the fraternity, he took 
to insurance as a duck does to water, 
lived it, loved it and mastered it. 

Taking over the insurance page of the 
Journal of Commerce, which had been 
established and edited by his father, a 
distinguished insurance man and one of 
the best insurance magazine and news- 
paper writers of his time, he became the 
kingpin of all insurance newspaper re- 
porters and editors, and made the page 
so newsy, so attractive, so pertinent, so 
indispensable that no underwriter or 
executive of consequence would start 
the day’s work until he had read what 
Ballard had to say. : 

He built up so many confidences and 
had friends in so many high places that 
while he was still a very young man the 
executives turned to him when their 
companies got into such deep water that 
they wanted to lower their flags alto- 
gether, or to retire from certain states; 
or if they wanted to expand and desired 
to take over other companies or terri- 
torial writings of other companies. They 
asked Mr, Ballard to handle the nego- 
tiations. Before long he became the 
leading medium of the entire reinsur- 
ance of one company by another or of 
part of one company’s business by an- 
other. Then the time. actually came 
when he had almost a monopoly of the 
conduct of such transactions, and if he 
were not in on the deal at the start he 
would be pretty sure to be called in to 
complete the transaction. 

Some of these reinsurances were tre- 
mendous affairs such as that of the 
German of Peoria, and the Magdeburg. 


Became a Leader in Treaty Reinsurance 


He entered the treaty reinsurance busi- 
Ness as a United States manager, holding 
‘down his job as an insurance page editor 

and transacting company reinsurance at 


- Same time. Eventually he became 
: Wy ft 


head of a fleet of companies. At 





the present, time he is United States man- 
ager of several companies and president 
of an American company. A story of 
those companies with their resources are 
printed on another page. 

He has been a wonderful investor of 
money for the treaty companies which 
he has represented. A Wall Street man 
told the writer that everything he touch- 
es in that respect has turned to gold. 
His specialty in investments has been in 
short term notes. 

He has been the central figure in many 
dramatic incidents, one of which was the 
sale in the lobby outside of his office 
at 80 Maiden Lane, of a company he rep- 
resented. The company was bought by 
rival interests affiliated with a great trust 
company. Within a few days interests 
friendly to Mr. Ballard got control of the 
company and he was elected president. 
The insurance business was amazed but 
not surprised as it was in the habit of 
seeing Mr. Ballard in the insurance 
poker game tossing down four aces to 
the other man’s four kings at the final 
showdown. 

Once, he decided after a telephone call, 
to buy a company for $500,000. He called 
up one of his investment brokers, gave 
instructions to that effect in a one-min- 
ute talk, and the next day he owned the 
company. 

To act so quickly and decisively and 
with such a minimum of expression is 
characteristic of Mr. Ballard. He can 
say more in a few words than any man 
the insurance world has ever known. 
He is the only great salesman that this 
paper has ever encountered who is la- 
conic. He has never been known to 
make a set speech, except the brief re- 
ports he makes each year to the National 
Board of Fire Underwriters of which he 
is_secretary. His effort on those occa- 
sions is most entertaining to observers 
who know his distaste for reading out 
loud or appearing on parade in public. 
He sets his feet firmly on the ground, 
looks grim and uncomfortable, and then 
hurries through the talk, reading in a 
monotone and low voice. To the count- 

less requests he has received to make 
addresses before insurance organizations 
he has smiled cynically, his response be- 
ing, “It is impossible for me to do it, 


but possibly I can find some one else 
who would fill the bill more acceptably,” 
which promise he carries out. 

The longest impromptu talk he ever 
made is said to have been the two-min- 
ute reflections delivered when called 
upon for a speech at the dinner in honor 
of John B. Morton, given by the Insur- 
ance Company of North America, when 
Mr. Morton retired as vice-president of 
the Fire Association. Probably, it is 
Mr. Ballard’s impatience with the canned 
or conventional type of oratory. which 
at an early day drove him away from 
insurance conventions because during 
his later days as an insurance editor he 
could not be‘lassooed into attending the 





SUMNER BALLARD 


conventions which other newspaper men 
went to in large numbers. 


His Social Instinct 


With a social instinct that has always 
been one of his paramount characteris- 
tics he has developed into one of the 
leading entertainers of New York. This 
has resulted in his giving in his beauti- 
ful six-story home just off the avenue, 
an annual dinner on the night of the an- 
nual meeting of the National Board of 
Fire Underwriters, which is an event of 
unusual importance. Invitations to those 
dinners are highly prized. The guests 
are presidents of insurance companies 
and some other high insurance execu- 
tives, insurance commissioners, managers 
of company organizations and other in- 
surance stars, while to meet them fre- 
quently are public officials. Upon the 
occasion of one dinner there were three 
governors in attendance as well as many 
other state, county and city officials. 
The list of guests has been described as 
a “Who’s Who In Insurance.” The 
guests have numbered somewhat under 
250, quite a crowd for a private house. 
The speeches are exceedingly short, but 
apropos, and Mr. Ballard’s introductions 
of speakers have passed down into the 
annals of New York’s historic dinners 
as in a class by themselves. He simply 
arises and says, “We will now hear from 
Mr. Bainbridge Colby,” or whoever the 
speaker happens to be. Mr. Colby, by 
the way, was former Secretary of State 
and is one of the large number of public 
men who are personal friends of the 
host. 

Able to Get By Financially 


Mr. Ballard is a wealthy man and as 
to just what his income is has ever been 
a popular topic when executives are gos- 
siping. Soon after R. R. Govin, the Cu- 
ban publisher, became publisher of the 
“Journal of Commerce” and Mr. Ballard 
gave him a luncheon to which went many 
of the most distinguished men in the in- 
surance business the publisher said dur- 
ing the course of his talk: 


“Mr. Ballard’s salary on the ‘Journal 
of Commerce’ was $30 a week. He must 
be a most thrifty and frugal gentleman 
as on that salary he has built up a 
personal fortune of $30,000,000.” 


While this. was said facetiously and 
there were exaggerations at both ends 
of the line there was an element of 
truth in it. Mr. Ballard’s salary up to 
the time he left the “Journal of Com- 
merce” a few years ago was only $30 a 
week, but Mr. Govin neglected to men- 
tion that he also had an arrangement 
with that newspaper by which he got 
a commission on advertising and that ad- 
vertising, especially after the annual 
Pp erga of insurance companies were 
filed, and later were published in the 
“Journal of Commerce” footed up a hand- 
some figure. He made a fortune, of 


course, out of his reinsurance intermed- 
lary transactions, and while the $30,000,- 


Ballard Was Monarch 
Of Insurance News 


AN EXCLUSIVE STORY ARTIST 





Father Ran Insurance Page of “Journal 
of Commerce” Before Him; Helped 
Make News Items 





As a newspaper man, Sumner Ballard 
was a constant source of wonderment to 
Park Row, from which, by the way, he 
kept aloof. To it for years he was known 
as “the millionaire reporter who belongs 
to the Metropolitan and Union League 
clubs—in a class by himself.” He was 
the despair of the advertising managers 
of the morning and afternoon newspapers 
of New York City who tried in vain to 
duplicate his advertising success; and 
were constantly called upon to explain why 
Ballard could get advertising contracts 
from insurance companies which they 
could not obtain. He became the guide- 
post of the insurance fraternity who, 
through him, learned everything of great 
importance that Was happening in the in- 
surance business. Thus, for about thirty 
years he was the king of all New York 
newspaper reporters in highly specialized 
types of big business news. He not only 
kept up with news when it happened but 
he knew about much of it before it hap- 
pened, and even made a lot of it himself. 


The Inside Track 


Naturally, when he was intermediary in 
an insurance deal he had the “beat” on 








000 figure was pretty high, the subject 
of this sketch has never had to worry 
about raising the money to pay his 
chauffeur or other expenses. 


His Personality 


Mr. Ballard is tall, striking and im- 
pressive in appearance. He is quick of 
movement and works at tremendous 
high pressure, but he was born with 
a remarkable sense of humor, which 
sometimes is exercised while in deals of 
great importance, and it is because he 
can let down with a chuckle and knows 
how to relax that he has been able to 
continue at the pace which he sets for 
himself. 

His personal characteristics would not 
fit into a magazine article for “The 
American Magazine” or other publica- 
tions which feature advice to young men 
from the great as he upsets many of the 
current popular philosophies. For in- 
stance, personally he has never been a 
man who could do much with system. 
His desk-in the newspaper office was as 
clogged up as is that of any editor and 
he even had difficulty in finding his 
scissors. He did an amazing amount of 
work without regularity of habits or 
hours. When he had a difficult and im- 
portant task on hand he worked like a 
Trojan. When he wanted -to loaf he did 
it artistically. 

In other sections of this story of Mr. 
Ballard appear information about his re- 
insurances in the past; about the com- 
panies he now represents; about his 
great newspaper career, and some other 
details of interest to the fraternity. 

To conclude, Mr. Ballard takes an an- 
nual vacation early in the year at Palm 
Beach where he has a home. He is in 
society as it is known in New York and 
Long Island, and has entertained mem- 
bers of the nobility. He stands in well 
enough with the Police Department to have 
a “P.. D.” sign. for -his car; and he is a 
bachelor. 
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the street when the deal was consummated 
and stories of that type were ‘alone enough 
to make his page command attention. As 
his acquaintance and influence grew both 
here and abroad and down in Wall. Street 
he got many tips from members of boards 
of directors and from managing under- 
writers which no other reporter had a 
ghost of a chance of getting and which, 
when published, often were news to near- 
ly everybody in the very offices that he 
was writing about. A typical instance was 
his story that Charles A. ‘Coffin, who 
was head of the Great American, would 
become president of the Niagara Fire. 
He got many a short cable from high 
officers in England which, with his great 
knowledge and wonderful insurance back- 
ground, he was able to round into a half 
column story of first importance. Some- 
times these stories were based on cables to 
other people who showed them to Mr. 
Ballard. In fact, at one time, the pub- 
lisher of the paper, who at the moment 
was cutting down expenses, went to Mr. 
Ballard’s desk and the following dialogue 
ensued. 


“That was a pretty expensive cable 
message that you had on your page this 
morning.” 

“You think so?” commented Mr. Ballard. 


“Yes, the message cofisisted of 300 or 
400 words even if sent in abbreviated form. 
What do you think the cable cost?” 


Mr. Ballard’s answer sometimes was 
this: “A friend of mine on the Street 
received a ten-word cable on Monday con- 
taining important information. He showed 
it to me, I knew the foreign manager of 
another company was arriving Wednesday. 
I saw him, got the inside facts and that, 
with some other information I picked up 
on the Street, enabled me to cook up the 
cable which you read this morning and 
which is accurate in every respect. It did 
not cost the paper a cent.” 


Son of Prominent Journalist 


For years the “Journal of Commerce,” 
under Sumner Ballard’s direction fea- 
tured fire insurance, the most difficult of 
all news fields in the insurance business. 
Very little space was devoted to life in- 
surance in which Mr. Ballard, apparent- 
ly, was not particularly interested. In 
later years, as casualty insurance grew 
in importance the “Journal of Commerce” 
began to play that up, too, this news be- 
ing gotten largely by Hermann Leonard. 
But it was fire insurance which fascinated 
Mr. Ballard. 

Sumner Ballard’s father was Frank W. 
Ballard, one of the organizers of the Na- 
tional Board of Fire Underwriters, who 
was once secretary of the old Security In- 
surance Company; and his uncle also was 
an msurance man. Frank W. Ballard had 
done considerable writing for various in- 
surance papers before he went to the daily 
papers. In fact, he was one of the best 
writers on insurance topics of his time. 
His personality was keen and aggressive. 
He got out a good news page for. the time 
and started publishing the fire record and 
the lists of companies on losses which be- 
came such an integral part of the “Journal 
of Commerce.” 

Sumner Ballard is one of three brothers, 
one of whom, William M. Ballard, is now 
secretary of the Commercial Union and 
allied companies; and another is Edward 
L. Ballard, who is chairraan of the board 
of the Merchants Fire of New York at 
the present time, and of which company 
John. D. Rockefeller, Jr., is a director. 
Each has spent his entire business life in 
ssurance. 


His First Contact With Henry Evans 


Sumner Ballard started in insurance as 
an office boy. He worked for several fire 
insurance companies before going inte im- 
sufance newspaper work. He first met 
Henry Evans when the two were holding 
minor positions in the Continental In- 
surance Company. They became intimate 


-pubiic, 


and life-long friends~and-Mr:—Ballard at 
ihe present time is a large stockhoider in 
the Continental Insurance..,Co. Among 
other “junior clerks” in the Continental 
office at about that time were J. S. Fre- 
linghuysen, who later joined. forces with 
E. C. Jameson as Jameson & Frelinghuy- 
sen, and still later became United States 
Senator; and James A. Swinnerton of the 
American Eagle. Mr. Ballard worked for 
the Home Insurance Company as an ex- 
aminer and E. G. Snew, president of the 
Home, said this week that he was one 
of the livest, brightest and most aggres- 
sive young men who ever worked for that 
company. 


Joins “Journal of Commerce” Staff 


Eventually Sumner Ballard became an 
officer of .a fire insurance company and 
when Frank W. Ballard died he was asked 
to take over the “Journal of Commerce” 
page. There was a lure for him in the 
call of journalism and he accepted the 
offer. He had not been on the street very 
long before his personality was very 
strongly impressed upon the underwriters. 
One of them, talking with THE EAsTEeRN 
Unperwriters this week, said: 

“He made the rounds of the offices every 
day and had more nerve and audacity than 
George M. Cohan when the latter was 
a young man—and that’s going some. He 
early took the position that news is news 
and should be printed. He entered a field 
where there was antagonism to publicity 
and co newspapers on every side and where 
insurance men everywhere were regard- 
ing news about themselves and their com- 
panies and their committees as_ strictly 
personal or confidential, the publication of 
which they regarded as a sacrilege. Sum- 
ner Ballard began by printing everything 
that happened; was absolutely indifferent 
to protest for privacy ; was fearless and 
deaf to threats of all } cinds. He demanded 
news as a right. If he could not get it 
from one source he did from another. 
Naturally, it was not long before every- 
body sat up and took notice. People began 
to treat this young man with great re- 
spect.” 

Demanding Information as a Newspaper’s 
Right 


One of the first big battles that young 
Ballard had was to get complete lists of 
insurance on fires. He regarded this as 
not private infomation. Insurance 
brokers regarded it as private, not public 
information. Ballard won amid a series 
of thrilling incidents. He adopted the at- 
titude that if an insurance office tried to 
withhold insurance lists there was an 
ulterior mctive; that possibly some of the 
risurance would not bear scrutiny; that 


possibly there were “wild cat” companies 
among those on the line. At the time 
there was plenty of “wild cat” insurance. 


There was one very large line which an 
important brokerage office had refused 
peremptorily to give out and Ballard was 
denied all information about the com- 
panies involved. He thereupon began writ- 
ing daily stories asking questions about 
the insurance. “Why the mystery?” was 
his slogan. Finally on his page he put the 
direct question up to the directors of the 
corporation which had the loss asking if 
they were cognizant of what kind of com- 
panies were cn the list, hinting that sume 
might not be dependable. Eventually, the 
broke1age house lowered its flag and gave 
out the information. 

A great many special agents and local 
agents helped Ballard on these lists.- There 
was a case of one special agent who, when 
a fire occurred late at night, went with 


‘the local agent to his office where the safe 


was opened. The policies were examined, 
and a special wire was sent to the “Jour- 
nal of Commerce” which reached the office 
after midnight but in time to be printed. 
The famous fire record of the “Journal 
of Comimerce” comes from correspondents, 
salvage corps people, insurance agents, 
special agents and even company execu- 


tives. Estimates of chiefs of fire depart- 
ments are not used as their figures are 
not particularly reliable. 

When Mr. Eallard began to build up 
his friendships his sources of information 
became amazing and one reason for this 
was because he knew men in high places. 
But he had the foresight to know that 
executives do not always stay at the top 
and that the office boy of today is the 
manager of tomorrow. Thus he cultivated 
all points of contact and these friendships 
later began to bear fruit. He got people 
ordinarily shy of ‘publicity in the habit 
of sending him tips in news. These tips 
were from all parts of the world and the 
confidential source was never betrayed. 
Ballard could be closer mouthed than 
Coolidge if he wanted to be. 


Filling Up the Page 


Sometimes he would cultivate a news 
campaign in a particular section of the 
country, priuting a lot of Dallas articles, 
for instance, until he built up a circula- 
tion there; then specializing in news from 
St. Louis, San Francisco or Chicago. The 
spread of his circulation enhanced his 
reputation. 

He had various ways of filling up the 
paper in a dull season or when he wanted 
to go off on a trip, such as starting a 
symposium which would run for days. 
Nearly all the underwriters recall his 
famous “shingle roof” articles which ran 
for a long time, and many of the most 
prominent men in the business seriously 
wrote long letters to him about the perils 
of shingle roofs—a question about which 
there is no dispute and was none. It was 
that symposium which drew the classic 
letter from Harry A. Smith of the Na- 
tional Fire who after getting three let- 
ters from Mr. Ballard asking for an article 
on the subject finally wrote: “I think 
shingles are very bad, particularly if they 
extend all the way around the body.” 

Mr. Ballard would also fill up a hole 
in a page on a dull day with an-interview 
written in a playful mood with a character 
whom he called “Thomas Dekay,” and 
whom he quoted discussing all sorts of 
questions. Finally, the views of this person 
irritated one of the véteran managers to 
such an extent that he wrote an indignant 
letter to Ballard demanding that he tell 
who this individual was and .what posi- 
tion in the insurance community he actu- 
ally held. To this man Ballard confessed 
that Thomas Dekay was known to his 
business associates by the name of “Tom- 
my Rot.” 


Rivals Couldn’t Keep Up the Pace 


The tremendous success of Ballard the 
journalist caused unhappy moments in other 
daily newspaper offices as they saw his 
page walk into insurance supremacy. On- 
slaughts on Ballard’s publication by ad- 
vertising managers and solicitots of the 
other papers fell on empty insurance ears 
and they never were abie to make. any 
real headway against him. The most am- 
bitious attempt was that of the New York 
“Commercial.” At various times it would 
make a spurt, but then. would fall behind, 
the insurance page editor retiring in dis- 
gust. Ballard would scmetimes irritate the 
rival reporters on the “Commercial” by 
publishing details of a reinsurance trans- 
action he had consummated and start the 
story off by saying that the re-insurance 
was the chief discussion of the street the 
day before, although, of course, nobody 
except tiie extreme insiders knew iny- 
thing about it. The next day the unfor- 
tunate insurance reporters would be askei 
by the city editor how they had overlooked 
news’ which was “street talk.” Their ex- 
planations did not ‘satisfy. It -was rub- 
bing it.in, but Ballard really did it more 
to satisfy his sense of humor rather than 
to get them in : 

When. Mr. Ballard retired frem the 
“Jourtial of Commerce” he was succeeded 
by William S. Crawford who came here 
from Chicago and has won the good wishes 
of the street. 


“United States Government to the 


Four Companies in 
Mr. Ballard’s Office 


PRESIDENT OF INTERNATIONAL 





United States Manager of Skandinavia 
of Copenhagen, New India of 
Bombay, Osaka of Japan 





Sumner Ballard is president of the In- 
ternational Insurance Co. of New York, 
and he is the United States man. 
the Skandinavia Insurance Co.. 
of Copenhagen, Denmark; the Nes India 
Assurance Co., Limited, of Bombay, [n- 
dia, and the Osaka Marine and Fire In- 
surance Co., Limited, of Osaka, Japan, 


ger of 
Li Limited, 


The Skandinavia Insurance Co., Limited 


The Skandinavia was organized jn 
1899, entering the United States in 1916 
for the transaction of the business of 
fire re-insurance under Mr. Boellard’s 
management and for the business of 
marine insurance under the direction of 
William H. McGee & Co. The company, 
however, has discontinued the latter busi- 
ness, now confining its writings to that of 
fire re-insurance. At the home office it 
writes fire, marine, life, accident and bur- 
glary insurance direct and also re-insur- 
ance. : ; 

The gross premium income of the 
United States Branch for the year 1924 
was $4,306,000, with assets of $3,275,000, 
and a surplus of $1,100,000. 

The company has a number of treaty 
contracts with representative direct writ- 
ing companies and has gained an enviable 
reputation among the re-insurance com- 
panies doing business in the United States. 
The results of the business and the grati- 
fying investment profits have indicated a 
splendid management in the United States. 

The company’s United States Trustee is 
the Guaranty Trust Company of New 
York. 


International Insurance Co. 


The International was organized under 
the laws of the State of New York in 
1909, with a capital of $200,000. For a 
period of five years it transacted but a 
moderate amount of business and _there- 
after during the next three years its busi- 
ness was simultaneously reinsured in the 
United States Branch of the Hamburg 
Assurance Co., of Hamburg, which latter 
company owned the capital stock of the 
International. Because of such ownership 
the company was taken over by the Alien 
Property Custodian in October, 1918, and 
in the succeeding month was sold by the 
Crum 
& Forster interests. The following year 
the capital was increased to $1,000,000 and 
thereupon the company became an im- 
portant factor in the fire re-insurance 
business of this country, its gross pre- 
miums for the year 1924 being in excess 
ef $12,000,000. 

The company’s assets on December 91, 
1924, amounted to $7,000,000 and the sur- 
plus to policyholders $2,449,000 

Business is transacted throughout the 
United States under treaty contracts with 
a great many of the most prominent direct 
writing companies in the business. 

Mr. Ballard has achieved a notable suc- 
cess in directing the investments of this 
company which have resulted in substan- 
tial profits since the ownership of the 
company. was _assumed _by the Crum & 
Forster interests. 


Osaka Marine & Fire 


The Osaka was originally organized in, 
1893 ‘as the Osaka Fire & Marine Insur-! 
ance Co., changing its title to the present 
title in- 1916.. It has an authorized capital 
of 10,000,000 yen and a paid in c: apital of 
2, 790,000 yen, The company is wel! known 
in Japan, occupying a foremost position 
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Ballard’s Career 





in the business of marine and fire insur- 
ance, With assets in excess of $5,000,000. 
It is closely affliated with interests con- 
trolling the Osaka Shosan Kaisha, an im- 
portant Japanese steamship company. 

The company entered the United States 
in December, 1921, with total funds de- 

sited with insurance departments and 
trustees in excess of $500,000. Its business 
is confined to that of fire insurance, in 
which it operates conservatively, having 
contracts with certain well established 
companies. The United States gross pre- 


mium income for the year 1924 amounted . 


to $1,089,113.75. t 
The company’s United States Trustee 
is the Bankers Trust Company. 


New India Assurance Co. 


The New India was organized in 1919 
by powerful interests closely allied with 
the important banking and industrial firm 
of Tate Sons, Ltd., of Bombay, India. Its 
paid in capital is about $3,000,000 and its 





50 Companies Were 
Re-Insured By Ballard 


Sumner Ballard has negotiated 
as intermediary the re-insurance 
of over fifty companies. The larg- 
est was the German Insurance 
Company of Freeport, placed with 
the Hartford. 

Other important deals included 
the re-insurance of the Lancashire 
in the Hartford; the American of 
New York in the Hartford; the 
Trans-Atlantic in the Commercial 
Union; the Magdeburg in the 
Springfield; the Greenwich in the 
Commercial Union; the Merchants 
of Newark in the National of 
Hartford, the Thuringia in Fire- 
man’s Fund, Shawnee of Topeka 
in the National of Hartford, etc. 











subscribed capital greatly in excess of 
such amount. 

The United States Trustee is the Guar- 
anty Trust Company of New York. 

The company entered the United States 
for the transaction of the business of fire 
re-insurance February, 1921, with total 
assets exceeding $1,000,000. 

The company has treaty contracts with 
several of the most important direct writ- 
ing companies doing business in the United 
States and its gross premium income for 
the year 1924 exceeded $2,000,000. 

The New India has strong affiliations 
in Great Britain, its London ‘ managers 
being the well-known firm of Sedgwick- 
Collins Agencies, Ltd. 





COLORADO TO SELF INSURE 


Colorado Senate Bill No. 86, presented 
by Senator McFadzean, which would 
abolish insurance on state property, in- 
Surance being carried on between 400 
and 500 structures (worth millions), the 
annual premium being $80,000, passed 
and received Governor Morley’s sig- 
hature and it is the law. 

It is thought that the saving of the 

(000 each year and going into the 
Protective fund will be ample to take 
care of any fire losses. 

It may if the first fire does not take 


one of the state universities worth a few 
millions, 





A FAR EASTERN ASSOCIATE 


. The Australasian Insurance and Bank- 
ing Record states that a provisional agree- 
ment has been signed subject to ratifica- 
tion by the shareholders for the acquire- 
ment of the Java Sea & Fire Insurance 


Co. Ltd., by the Royal Exchange Assur- 
ance, ae 


Ballard’s Approach 
As an Intermediary 


HE KNEW JUST WHOM TO SEE 





A Master at Keeping Confidences; Two 
Humorous Incidents Still Being 
Discussed 





A well-known underwriter who has 
had considerable experience with Sumner 
Ballard in company reinsurances, gave 
to a representative of this paper a brief 
account of how Mr. Ballard operates 
in putting over a reinsurance deal. 

“When Mr. Ballard arrives in the of- 
fice, he has at his fingertips everything 
that we want to know about a com- 
pany. He has its loss record by states 
and by classes and full details of its 
acquisition costs which include, of course, 
such information as to what special con- 
tracts, if any, are made with the general 
agents or other special production rep- 
resentatives, and also with what organi- 
zations the company that wants to rein- 
sure is affiliated, together with the va- 
rious facts about the stock ownership, 
of course. He is in a position to give 
a speedy size-up of the personalities, not 
only on the underwriting end but also 
at the stock ownership end, and to tell 
in a nutshell the real reasons why the 
company desires to enter into a re- 
insurance. 


A Remarkable Picker 


“He is a mighty good guesser at pick- 
ing a company which would be interested 
in making the re-insurance deal. All 
parties know that Mr. Ballard will keep 
the matter confidential and that there 
will be no lost motion. The company to 
which he is making a proposition under- 
stands, too, that no other company is 
being seen while it has the matter under 
consideration. Without any further pre- 
liminaries Mr. Ballard recites the terms 
by which the deal can be consummated. 
He tries to be fair to each. If the com- 
pany seen is agreeable the next step is 
for both contracting parties to meet each 
other, if they do not know each other, 
and Mr. Ballard arranges the introduc- 
tion. If the company is in a small town, 
he will take some representative of the 
purchasing company to the home office 
of the other company. Having intro- 
duced the parties, he retires from the 
scene until called back. If the deal does 
not click he tackles another company.” 

These re-insurances have been per- 
formed with a rare degree of tact be- 
cause if it were generally known on the 
street that a company was for sale or 
intended to reinsure any part of its 
business, it would be very damaging as 
such information flies like magic to the 
agency forces. In the years when Mr. 
Ballard was so busy with these re-insur- 
ance transactions his movements were 
cloaked in considerable mystery. It can 
be recognized that if he were seen in 
a small town where there was an im- 
portant insurance company by under- 
writers who knew him, it might start 
gossip. 

This necessity of secrecy has given 
rise to several amusing stories, the best 
one of which THe Eastern UNDERWRITER 
representative heard being the follow- 
ing: f 
“Mr. Ballard was in Topeka, Kansas, 
to effect the re-insurance of a company 
which was being examined by the ac- 
tuarial firm of S. H. & Lee J. Wolfe. 
In order that no one should know that 
he was in town he stayed at the private 
home of a high official of the company 
some distance from the business center. 
Becoming bored with the confinement he 
started out for a drive in -an - auto- 
mobile. and just as the car passed the 
building of the insurance company it 
began to. backfire very violently, the 


La re oes 





Duties of the Daily 
Report Examiner 


THEIR POSITION IMPORTANT 





Charles Weller, Jr., of North British & 
Mercantile, Di Responsibilities 
of Men Who Pass on Risks 








Charles Weller, Jr., manager of the 
brokerage and service department of ihe 
North British & Mercantile and asso- 
ciated companies, recently prepared some 
observations on daily report examiners in 
which he outlined their duties and re- 
sponsibilities. It follows in part: 

The examiner is the man who is large- 
ly responsible for the profit and/or loss 
to his company, therefore, a most im- 
portant cog in the machinery. The man- 
agement may lay down certain rules of 
underwriting but it is usually the exam- 
iner who finally approves or cancels the 
line. 

A great percentage of the business of- 
fered is acceptable but bear in mind.the 
remarks of a leader in our profession 
who pertinently stated that it did not re- 
quire a genius to pass the preferred busi- 
ness but it is on the other classes where 
one’s ability should be displayed. This 
is where the examiner, comes in. Of 
course, no line no matter how desirable 
should be approved hastily. Subject every 
commitment to close scrutiny even 
though it may be a fireproof office build- 
ing or brick dwelling house. For ex- 
ample: It is wise when a large commit- 
ment is received on a fireproof office 
building to secure a detailed survey as 
to construction. While the map may 
indicate a fire resistive structure it has 
developed on obtaining an inspection that 
the building had a wooden roof, perhaps 
exposed steel beams, open stairway and 
elevators, improperly constructed vertical 
pipe channels, considerable wood trim 
throughout, etc., with the result that in- 
stead of writing the usual full line a 
greatly reduced one would be sufficient. 


Recalls Equitable Fire 


The old Equitable Building in New 
York City, which was destroyed by fire 
on January 9th, 1912, showed on the map 
as fireproof but actually was an old time 
semi-fireproof building, having among 
other things many of the undesirable fea- 
tures mentioned above. Therefore, had 
an examiner in the absence of a report 
and not having a personal knowledge of 
the risk written his company’s regular 
fireproof office building line thereon 
(were insurance carried) it would have 
been unfortunate indeed. 


When approving the daily report the 
examiner should remember that he is 
risking thousands of dollars of his com- 
pany’s funds and if a serious loss should 
be sustained on a risk that should not 
have been passed, he is skating on thin 
ice. 

The examiner must know his field, the 
field men and agents; the character of 
business generally, and what are the 
character of the leading industries. An 
occasional trip through his territory will 
add to his knowledge and make for bet- 
ter understanding in the handling of the 
business. He should read any and every 
paper touching upon insurance, also the 
good trade papers showing the trend of 
business so that he may know whether 








noise sounding like cannon shots. Lee 
J: Wolfe ran to the window to see what 
all the shooting was for and nearly fell 
over when he saw the passenger in the 
car. ©. 


Another funny story told on Mr. Bal- 
lard was the one about when he and 
the officer of an important fire insur- 
ance company arrived at the home office 
of a small company in the South. One 
of the officers who recognized both of 
them said; “Oh, my God, here comes the 
doctor and the undertaker!” ’ 


the canning industry in Maine is flour- 
ishing or the cotton business in the 
South poor. Our business is peculiar 
The merchant, if he is engaged in the 
dry goods business, as a rule, need only 
know that trade thoroughly; but the ex 
aminer must have knowledge of all lines 
of business in order that he may intel- 
ligently and satisfactorily perform his 
work, which as the name implies is to 
scrutinize, examine and inquire into. 


Shoulder Responsibility 


If you are termed an examiner be so 
in every particular. Do not pass the 
buck. You have charge of a certain field. 
Examine the business received in that 
field. Don’t be fussy about unimportant 
details. On the other hand, don’t be 
weak-kneed or mechanical. When you 
receive a daily report on a risk about 
which you are in doubt look into it thor- 
oughly and think before referring to an 
officer. Very often you will find the 
answer and the department head need 
not be disturbed again. The examiner 
of initiative, constructive ability and 
aggressiveness is bound to rise. Other- 
wise, he is not only in a rut, but ac- 
tually a detriment to his company. 

Are you one of the species that tries 
to dodge responsibility by sending a slip 
to the special agent? On certain classes 
of risks inspections are imperative but 
many times the timid, spineless examin- 
er has slips go to the special agent when 
instead immediate cancellation is in 
order. The special agent on his survey 
will learn the physical and housekeeping 
conditions,-and if the hazards are prop- 
erly safeguarded he will say that the 
risk is a good one of its class, but per- 
haps the company is not writing that 
class. Therefore, no slip should have 
gone to the special agent at all in a case 
of that kind. 

Read all surveys received in the office, 
whether your company is interested on 
the risk or not. In a good many in- 
stances the party controlling the bus- 
iness is mentioned. It may be your 
company’s agent or a broker with whom 
you are very friendly and if you are 
not obtaining your share of the insurance 
go aiter it until you secure participation. 
Examine the loss jackets’ periodically to 
see whether your judgment in approving 
the risk.and your net line were correct 
The adjustment may bring to light cer- 
tain information that will put the exam- 
iner on his guard when similar risks 
come to his attention later. 


When Survey Is Necessary 


Where your company is interested on 
a risk for considerable liability the in- 
formation on hand may be only that 
shown on binder, daily report or map. 
If so, secure a survey; for no matter 
how choice it may seem, it is desirable 
and necessary not only to have sufficient 
data to arrange: intelligently thousands of 
dollars of liability, but to know (in ad- 
vance of any loss that may occur) of 
the conditions prevailing. An inspection 
may indicate serious structural deficien- 
cies, poor housekeeping, etc. Learning 
of these facts after the loss is too late 
—except to hold a postmortem and profit 
thereby for the future. On the other 
hand, if you have a very desirable risk 
and an up-to-date inspection report, 
write your full line. It has developed 
where damage was sustained, that the 
frightened examiner (in order to be on 
the safe side, and fearful of the amount 
of liability) had carried a small line 
hoping that if anything happened his su- 
perior officer would compliment him for 
cutting the line. It should be the re- 
verse. A reprimand should be given be- 
cause of his timidity and lack of cour- 
age. It is even worse than being in- 
veigled into accepting an accommoda- 
tion line for a good connection. Fur- 
thermore, the examiner is probably using 
the same tactics on scores of other de- 
sirable properties and thereby giving 
away many dollars in premiums on busi- 
ness normally producing a profit and 
which should be retained by his com. 
pany. 

(Continued on page 26) 
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Smith Pleads for, 
Acquisition Economy 

‘HE ALSO WANTS UNIFORMITY 

Discusses Overlapping Expenses, High 


Loss Ratios, Underwriting Deficits 
and Need of Cooperation 








TABLE A. 
Underwriting Results, 1924. 
(Fire and Lightning Only) 
Premiums earned............ $571 
Losses incurred (60.16%) 
Expenses incur’d. (46.73%) 266,971,665 


(106.89%, 


) 
Deficit ........ ( 6.89%) 39,352,912 





100.00% $610,626,008 $610,626,008 


Taxes 
NOD se sinicinns ines on bkn DESsANbks vos bene We 
Proportion of 1923 taxes to net prem- 
I WIRED, 5. ccensesicdossiciyeecos 
Proportion of 1924 taxes to net prem- 
MDE” WEEE, - cccvepcessasvccsecsesace 


$20,270,899 
3.08% 
3.40% 


32% 


DROUGRES  cokicesccccdbscdccctvccncsas 


TABLE B 
Underwriting Results 
(1920-1924 incl.) 
(Fire and Lightning Only) 
Premiums earned........ $2,539,320,803 
Losses incur’d. (57.75%) 
Exp. incur’d. (46.02%) 


(103.77%) 
Deficit.... (- 3.77%) 95,605,734 


100.00% $2,634,926,537 $2,634,926,537 





Taxes 
(1920-1924 incl.) 


DMN: ciis ocpasosbieen see bedeakoe sande $106,703,732 
Proportion of taxes to net prem- 
{UMS WTITKEN 22.0 .ccccrccccccseccseccs 3.94% 


In his annual report to the National 
Board of Fire Underwriters, President 
H. A. Smith closed with a summary of 
the more important needs of the business 
and urged upon his fellow members these 
“corrective measures for such as you 
may be able to control ere it be too 
late” : 

Adequate, consistent rates. 

Greater uniformity and economy in 
acquisition, and other expenses. 

A higher degree of co-operation. 

Better loss adjustment practices. 

Closer scrutiny of moral hazards. 

Elimination or reduction of excessive 
and unjust taxation. 

Less of unnecessary regulation, and of 
meticulous supervision. 

Discontinuance of practices tending to- 
ward demoralization and calculated to in- 
vite legislative interference. 

Acquisition Cost 

After discussing the ever increasing 
less ratio which approached 60 per cent 
last year, Mr. Smith said about acquisi- 
tion cost: 

“In addition to the high loss ratio of 
the past year,.our operating expenses 
constitute a burden which we, as com- 
pany executives, must consider carefully, 
and reduce where possible. And in this 
field we cannot call to our assistance the 
forces that should rightfully undertake 
a lessening of the fire waste. The prob- 
lem, exclusive of the factor represented 
by Federal, state and municipal taxation, 
is one for us alone to solve. Our ac- 
quisition. costs and methods, the expense 
of needlessly duplicating highly technical 
staffs, the inauguration of new and un- 
necessary services in respect of the ac- 
quisition of business, and the hasty or 
careless adjustment of losses, should be 
seriously considered and such changes 
as may seem necessary effected. 

“No one questions that the laborer is 
worthy of his hire, but in the competition 
for business we have not always con- 
sidered whither unduly high commissions, 
even if exceptional, might lead us. This 
is a subject, however, like rates, with 
which the National Board, as an institu- 
tion, does not concern itself, and I men- 
tion it simply because of its relation to 
the matter of expenses. 


Overlapping Causes Expense 


“In our endeavor to render to our 
policyholders and to municipalities, as 
well as the state, and frequently the na- 
tion, the highest degree of technical skill 
in our fire protection work and other ex- 
pert services, we have established an 
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extensive technical.organization function- 
ing through boards and bureaus, which 
in some instances: are overlapping in 
jurisdiction of territory or character of 
service. ‘We also contribute largely in 
other ways to fire prevention, which 
rightfully is the duty of individuals, 
municipalities and the state. It must be 
considered, with rates constantly falling 
and the loss ratio increasing, if we can 
afford to continue such generous service, 
both through our boards and largely in 
duplicate by our companies individually. 

“Another of our serious expense prob- 
lems has to do with the adjustment of 
losses. The excessive cost of adjust- 
ments in some of the larger cities can- 
not be denied, and means should be de- 
vised to reduce this item of operating 
cost. At our last annual meeting the 
committee which has to do with this 
subject presented a strong report and 
made certain suggestions for correcting 
some of the unsatisfactory features of 
the adjustment business. Their recom- 
mendations should receive further con- 
sideration, and a more economical system 
be evolved. Fire insurance owes its ex- 
istence to the need for protection against 
an ever-present contingency—it should 
not be a prey of profiteering when fire 
occurs, yet there are public adjusters 
who buy claims from the assured and 
settle with the underwriters at a profit. 
Inasmuch as the companies must neces- 
sarily deal with the assured’s represen- 
tatives, they are unable to effect.a cor- 
rection of this evil, which obtains, in 
some degree, in all parts of the country. 
Again, the division of adjusting fees by 
public and independent adjusters with 
brokers who supply business is another 
evil which the companies cannot correct. 
Fortunately, the State Superintendent of 
Insurance has taken definite steps to 
effect a correction of these two evils 
in New York, and it is to be hoped that 
other states will give consideration to the 
matter and bring about the improvement 
which it appears will be effected in New 
York through the efforts of the Insur- 
ance Department. 


Taxes 


“A nother item which constitutes a con- 
siderable proportion of our total operat- 
ing expenses is taxes, which, ‘like the 
poor, we have always with us.’ The 
trend of the Federal administration to- 
ward economy under the far-sighted, 
fearless guidance of President Coolidge, 
has resulted in a moderate betterment as 
far as the national levy is concerned, 
and the outlook is favorable to further 
improvement. The prodigality of cities 
and states, however, has increased local 
taxation enormously, 
spending holds unpleasant possibilities 
not only for fire insurance but for all 
kinds of business and so for the public 
generally. 

“Fire insurance does not seek relief 
from taxation that is just or in conform- 
ity with the practice of the state in 
reasonably assessing private enterprises 
for the privilege of operating within its 
confines; but we do most earnestly af- 
firm that the singling out of the fire in- 
surance business as a ready means for 
excess and indirect taxation in addition 
to the direct imposts upon the property- 
owner is unjust. Appeals to state legis- 
latures to remedy this condition have 
been vain; yet I believe we should not 
relax our efforts in this direction, but 
press for taxes which shall be both rea- 
sonable and fair. 


Underwriting Deficit 


“A flat tax on premiums while easily 
calculated and provided for in the rate 
is manifestly unsound, since nearly all 
of the premium is ultimate outgo and 
more than half of loss; it is also 
wasteful, as it costs at least 20 per cent 
to collect. 

“You will note by the accompanying 
tables that the 1924 expenses of our 
member companies were $266,971,665, the 
amount representing 46.73% of earned 
premiums; and that this item, together 
with a loss ratio of 60.16%, resulted in 
an underwriting deficit for the 1924 cal- 
endar year of 6.89%, or $39,352,912. This 


and such lavish - 


year’s record, with that of the four pre- 
ceding years, shows an average under- 
writing deficit of 3.77% for five year 
period—$95,605,734. Such results are gen- 
erally overlooked or ignored by those 
who habitually attack the fire insurance 
business. They usually hold up as a 
prize exhibit a statement. showing that 
in a given locality premiums collected 
amounted to so much during a certain 
year and that losses were only say fifty- 
odd per cent of the total. They make 
no mention of agents’ commission, re- 
serves, other operating expenses and 
taxes, but assume that the difference be- 
tween losses and premiums is profit for 
the insuring companies.’ A few months 
ago a newspaper campaign following this 
line of attack was launched in several 
middle western cities, apparently to fur- 
ther some interest which expected to 
profit by the discomfiture of the insur- 
ance companies doing business in that 
territory, and it undoubtedly created a 
certain amount of adverse sentiment. 

“Company executives well know and 
the public should be made to know that 
at best only a few cents out of each 
dollar collected in premiums ever lodge 
in the underwriters’ treasuries to meet 
administrative expenses, and that in 
many, many cases deficits are the rule. 

“T fell strongly that wherever such 
untruthful attacks are made, regional 
bureaus should give equal publicity to 
the truth, showing, amongst other things, 
that in addition to losses and taxes paid 
in the states, the commissions for ob- 
taining the business go to citizens of 
those states, who, in the aggregate, give 
employment to hundreds of thousands 
and help materially to maintain local 
prosperity. According to the best esti- 
mates, there are about 150,000 active local 
agents in the United States, and if each 
one employs an average of five persons, 
the total constitutes a host of some 750,- 
000 people, to whom should be added 
the thousands engaged in carrying on 
the routine of the company offices and 
bureaus. Think what a force for better- 
ment this is if all work whole-heartedly 
to educate the public and thereby further 
the welfare of fire insurance!” 


BETTER BUILDING MOVEMENT 





National Board Cooperating With 102 
Cities a Building 
les 
The National Board of Fire Under- 
writers, through its committee on con- 
struction of buildings, is keeping in ac- 
tive contact with cities which are drafting 
new building ordinances. During the 
last year the committee has been in 
touch with 102 such cities, according to 
the report delivered at the annual meet- 
ing of the Board yesterday by Chairman 
G. Martin, New York manager of 
the Northern Assurance. Extracts from 
the report follow: 


“Twenty complete codes have been re- 
viewed and about 250 pages of sugges- 
tions furnished. The reaction to this 
service has been satisfactory, and in 
some cases has resulted in ordinances be- 
ing completely re-written. A few cities 
have been visited and numerous confer- 
ences held here and elsewhere. 


“We are participating in a movement 
organized by the New York State Com- 


mission of Housing and Regional Plan- 


ning to prevent further development of 
mass wooden dwelling construction which 
has become a menace in several parts of 
this State, particularly in certain outly- 
ing areas of New York City. One fea- 
ture of this campaign is aimed at the 
elimination of wooden shingles from the 
areas involved. The contest promises to 
be vigorous. 


“Service with the New York State 
authorities in the matter of inspection 
and report upon the fire hazards of State 
institutional buildings has continued: Two 
large groups of buildings have been in- 
spected, but owing to demands upon our 
time elsewhere and to the fact that the 
State Architect did not immediately need 
the reports; they have not been com- 
pleted.” 


— 


NATIONAL BOARD'S GROWTH 


—_— 


Membership, Almost Doubled jn 45 
Years; Premium Receipts More 
_ Than Doubled; Other Data 
In the report of the executive com. 
mittee, headed by Wilfred Kurth, vice. 
president, of the Home, to the National 
Board ,of Fire, Underwriters at its an- 
nual meeting yesterday at the Waldorf. 
Astoria, are included some interesting 
figures giving a comparison of the Na. 
tional Board with its position today, 
“Some interesting figures follow a 
comparison with fifteen years ago, In 
1910 we had a membership of 126 com. 
panies, today we have 205 companies: 
the total fire premium receipts of our 
members were $273,557,380, today they 
amount to $595,920,717; the fire losses 
paid by our members in 1910 were $136. 
059,941, today $325,848,692; the average 
rate of premium was 1.08, today 9. 
In 1910 the National Board expended 
for all its activities $178,228.16, at pres- 
ent its much more varied and widespread 
service to our members and the public 
require an expenditure of close to a 
million dollars. Our staff then con- 
sisted of 48 persons, today it totals 236, 
associated not only with our headquar- 
ters in New York but with branches in 
Chicago and San Francisco; and, in their 
operations, working in many of the dif- 
ferent states. 


LAW COMMITTEE REPORT 


In its annual report the committee on 
laws of the National. Board reported 
regarding events in various states during 
the past twelve months. 

The so-called Missouri rate case, in- 
volving the order. of the superintendent 
directing certain: rate reductions, has 
been decided by the trial court and the 
companies were successful upon all 
points involved, the court holding the 
rate reduction order improperly and im- 
providently made. The case has been 
appealed by the Insurance Superinten- 
dent to the Supreme Court, the appeal 
perfected, and the suit will proceed in 
due course to final decision. 

The testimony in the Kansas rate case 
has been’ concluded and the arguments 
made before the referee. to whom the 
case was referred, but no report has 
yet been made. 

The Illinois tax case has been decided 
in part by the Supreme Court of the 
State of Illinois adversely to the com- 
panies. However, the opinion does not 
deal with the issue as to whether returns 
should be upon a fifty or one hun- 
dred percent basis, and it is alto- 
gether silent respecting the question 
of back taxes alleged to be due. A peti- 
tion for rehearing will be filed by our 
attorneys. 

In 1924, the Commissioner of Insur- 
ance for South Carolina made an order 
requiring companies to reduce rates in 
South Carolnia to the level prevailing in 
North Carolina. Appropriate legal pro- 
ceedings were instituted to restrain the 
Commissioner from putting his order 
into effect or revoking the license of any 
companies failing or refusing to comply 
with it. Upon hearing, the Insurance 
Commission sustained the companies 
position; and the South Carolina Commis- 
sioner was enjoined from further action 
under his order, 

In Tennessee companies have been 
paying annually to the Secretary of State 
a graduated license fee or tax based upon 
the amount of capital. The act was 
amended in 1923, and in opinion of coun- 
sel companies are now exempt from this 
liability, but the state authorities decline 
to accept this view. Accordingly, under 
instructions of this committee, suit was 
commenced in the state court at Nash- 
ville for the purpose of securing a con- 
struction of the law, and the matter 1s 
still pending and undetermined in the 
trial court. 





W. F. Train, vice-president and_secre- 
tary-treasurer of the Savannah Fire, 0 
Savannah, Ga., died suddenly last Wed- 


nesday, May 20, at his home in that city. 
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Elect Wilfred Kurth 
National Board: Head 


LONG AN IMPORTANT FACTOR 








Has Been Chairman of Executive Com- 
mittee One of Companies’ 
Spokesmen Before Commissioners 





Wilfred Kurth was elected president of 
the. National Board of Fire. Underwriters 
this week after serving that body well as 
chairman of the executive, committee, 
which is only one of a number of important 

sts he has held in the insurance busi- 
ness. He has long ranked as one of the 
ablest men in fire imsurance, combining 
with a personality embracing many pro- 
fessional talents, a degree of good humor 
and tact which carry men far. He is one 
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WILFRED KURTH 


of a group of fire insurance spokesmen 
who appear before committees of the Na- 
tional Convention of Insurance Commis- 
sioners and whose appearance is particular- 
ly welcomed by the commissioners. A 
stronger statement can be made than that. 
A number of commissioners have informed 
Tue EASTERN UNDERWRITER that they 
regard the appearance of Mr. Kurth as a 
treat, or as one of them said, following a 
talk made at the Hotel Astor some months 
ago: “If Mr. Kurth were a lawyer and 
the National Convention of Insurance Com 
missioners had to hire counsel, they would 
engage Wilfred Kurth.” 


His Career 


Mr. Kurth has been very active in the 
affairs of the acturial bureau of the Na- 
tional Board and also on the committee 
which prepared the arguments about 
underwriting profit which have been under 
discussion by the Commissioners’ Conven- 
tion, 
_Mr. Kurth started his insurance career 
in the local agency of the Scottish Union 
& National of Hartford after graduation 
from the high school in New Britain, 
Conn. This agency represented casualty 
as well as fire insurance companies and 
Mr. Kurth picked up quite a ‘lot of ex- 
perience there as he handled the’ details 
ior the office. His next job was as ex- 
aminer of the Scottish Union & National, 
having the middle Western and Canadian 
territory. Then after being a special agent 
in Canada for that company he went with 
the Home as supervisor of Canada when 
that company re-entered the Dominion in 
1902. Later Mexican business came under 
his Jurisdiction, then the entire foreign 
territory, and eventually the Pacific Coast. 
In 1915 he was made secretaty of the 
Franklin ; in 1919, secretary of the Home. 

€ is now vice-president. and secretary 
of the Home, the Franklin and City of 
New York.» He ‘has traveled extensively. 
on. the Continent... roe BRL Ss wT Wd 
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Growing Importance 
of Public Relations 


NATIONAL BOARD’S FINE WORK 








“Safeguarding Anrerica Against Fire” 
Splendid Monthly Review; Movies 
Used Effectively; Other Activities 





The committee on public relations of 
the National Board of Fire Underwriters, 
of which. Sheldon Catlin is chairman, is 
of growing importance and is one of, the 
squarest and fairest bodies of the kind 
in the business world as the type of 
material it furnishes is constructive and 
educational and not disguised propa- 
ganda of the type which is now being 
so strenuously combated in the daily 
newspaper offices. 

The principal aim of the committee is 
to make war against needless and wanton 
destruction of the created resources of 
the land, and to do this not only in 
the form of material prepared for publi- 
cation but in co-operation with industrial 
and business bodies. 

The work of the committee was re- 
viewed in a report of the committee 
made at the annual meeting this week. 


Attractive Monthly Publication 

The principal publication is “Safe- 
guarding America Against Fire,” and 
that has been growing in distribution as 
well as in type of material handled. One 
of the most important issues of the year 
was one devoted chiefly to “Defective 
Chimneys and Flues.” 

Some of the work under the super- 
vision of the committee during the past 
year can be summarized as follows: 

Approximately 48,000 copies of the 
National Board’s school manual, Safe- 
guarding the Home Against Fire,’ have 
been distributed since the last annual 
meeting, generally at a price a little less 
than cost, and a new edition of the work 
was completed a few weeks ago. Al- 
together, about 923,000 copies of the 
booklet have been placed with school 
children, Boy and Girl Scouts and others. 

Forty-five thousand copies of “Safe- 
guarding the Farm Against Fire” also 
were shipped during the past twelve 
months, and many hundreds of copies of 
a new, illustrated booklet entitled “fight- 
ing Fire by Modern Methods” were sup- 
plied without charge to the fire chiefs of 
the various cities and to officers of their 
departments. 

Through various avenues of distribu- 
tion, the committee continues to obtain 
numerous bookings for its three motion 
pictures, two of which deal with fire pre- 
vention and the other with the econ- 
omic importance of fire insurance. It 
is believed that since it was first re- 
leased in 1921, “The Danger That Never 
Sleeps” has been seen by at least 3,000,- 
000 people; that “Fire” has been shown 
to approximately 2,000,000, and that “The 
Keystone” (the fire insurance picture) 
has been witnessed by approximately 
750,000 persons; in most cases the pic- 
tures have been projected before non- 
insurance gatherings. Both the first and 
last named subjects were placed with 
two of the leading film exchange estab- 
lishments having offices in all parts of 
the United States and were booked for 
use in many regular theatre programs. 
At the present time the Motion. Picture 
Bureau of the Y. M. C. A. is circulating 
three prints of each film, and other copies 
are with three state fire marshals, twelve 
state universities, two film libraries, the 
Chicago. Board of Education, the New 
Jersey State Museum, and, in addition, 
prints are circulated directly from the 
National Board office. 


Fire Prevention Week 

Thé 1924 observance of Fire Preven- 
tion Week was the most effective ever 
promoted. President Coolidge issued an 
appropriate proclamation, and, at our 
request the governors of many states 
took similar action; important national 
organizations such as the Chamber -of 
Commerce of the United. States,...the 


American Red Cross; the National Fire 
Protection Association, the National As- 
sociation of Insurance Agents, and the 
National Association-of Credit Men again 
assisted in a whole-hearted manner. Hun- 
dreds of agents, school executives, cham- 
bers of commerce, Lions, Rotary and 
Kiwanis clubs, that had not formerly 
displayed any marked interest in the 
occasion, last year extended their earnest 
cooperation. Several member companies 
of the Board imprinted an appropriate 
slogan on their stationery before and 
during the Week; sermons on fire pre- 
vention were delivered in the churches 
of many cities and numerous addresses 
were given in the schools by fire chiefs 
and their aides. Cartoons by prominent 
artists were syndicated to newspapers 
everywhere. ; 

The committee issued more printed 
matter than ever before, a total of about 
1,600,000 separate pieces being distributed, 
including a special bulletin, a large two- 
color poster, a two-color window strip, 
a smaller placard, more than 900,000 
stickers, 140,000 copies of-a fire preven- 
tion rebus and 80,000 copies of a story 
strip showing the usual results of a 
child being allowed to play with matches. 
A newspaper story was also issued to 
further the observance, as well as an in- 
terview for the fire chiefs throughout 
the’ country to place with their local 
newspapers. Collier’s Weekly, The 
Christian Observer, Loose-Leaf Topics, 
The Credit Monthly, The Studebaker 
Cooperator, The National Sheet Metal 
Contractor, Concrete, The Allith Bulletin 
and The American Express Company 
Messenger, were among the many pub- 
lications carrying special Fire Preven- 
tion Week material in their current 
issues. 

Movies 

The fire prevention playlet entitled 
“The Trial of Fire,” was produced in 
school auditoriums in numerous cities 
and was broadcast over the radio from 
stations in Atlantic City and Minneapolis. 

Every one of our reels of motion pic- 
tures was in active use during the week 
and many more could have been booked 
if they had been available. Fire chiefs 
were supplied, in addition, with slides 
for projection in the motion picture 
houses of their respective cities during 
Fire Prevention Week, and other activ- 
ities included the preparation of speeches 
and programs for schools and civic 
bodies. 

“We have disseminated in hundreds of 
cities standardized interviews for local 
issuance by fire chiefs, dealing with the 
dangers of Fourth of July celebrations 
and admonitions for safeguarding against 
Christmas fire hazards; and in the news- 
papers of all the states we have placed 
articles covering the annual fire loss 
record of each state, carefully analyzed 
and presented in news story form,” says 
the report. “In addition, a large amount 
of material was placed with trade papers, 
magazines and house organs, including 
such publications as Scientific American, 
Safety Engineering, Forbes’ Magazine, 
Power “Farming, Ferguson’s Service, 
Squibbs Monthly, the Armour house or- 
gan, The Clay Worker, the American 
Architect and many insurance papers, 
while through the Hofer News Editorial 
Service extensive educational publicity 
for fire insurance and fire prevention is 
obtained in 14,000 rural newspapers of 
the country. 





SCHIFF, TERHUNE & CO. GET 
B. ALTMAN & CO. ACCOUNT 


Schiff, Terhune & Co. have secured the 
insurance account of B. Altman & Co., one 
of the largest department store accounts 
in New York City. Paul Coletti, of the 
former firm of E. Coletti & Son, who 
handled this account for several years, has 
gone with Schiff, Terhune & Co. as vice- 
president to handle the Altman business. 
Among the large clients of this prom- 
inent insurance brokerage concern are the 
P. Lorillard Company, Park & Tilford, 
Brokaw Brothers, Mirror Candy Com- 
pany, Fain. Knitting Mills and others. 


Arson Committee Gets 
Over 225 Convictions 


1,167 ‘FIRES: INVESTIGATED 





National Board Getting Fine Results 
From Its Agents, Who Are 
Fighting Incendiarism 





The committee on incendiarism and 

arson-of the National Board of Fire Un- 
derwriters in its report at the annual meet- 
ing of the Board yesterday at the Waldorf- 
Astoria stated that it had investigated 
1,167 fires of suspicious origin. In con- 
nection with these there had been 476 ar- 
rests, 226 convictions, 90 acquittals and 8 
mistrials. Various police schools were 
visited for purposes of cooperation. C. 
E. Case, assistant United States manager 
of the North British & Mercantile, is 
chairmsun of the arson committee. Extracts 
from the report follow: 
: “During the year our special agents 
have made reports on the investigation of 
1,167 fires, referred to us as being of sus- 
Picious or incendiary origin, and copies 
of these reports have been supplied to the 
companies interested in the particular 
losses, and all material information trans- 
mitted to the company adjusters. In these 
investigations our special agents have had 
the active and efficient cooperation of some 
official vested with police powers, and 
where the evidence justified such action 
warrants were issued through the police 
authorities, arrests made and prosecutions 
usually resuitsd. 

“Besides accumulating evidence in con- 
nection with individual cases under inves- 
tigation, our special agents have been 
active in arousing the interest of local 
police officials generally in the crimes of 
arson and burning with intent to defraud, 
and in increasing the eiuciency of these 
loca lorganizations in this particular work. 
On several occasions these investigations 
have assumed the proportions of a general 
survey of conditions affecting a particular 
locality, especially in reference to: the 
activities of alleged arson rings. Con- 
ferences of our investigators and local 
agents’ associations have frequently been 

held and general conditions thoroughly 
discussed; and while these conferences 
were entirely informal in character, we 
believe they have had very beneficial re- 
sults. It should be noted that the local 
agents’ goodwill and cooperation have 
seldom been lacking. 

“Various police schools in the larger 
cities throughout the country, as well as 
state police organizations, have been visited 
by our special agents, who have discussed 
with those in attendance at the school the 
crime of arson and the proper investiga- 
tion of incendiary fires. We have also 
been represented at conventions of fire 
chiefs in the various states, and outlined 
to those officials their responsibility in con- 
nection with mcendiary fires and the man- 
ner of accumulating and safeguarding first 
hand evidence. 


Moral Effects 

“We believe that the activity of this 
Committee in a rigid and thorough in- 
vestigation of 1,167 fires during the past 
year has had a most beneficial effect, not 
only in the direction of discouraging the 
crimes of arson and burning insured prop- 
erty with intent to defraud, but in the 
direction of a more general recognition 
of the moral hazard on the part of local 
agents, encouraging company adjusters to 
resist fraudulent claims more vigorously, 
and leading to more careful underwriting 
and better adjustments. The moral effect 
of over two hundred convictions through- 
out the country, cannot but be helpful 
and serve as a deterrent to those who are 
criminally inclined. 

“One of the most important features 
of the work of this Committee is its 
aciivity in preventing fires set with intent 
to defraud. During the past year, forty- 
two cases of anticipated fires were in- 
vestigated, in which the evidence obtained 
coiroborated the advance information re- 
ceived and showed that a. fire was anti- 

(Continued on page 32) 
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OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
84 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


From the Charter granted in 1720 to 
THE LONDON ASSURANCE 


“To make Assurances of Houses, Warehouses, Goods, Wares and 
Merchandise from Accidents by Fire which tends to the Publick 
Good and Security of Many who have been and may be Preserved 
from the Ruin and Impoverishment which otherwise might ensue 
from such Calamities.” 





It is only natural that with such an ideal of public service 
the Corporation has prospered and endured and by its 
record may be rated as among the very strongest of the 
world’s successful insurance organizations. This year 
marks the 52nd anniversary of the entrance of The Lon- 
don Assurance into the United States and the 205th of 
its world wide activity. A permanent dependable fire 
office that has the confidence of its agents and those with 
whom it transacts business. 





Che Manhattan Fire and Marine Insurance Co. 


84 WILLIAM STREET 


NEW YORK CITY 


John H. Packard, President 
Everett W. Neurse, Vice-President J. M. Mendell, Vice-President 
Frederick A. Johnsten, Secretary Wm. Schaefer, Asst. Secretary 
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British Aero Insurance 


Being Sold in America 


Tue EASTERN UNDERWRITER prints here- 
with the type of coverage being furnished 
yow in this country by the Aviation Insur- 
ance Association of London. It is being 
offered by a brokerage concern m East 
Forty-Second Street. The coverage ts thus 
described; - 

Aviation Insurances 

It is the aim of Underwriters to pro- 
vide policies to meet every possible re- 
yuirement combined with minimum pre- 
miums and maximum security. The fol- 
lowing forms of insurance have so far 
been produced: 
| Aircraft (including airships) Policy. 
. Mecrelt eh total loss, third party, 
purglary and theft.) | j 
Pilct’s Personal Accident Policy. 
Passengers (individual risks) Policy. , 
Passengers’ Trust Policy (under which Certifi- 


cate of Insurance may be issued to the public 
by booking agents of Air Transport Companies, 


(Acciden- 
fire, 


Per 


etc.) Seats ; 

y Policy (individual risks). ; 
eat Trust Policy (under which Certificates 
of Insurance may be granted to Consignors 
of Cargo by the freight agents or air transport 
companies concerned.) 

7, Legal Liability to Passengers. 
8 Damage by aircraft. gia ee 
9, Insurance against Employers’ Liability. 

These will be augmented as require- 
ments arise. 

Every effort has been made to estab- 
lish an organization whereby aviation 
risks wherever situated may be covered 
without delay at commercial rates of 
premium. 


The Proposal Forms 


The Proposal Forms contain a larger 
number of inquiries than would be the 
case if an official Register of Aircraft and 
Pilots existed. In the transaction of such 
an intricate business it is essential that 
the Insurers should be in possession of 
the fullest possible information as it 
is impossible to formulate a scale of rates 
applicable to all classes of risks. It is 
the policy of the Underwriters to treat 
each case strictly upon its own merits, 
an object which can only be attained if 
all the factors of the risk are submitted 
for consideration. Proposers are there- 
fore requested to complete the Proposal 
Forms as fully as possible, as lack of 
full knowledge by the Insurers must re- 
sult in higher rates of premium than 
would otherwise be the case. Proposal 
Forms should always be signed by the 
Proposer to avoid delay and unnecessary 
correspondence, but this does not rend- 
er the Proposer liable for any premium 
unless and until he, or his agent, agrees 
to the insurance being effected. - 

The Proposed Forms mention various 
exclusions, such as the flight of experi- 
mental ‘aircraft, etc., but these special 
risks may be quoted for if desired. In 
such case the fullest possible particulars 
in the special risk required to be quoted 
for should be stated in the ~ Proposal 
Form. 


Aircraft—Full Accidental Damage 


Policies are granted in respect of the 
following risks: 

Damage to and/or total loss of the air- 
craft, its engine and accessories by any 
accidental and external means. 

This risk is divided as follows: 

(a) Full accidental damage. (b) Con- 
structive total loss only. 

With regard to the full accidental 
damage risk, all policies are subject to a 
deduction in respect of every loss equal 
to not less than 10 per cent of the in- 
sured value of the aircraft, and a con- 
siderable reduction in premium may be 
obtained if this amount should be in- 
creased. In most cases, owners of air- 
craft possess certain facilities for carry- 
ing out repairs, and in such instances it 
Is often to the advantage of the owner 
to arrange to bear a considerably higher 
deduction. 

It is suggested that the amount which 
the aircraft owner should bear in this 
way should be governed by his own es- 
timate of the value of the repair work 
which could be undertaken by him with- 


ae 





out materially increasing his wages roll 
and establishment charges. In this way 
the Underwriters, being relieved of the 
expenses of assessing small claims, a con- 
siderable reduced premium can _ be 
quoted; and if the amount of the “deduc- 
tion” does not burden the owner with 
any material increase of wages and es- 
tablishment charges, the saving thus. ef- 
fected in the premium to be paid will 
be considerably to his advantage. The 
Underwriters realize that owners are the 
best judges of their own circumstances 
and of their facilities for repair work, 
and, subject to the minimum amount 
stated above, it is the Underwriter’s pol- 
icy to offer an elastic rather than a hard 
and fast rule with regard to the “deduc- 
tion” clause. 


Aircraft—Constructive Total Loss Only 


The insurance against Constructive 
Total Loss is intended to meet the re- 
quirements of owners who do not care 
to pay the larger premium for covering 
full accidental damage and/or who possess 
special and extensive facilities for re- 
pair work. Such owners are more con- 
cerned in the insurance of the loss which 
would fall upon them in the event of the 
aircraft being a total loss, and a liberal 
interpretation is placed upon the term “a 
total loss” by defining the amount of 
the damage which will constitute a total 
loss as a definite percentage (to be ar- 
ranged) of the total insured value of 
the aircraft. The requirements of most 
owners are met by a policy under which 
the value of the aircraft at the time of 
the accident, less the value of the sal- 
vage, is paid provided the cost of the 
repairs exceeds 85 per cent of the in- 
sured value of the aircraft. By varying 
the percentage upon which “total loss” 


is based, it should be possible to meet the ° 


individual ideas of any owner. It should 
be borne in mind that the higher the 
percentage the lower will be the rate of 
premium, and, naturally, the lower the 
percentage the higher the rate of prem- 
ium. 

In all cases of damage and total loss 
insurance the term “aircraft” is under- 
stood as including the engine or engines 
as an integral part of the aircraft. 

These insurances may be effected for 
one year or less. The longer the period 
the lower the pro rata premium. 


Aircraft—Third Party Risks 


Third Party.—Policies to cover legal 
liability to pay compensation to the pub- 
lic for personal injuries or damage to 
property or animals directly caused by 
the driving of the aircraft, including 
also all law costs incurred with the con- 
sent of the Underwriters, in addition to 
the amount of indemnity insured by the 
policy. 

Aircraft—Fire Risks 

Fire. Fire which is the result of an 
aviation accident may be covered by the 
accidental damage or constructive total 
loss policy above stated, but policies 
are also issued to cover loss or dam- 
age to the aircraft including the en- 
gines and accessories by fire, lightning, 
self-ignition or explosion of petrol up 
to the full value of the aircraft at the 
time of loss while the aircraft is housed 
in a hangar or in special cases under 
any circumstances whatsoever. 

Aircraft—Burglary and Theft Risks 

Burglary and Theft. Policies are is- 
sued to cover the loss of the aircraft, 
or any part thereof, including the en- 
gine and accessories or burglary, theft 
or larceny, including damage done by 
burglars or thieves. 

(For exclusions and conditions of the 
foregoing aircraft risks, see Proposal 
Form for Aircraft Risks.) ; 

Damage by Aircraft 

Damage by Aircraft. Policies are is- 
sued to cover the risk of d e to 
property or animals by which the own- 


ers of such property may be fully in- 

demnified against any loss or damage 

arising from aircraft. Law costs in- 
curred with the consent of the Under- 
writers are paid in addition to the sum 

insured, and thus this policy offers a 

complete cover to householders and 

property owners against the increasing 
risks which the extended use of civil 
aviation places upon them. 

The following is the essential informa- 
tion required in order to quote a pre- 
mium : 

(a) Situation of risk. (b) Distance from 
Aerodrome if within one mile of boundary of 
Aerodrome. (c) The nature and value of the 
Property to be insured. 

Cargo 

Cargo. Policies are issued to cover loss 
or damage to cargo in the following cir- 
cumstances: 

(a) The Flight Risk. Loss or damage the result 
of an accident to the aircraft conveying 
the cargo (including also loss or damage 
by burglary, housebreaking, theft, fire, or 
by the action of the elements consequeni 


upon and arising out of an accident to or 
forced descent of the aircraft.) 


(b) The Terminal Risk. Loss or damage by 
burglary, housebreaking, theft, or fire and 
damage by accidental means (excluding the 
flight risk as above defined whilst in the 
custody of any aerial transport company 
and/or freight or forwarding agent.) 


The Terminal Risk (b) is subject to an 
excess of 1 per cent of the value per 
package in respect of accidental damage 
to the cargo insured. The policy pro- 
vides for a minimum deduction of $5 
per package and a maximum deduction 
of $50 per package. It will be noted 
that the Deduction Clause applies only 
to the Terminal Risk (b) and there is 
no such clause in connection with the 
Flight Risk. 


Cargo (Trust Policies) 


Trust policies may be granted to aerial 
transport companies and to freight agents 
under the terms of which they may is- 
sue coupons or certificates of insurance 
to consignors of cargo, which certificates 
cover the various risks above stated at 
low rates of premium. 

The following is the essential infor- 
mation required in order to quote pre- 
miums for cargo risks III and IV: 

(a) Period of policy; (b) route; (c owner of 
aircraft; (d) type of aircraft and engine; (e) 
name and experience of pilot unless owner of 
aircraft is an established concern operating air- 


craft; (f) nature and value of cargo; (g) any 
other information bearing upon the risk. 


Pilots, Etc. 


Pilots, Navigation Officers, Engineers, 
Wireless Operators and Mechanics. Pol- 
icies to cover death only and/or acciden- 
tal injury benefits may be obtained in 
amounts suited to individual require- 
ments. The schedules of accidental in- 
jury benefits are stated below, but these 
may be varied or amplified at need. 


tificates of insurance covering the fol- 
lowing. benefits: 
CR RPRUES coc oon Ss canes dtecasccnveaieivasel $2,500.00 
(b) Loss of two limbs or both eyes, or one 

limb and one eye or permanent total 


CUNO io oi nig dnd dakensgacv cant 500.00 

Loss of one limb or one eye............ 500.00 
(c) Temporary total disablement (limited 

to 26 weeks) per week after first week 10.50 


Multiples of these benefits may be ob- 
tained by payment of multiples of pre- 
mium, but ordinarily only 10 multiples of 
the benefits (a) and (b) will be granted, 
and only 6 multiples of the benefit (c). 

_ The following is the essential informa- 
tion required in order to quote premiums 
for passenger risks VI and VII: 

(a) Period of the policy; (b) route or geo- 
graphical limits; (cy nature of the flying; (d) 
type of aircraft and engine; (e) owner of 
aircraft—if owner is also the pilot state his ex- 
perience and qualifications; (f) any other in- 
formation bearing upon the risk. 

Legal Liability to Passengers 

Legal Liability to Passengers: It is 
recognized that the provision of definite 
insurance benefits for passengers as 
above suggested does not enable the 
aircraft owners to escape legal liability 
entailed by the laws of various coun- 
tries. Policies may be granted covering 
this liability. 

The following is the information es- 
sential in order that a rate of premium 
may be quoted: 

(a) Types of aircraft employed. 

_ (b Nature of the flying to be undertaken, for 
instance, whether aerodrome flights only or 


cross-country or flights from one specified place 
te another specified place. 


(c) Geographical limits of the flights to be 
undertaken. 


(d) Copy of flight ticket issued, if any. 

(e) Copy of any contract under which the 
Passenger contracts cut his right for indemnity 
or damages in respect of injury. 

(f) Particulars as to size, shape, contour and 
surface of aerodrome. . 

(g) Minimum passenger fares. 

Employers’ Liability 

In most countries a very serious liabil- 
ity is placed upon employers in respect 
of injury to their employees, which, in 
the case af aviation firms, is undoubtedly 
a heavy risk, both as regards pilots and 
mechanics who fly. The underwriters 
will arrange for these risks to be cov- 
ered at adequate premiums. 

The following information is essential 
in order that a rate of premium may be 
quoted: 

(a) Types of aircraft empfoyed. 

_ (b) Nature of the flying to be undertaken, 
i. e., whether aerodrome flights only or cross- 
country or flights from one place to another. 


(c) Geographical limits of the flights to be 
undertaken. 


CUT TOURIST BAGGAGE RATES 








North America Quotes 114% Including 
Pilferage; Others Increase 
Commissions 
Platt, Fuller & Co., managers of the 
Insurance Company of North America 
located on Beaver Street, New York City, 





SCHEDULE 
° Il Il IV Vv VI 
MAAN ype dare a cet ee Soe N ee seco secdeccsss $2,500 $5,000 $10,000 $15,000 $20,000 $25,000 
Loss of two limbs or both eyes, or one limb and one 
eye or permanent total disablement.......... 2,500 5,000 10,000 15,000 20,000 25,000 
Loss of one limb or one eye.......c.ceceeccceeceeee 1,250 2,500 5,000 7,500 10,000 §=12,500 
Temporary total disablement (limited to 26 weeks) 
after Ist week—per week...............cccecccceece 25 30 35 40 45 50 





Any one or any combination of the 
above benefits or lower benefits may 
be arranged. 

These policies may be based upon 
a period or upon distance flown. In 
this way those who fly only occasion- 
ally may secure rates of premium in 
ae with the limitation of their 
risk. 

(For exclusions and conditions see 
Proposal Form for Pilot’s Risks.) 


Passengers 


Passengers. Policies may be granted 
as in the case of pilots for individual 
risks whether in respect of a particu- 
lar flight or flights or in respect of a 
period. 

(For exclusions and conditions see 
Proposal Form for Passenger Risks.) 
Passengers -(Trust Policies) 

The Underwriters desire to draw at- 
tention to its special scheme of Trust 
Policies accorded to air transport com- 
panies and to flight ticket agents, under 
the terms of which these companies 
and agents may issue to the public cer- 





have reduced the rate for the broad form 
of tourists baggage insurance, including 
pilferage, to 144% per annum. This is a 
reduction of %%. 

The action taken by Platt, Fuller & Co., 
is understood to have been taken to meet 
the action of the Home, the North British, 
the Globe & Rutgers and others in in- 
creasing the brokerage commission on this 
line from 15 to 20%. 

The new rates which became effective 
May 19 follow: 


Within and between United 

States and its Possessions, 

Alaska, Canada, Bahama Islands, ee ae 
Bermuda, United Kingdom of &- $2 a So 
Great Britain and_ Ireland, Ra G3 ro as 
France, Belgium, Holland, Ger- &~ as & < 


many, Switzerland, Denmark, 
Norway, Sweden, Italy, China, 


Japan and the West Indies. 
First $2,000 or less........... 
Each additional $100 in ex- 

cess’ of $2,000............+.- 1% 1% 
MINIMUM PREMIUM $3.00 
World Wide ............. 





First $2,000 or less.. 3% 274% 
Each additional $100 in ex 
cess. of., $2,000.........<<. 14% 14% 


MINIMUM PREMIUM $10.00 
Commission 15% 







































































































































































| DEFENDERS OF 
AMERICAN LIBERTY 
Our Seven Generals 


1822-1885 
“Let us have peace.” 


The rank of General has been conferred on but seven of our military 
men in the history of the Country. 


“With everything AMERICAN 
tomorrow is secure,” 


Reproduced by THE AMERICAN 
INsurANcE Co. of Newark, N. J. 
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two Organization Men 
‘Answer Agents’ Fire 

BREEZY SYRACUSE SESSION 

Rhoades and Michelbacher Give Com- 


panies’ View at Annual Meeting 
of New York Association 








Syracuse, N.*Y., May 26—Company 
men and local agents came into inti- 
mate contact at the first session today 
of the forty-third annual convention here 
at the Hotel Syracuse of the New York 
State Association of Insurance Agents. 
Over two hundred and fifty agents 
listened with close attention while two 
branches. of insurance, fire underwriting 
and workmens’ compensation coverage, 
were put on the grill and made to de- 
fet themselves. 

umner Rhoades, secretary | of the 
New York Rating Organization, ex- 
plained the work of simplifying fire rat- 
ing rules and“ predicted satisfactory re- 
lief within a reasonable time, and G. F. 
Michelbacher. of the National. Bureau 
of Casualty & Surety Underwriters, for 
over an hour explained compensation 
rate making and argued to justify recent 
radical increases in those rates. Inter- 
est became so intense that luncheon was 
delayed half an hour and even then the 
distussion was cut short. 


Rhoades Predicts Simplification 

Mr. Rhoades’ talk was closely related 
to the report of W. H. A. Munns on 
conferences with the Rating Organiza- 
tion in which the latter told of many 
delays incidental to getting the fire rat- 
ing rules revised. Mr. Rhoades said re- 
sults would not be so long delayed as 
feared, and that simplification would 
come soon. The Eastern Union and the 
Western Union are trying to get to- 
gether on a few points, but on the many 
details it requires too much time to have 
procedure exactly similar. 

In the Eastern Union Mr. Rhoades 
predicted innumerable conferences on 
the basis of Mr. Munns’ simplified rule 
plan, but the Rating Organization is 
favorable to the plan and it most likely 
will be adopted. Reasonable harmony 
is expected, and within about a year, a 
short time considéring the worked in- 
volved. It is hoped especially to 
simplify the gasoline rates. The Rating 
Organization wants to meet agents with 
helpful assistance. It has, Mr. Rhoades 
said, much power which, Aowever, has 
never been used abusively. 

Turning from discussing ratifg rules, 
Mr. Rhoades pointed out the need for 
larger amounts of fire insurance on 
property, the value of which has con- 
siderably increased. Out of all fire 
losses only 5% are total, leaving 95 per 
cent of them partial losses. Of the lat- 
ter about 25% have co-insurance clauses 
in their contracts. He urged agents to 
get busy on the large amount of unwrit- 
ten insurance now outstanding for one 
way the companies cag make an under- 
writing profit isto secure a greater 
volume of insurance on under insured 
property. 

E. H. Warner of Buffalo, reported on 
conferences with casualty. companies, 
following President Beach’s reference to 
rate increases and attended troubles 
with compensation.: insurance. Mr. 
Warner told-ef the coming’ increase in 
compensation rates of 12 per cent, mak- 
Inga total inckease of 23 per.cent with- 
ma single year. This ha& meant a 
steady deflection*of good risks to mutual 
companies, arousing irritation among 
Stock company agents. 

Mr. Warner likewise accused com- 
panies and agents alike of flagrantly dis- 
regarding rate rules and cited instances. 
Another abuse engaging attention was 
the establishment. of bratich. Company 
offices and the payment of full agency 
Commissions.:ta. non=policy writing per- 
Sons employed by these branch offices. 

Michelbacher Explains, Rating 
Fundamentals 


Mr. Michelbacher led up to his refer- 


ences to New York State rates with an 
exhaustive explanation of. rate-making. 
fundamentals. Rate making, he stated, 
has had a ba¢name and is charged wit 
being involved; mysterious and a 
cated. Thi’ Mr. Michelbacher denied, 
saying compensation rate making is not 
essentially intricate but difficulties arise 
because people. do not understand the 
terminology used and without that 
knowledge an insight into the process 
of rate making is impossible. 

Analyzing the rate, Mr. Michelbacher 
said it represents the cost of insurance 
for each $100 of payroll, the latter being 
the unit, of;smeasurement, the payroll 
basis beMmg* used because information 
is conveniently obtained from employ- 
ers’ records and in addition benefits are 
closely related to wages. The rate 
itself is formed by adding the pure pre- 
mium or the expected loss and the ex- 
pense loading, the latter being 40 per 
cent. 


What Goes Into the Rate 

A compensation rate must meet three 
tests, according to Mr. Michelbacher. 
It must be adequate to pay costs and 
losses; must be reasonable, or not too 
high for policyholders to pay; and finally 
should be non-discriminatory. 

After going more deeply into experi- 
ence rating and classification of hazards, 
the speaker introduced the element of 
time, saying rates are always based on 
experience at least more than a year 
old. This creates a serious problem. 
Many things can and often do happen 
between the time the experience of one 
policy year is studied for rate purposes 
and the rate applied. For New York 
State the experience of New York alone 
is used and not that of the whole coun- 
try. Rates are not being changed here, 
declared Mr. Michelbacher, because 
someone wants them changed, but on 
the basis of a hard, cold.scientific proc- 
ess with guessing eliminated. Companies 
in this state have lost millions of dol- 
lars within the last few, years. Inthe 
policy year 1923 stock and mutual com- 
panies wrote about $34,500,000 in com- 
pensation premiums. Net losses equalled 
$25,000,000 and expenses; based on 40% 
of the premiums, were about $14,000,- 
000, bringing the total outgo to $39,- 
700,000. When substantial losses, such 
as these, are incurred, Mr. Michelbacher 
said, rates must be increased. 

Both Mr. Warner and Frank L. Gard- 
ner of Poughkeepsie quizzed Mr. 
Michelbacher after he had concluded 
his main address. Mr. Gardner spoke 
of some industrial establishments which 
he said were not correctly reporting 
their payrolls and were thus getting 
their compensation coverage at reduced 
rates. Mr. Michelbacher doubted 
whether that practice is widespread. 

. H. Thom, vice-president of the 
Standard Accident, arose to say that 
his company kept an acé¢urate check on 
accident frequency and payroll manipu- 
lation. : 


Convention Opens 

After meeting for several years at the 
Hotel Onondaga, the convention this 
year is being held at the new Hotel 
Syracuse, a large and beautiful building 
recently opened. The ballroom on the 
tenth floor where all the sessions are 
held is as spacious and finely decorated 
as many New York City hotel ball- 
rooms. At one end tables are set for 
the Tuesday luncheon given by the Buf- 
falo Board of Fire Underwriters and 
for the convention banquet, while the 
other half of the ballroom constitutes 
the convention hall. 

Ward H. McPherson of Buffalo, vice- 
president of the association, who made 
the response to the address of welcome 
by Carroll D. Knapp, president of the 
Insurance Agents’ Club of Syracuse, 
finds that task one of the chief functions 
of a vice-president. President Beach is 
willing to deliver his report, several 
pages in length, but insists on his vice- 
president being burdened with some job, 
and that is to reply to all gracious ad- 
dresses of welcome. : 

Fred V. Bruns; president of the Ex- 
celsior, likeWise-a leading member of 
the associatiofi, is being constantly con- 
gtatulated here on the progress he has 





made with the reorganization of the 


company. He is selecting his agents 


carefullly and he will be nicely estab- 
lished throughout New York State. 
Robert Dey, a wealthy citizen of Syra- 
cuse, who is well thought of in com- 
mercial circles, was last week elected 
chairman of the board of the Excelsior. 
Among the company and organization 
men -here are Spencer Welton, vice- 
president of the Fidelity and Deposit; 
Jesse S. Phillips, manager of the Na- 
tional Bureau of Casualty and Surety 
Underwriters; and-J. H. Thom, vice- 
president of the Standard Accident. 


Membership: Increases 

The paid membership of the associa- 
tion increased during 1924-1925 from 
658 to 696 agents, 85 new members hav- 
ing been added, while over 40° resigned 
or were dropped for failure to pay dues. 
Chairman W. Boyd, Jr., of the member- 
ship committee recommended the ap- 
pointment of a committee to conduct a 
drive for new members during the com- 
ing year. This request was unanimously 
endorsed. Finances of the association 
are in the best condition they have 
been for several years with over $5,000 
now in the bank. 

The Excelsior held a reception today 
at their new home offices for Superin- 
tendent James A. Beha. Most of the 
agents went down to wish F. V. Burns, 
Hosmer and their associates all sorts 
of good luck. 


Work of the Local Boards 


Agents from various parts of the state 
told of the work done by local boards 
at the afternoon session. Most of these 
boards are doing well, getting the sup- 
port of the majority of agents in their 
respective - localities and maintaining 
harmony among the’ agents themselves. 
Among those who spoke were C. A. 
Porth, Albany; J. D. Kinney, Ithaca; 
W. M. Fiero, Middletown; S. C. Good- 
rich, Newburgh; H. F. Norman, Oneida; 
F._L. Gardner, Poughkeepsie; G. T. 
Amsden, Rochester; J. G. Smith, Rome; 
E.. A. Beach, Syracuse; P. W. Decker, 
Catskill; C. F. Brown, Cortlandt; John 
Henderson, Herkimer; and _ Richard 
Cary, Niagara Falls. 

Chauncey S. S. Miller, advertising 
manager of the North British & Mer- 
cantile, put over a good talk on agency 
advertising. One point he made was 
that an advertisement to draw business 
must be brief as regards text and ap- 
pealing. 


End of Auto Locking Device Credits 


R. H. Goodwin, head of the Fireman’s 
Fund automobile department in the 
East, predicted the early reduction and 
eventual elimination of credits for auto- 
locking devices: These credits will be 
transferred to the co-incidental lock, 
which will be a built-in feature of a car, 
and which willl lock automatically when 
the driver turns off his engine. 

Cecil Bethune, president of the On- 
tario Fire & Casualty Agents’ Associa- 
tion, was a guest at the convention and 
briefly described the successful opera- 
tion of the agency qualification Jaw in 
Ontario. The number of agents there 
has been reduced from 7,000 to 5,000 
licenses being refused to bank agency 
applicants and to all those who, already 
in some business, might try to influence 
assured by pressure in placing their 
policies. Persons engaged in the auto- 
mobile business particularly are barred 
from securing insurance licenses. 





THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE j 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
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J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
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NEW YORK 
Hewle, Jarvis & Wright, ine., General Agents 4 
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“THEWORLD 


1s mine /” 
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exultantly exclaimed 
the Count of Monte Cristo 
in the play of that name 
as the hero started on his 
roadto fortune 

Good Agents Every- 
where who can qualify 
for unassigned territory 
may likewise have the 
benefit and satisfaction 
of saying : 





HOME OFFICE : 670 MAIN STREET HARTFORD, CONN. 
WESTERN DEPT,: 410 NORTH MICHIGAN AVE, CHICAGO, ILL. 
DACIFIC DEDT.: 219 SANSOME ST. SAN FRANCISCO, CAL. 
” Then give toTHE WORLD the 
best you have andthe 
best will come backt 
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C. J. Ayres Tells How He 
Built His Agency 


TRAINS HIS CLERKS TO SELL 





Popular Up-State Agent Gives Good Sell- 
ing Ideas to New York State 
Association Meeting 





Clinton J. Ayres, of Saranac Lake, N. 
Y., who has won a reputation for being 
one of the most successful local insur- 
ance agents in this state, described to 
the New York State Association of In- 
surance Agents’ convention at Syracuse 
on Wednesday morning, some of the 
methods he is using to build up his 
premium income. Having proven him- 
self to be successful through the use of 
his own ideas Mr. Ayres’ talk was 
listened to with great interest by those 
present at Syracuse. 

Mr. Ayres said in part: 


“Today's demands for protection for 
a business not only call for fire insur- 
ance, but for nearly every other pro- 
tection, such as use and occupancy, lia- 
bility compensation, etc. After all these 
benefits based on a small annual payment 
known as premium, made up from the 
law of averages, are as legitimate a 
charge on the business as its pay roll. 
My argument to meet question of cost 
is ‘insurance is the watchman on the 
job 365 days each year, 24 hours each 
day, and the least expensive man on the 
pay roll.’ 


“The method of distribution of this 
commodity to the public is the American 
agency system, and I contend that any 
efficient multiple line agency that is so 
organized and equipped to meet such a 
public need is surely rendering a real 
service to the community in which it 
functions. 

“Some years ago, Mark Twain, speak- 
ing at a dinner of insurance men, said: 
‘There is no nobler field for human ef- 
fort than the insurance business. If a 
man of Mark Twain’s mental make-up 
could take such a serious view of our 
business, we certainly should be able to 
get an inspiration that will spur us on to 
greater and better service. 

“Insurance is being looked on more 
and more as a profession and the agent 
as a professor. In the smaller commun- 
ities where the averages are small, the 
multiple line agency is required to meet 
the community’s need and also to estab- 
lish a livelihood for the agent. 

“A multiple line agency. can only be 
built up successfully by developing all 
lines of insurance protection, not only 
fire insurance, but protection from every 

- hazard, or fear of loss from any condi- 
iton or circumstance, to which man is 
liable—first, by studying the question 
carefully and learning how to sell the 
idea, for after all the insurance business 
has no material thing to sell, but rather 
is an idea of protection and we must 
make this idea our own before we can 
sell it. 


The Monday Night Forum 


“My own endeavor to build up a 
multiple line agency, I have developed the 
idea that every person in my agency 
should be thoroughly familiar with every 
phase of the business, insofar as this is 
possible. Working toward this end, last 
October we formed an office organization 
known as the “Monday Night Forum” 
which meets every Monday night from 
5 to6 o'clock. The meetings are presided 
over by one of the office staff and are 
held whether the principals are present 
or not. Subjects are assigned two weeks 
in advance, studied for a month, then put 
into actual practice. Particular attention 
is given to fire insurance side lines and 
selling methods. The purpose of the 
forum is to familiarize every person in 


the office with the details of underwrit- . 


ing in order to give the best service to 
our clients. 

“During the month of December we 
studied rent and business interruption in- 
surance. To shaw the advantages of our 


Monday Night Forum, we were prepared 
for two of the greatest fires our’ com- 
munity has ever experienced: The fires 
came in January and we went out and 
sold 89 rent and business interruption 
policies. 

“Tt will be seen at once how the Forum 
increased the efficiency of the agency 
to a marked degree. Quite noticeably 
some of our clerks who had been in the 
habit of stating that “Mr. Ayres” or 
“Mr. Greene is not in” when a prospect 
came in the office, gave evidence of their 
better understanding and showed a de- 
sire ‘to assist the client and sell policies. 
After a month’s study of automobile in- 
surance, I, discovered one of the girls 
selling an Aetna automobile liability pol- 
icy to a client who came in with mutual 
circulars and figures. We will agree that 
it is always pleasing when we are able 
to get the signature on the dotted line 
ourselvse, but it has been a great satis- 
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faction to me to see one of my girls 
demonstrate her ability and_ better 
krfowledge of the insurance business. I 
realize that this interest has been brought 
out by the Monday Night Forum. 


Premium Payment Plan 


“In order to make payment of pre- 
miums as easy as possible, we established 
a way for easy payments known as ‘the 
Ayres Agency Premium Payment Plan. 
This plan makes it possible for our 
clients to pay their insurance and taxes 
on a monthly payment basis. In other 
words, they pay at our office each month 
one-twelfth of their annual insurance 
and tax charge and when a premium 
comes due, the office pays it. This plan 
keeps us in closer touch with our as- 
sureds; we see them twelve times a year 
where otherwise we would rarely see 
them... This plan also gives us a record 
of all insurance they carry. 





GOING AWAY? 
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8 be California or Florida in win- 
ter. Home again in spring. To 
the beach or the mountains in the 
summer. To Europe all seasons. 

Americans are great travelers— 
always on the move. Why not? 
They can afford it. And traveling 
Americans can afford good clothes, 
jewelry, furs and other. personal ef- 
fects that travel with them. 

You know what’s coming. 
Baggage Insurance {Tourist’s 
Personal Effects Floater} 
of course — written on 
the annual basis. Renews 
just as a fire policy does. 

Now is about the season 
when plans are being made for an- 
other “Going Away.” Test out the 
possibilities of travel protection. 


Write any of the offices listed below 
for detailed information. 
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Eastern Department 
10 Post Office Square, Boston 











FIREMAN‘ 
INSURANCE, COMPANY 


HEAD OFFICE - SAN FRANCISCO 
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Western Departinent 


76 W. Monroe Street, Chicago 
Atlantic Marine Department + 72 Beaver Street, New York 

























“Naturally the service of an agence 
that is most appreciated is the prompt 
payment of losses. The assured, in his 
dark days after the shock of a fire is 
certain to get new hopes when he segs 
the agent coming with a check to off- 
set the disaster. It has always been oy, 
endeavor to be with our assured prompt: 
ly when in trouble. For instance on 
January Ist, of this year, when we had 
the fire in the Berkeley Building, jn 
which: our own office is located. there 
were ‘nine assured covered through oyr 
office. Before the fire was out and while 
our own office furniture was out in the 
street, companies were notified by tele. 
graph; I ‘had ‘the General’ Adjustment 
Bureau on the ’phone and got the prom- 
ise of the adjuster to be on the ground 
the next noon. He came promptly and 
together we advised the assured how 
to prepare their claims and within seven 
days every loss was adjusted, including 


Southern Department 
_ Hurt Building, ing, Atlanta 
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tances where an assured knows how 
prepare his loss claim and they ap- 


preciate oUF assistance. _., 


“We use newspaper space regularly, 
but I have come to the conclusion that 
genera! advertising of service, using at- 

tive copy, is more effective than to 
+ to educate the public by advertising 
‘cific lines. We use the newspaper 
- general advertising and the com- 
ies’ folders and pamphlets for the 
ious specific lines, such as rental, busi- 
ss interruption, automobile insurance, 

Ith and accident and casualty lines. 


i hotel building loss. I find very few 









il ’ Utilizing Home Office Talent 
i 4] feel that the average insurance 
! ency has lost sight of its opportunity 
'W enlarge its field of activity by utilizing 
the talent that is at its command in the 
ifrains of the advertising man in the 
ome office. Here is a point of con- 
act that can be worked out to mutual 
mnefit of company, agent and client. 


jiWe may know the insurance needs of 
‘ar community, but if we do not let our 
mmunity know that we know, it will 
like kissing the picture of a girl in 
dark; neither she nor anybody else 
fiows what you are doing and nobody 
tares. 
| *The insurance business is a matter 
éf confidence and good will and is to my 
@ind a triangular combination with the 
agured, the agent and the company 
forming the three equal sides. It is a 
tter of mutual confidence and good 
will between company and agent and be- 
tween assured and agent. The agent can 
we the confidence of his company by 
ducting his agency in a thoroughly 
siness-like manner; by keeping a proper 
Actounting system and by prompt pay- 
went of balances; by careful selection 
irsie taking only such risks as he 
‘would take were he to pay the loss him- 
self, not make the selection of his risk 
the Scotchman did his wife. A young 
working for a Scotch farmer asked 
-.a night off to go to see his girl. 
en he appeared with a lantern, the 
tchman took him to task for his ex- 
avagance in carrying a lantern, saying 
When I was young and went courting, 
I fever carried a lantern’—to which the 
young man replied: ‘Yes, and see what 
you got.’ 

‘So if we carry a lantern and properly 
inspect our risks, the company will know 
it}and will be glad to cooperate with us 
if, rendering service to our clients, for 
after all the company is not. insuring a 

n, a store, or a house, but are insur- 
i our clients. 

‘We must not forget that most im- 
poftant element necessary in the build- 
ig of a multiple line agency, work— 
WRK—W ORK. Every client on our 
réfords, covered by any particular con- 
trg@ét is a prospect for some other line. 
Kor instance, a householder insuring his 

mse and furniture is a prospect for 
ital value insurance; nearly every 

hess is a prospect for business inter- 
jon, liability, etc., but it takes work. 
So in building a multiple line insur- 
ee agency, it is a matter of detailed 
Howledge, an office properly organized, 

L equipped, - intelligent advertising, 
k and above all, confidence, good will 
-real service.” 

























_ NEW INCORPORATIONS 

he Bartley. Agency Corporation, New 

k City, has been chartered with 200 

wes stock non-par value to conduct 
surance agency. T. A. N. Bartley, 

VY. Ban Voorhis and H. Nobbs, 1 

ishing Square, Manhattan, are direc- 
Han subscribers. 

. 4he Premium Accommodation Corpo- 

ration of America, Insurance, New York 





cal has been chartered, with $20,000 
3 a 
L. F, 


LE. Gallen, 315 West 97th Street; 
Manheim, 69 E. 92nd Street; and 


Ra JNesser, 240 East 94th Street, New 
York City, are directors and subscribers. 


‘Create a Correct 
Public Opinion 


PALMER’S ADVICE TO AGENTS 





Manager of Chicago Board Says Insur- 
ance Business Is Not Getting 
Recognition Due It 





Errfest Palmer, manager of the Chicago 
Board of Fire Underwriters, who has 
become one of the most sought-after 
speakers at insurance gatherings, spoke 
at the banquet Tuesday evening of the 
New York State Association of Local 
Agents during the annual convention at 
the Hotel Syracuse, Syracuse, N. Y., 
on the necessity for creating correct 
public opinion with reference to insur- 
ance. He said that insurance should re- 
ceive better support from the public than 
has so far been obtained and it can be 
if insurance men have the courage of 
their convictions to make a fight for 
their rights. 

“The business as now conducted needs 
to make no apology to its customers, the 
public or to the state officials who super- 
vise it,” said Mr. Palmer. “The public is 
not. going to study our business. It is, 
therefore, up to us to sell the insurance 
business to the public instead of merely 
selling insurance. 


Entitled to Fair Profit 

“We are entitled to a reasonable trade 
profit. We are in business to make a 
profit. .We have a right to do so and 
we ought not to be ashamed to say so. 
The risks involved are greater than any 
other big business today but the returns 
on the capital invested have never been 
commensurate to that risk. The rates in 
the main through the country are too low 
and we ought to charge what our prod- 
uct is worth. 
_ “The situation with regard to loss ad- 
justments is capable of improvement. The 
present study being given that question 
offers hope of proper solution. There 
is just as much harm to the business in 
being too liberal as in being too tech- 
nical and our present fault is the for- 
mer. 

“We should stop talking about insur- 
ance premiums as a tax on business. 
Tax gatherers have always been unpopu- 
















lar. The insurance premium. is* not. a 
tax. It is a price-paid for a necessity. 
That necessity is worth all the public 
now pays for it and more too. 

“The business needs plain, straight for- 
ward thinking and talking and the solid 
business men of the country and through 
them, public opinion can be swung to 
the side of stock fire insurance if every- 
body in the business will take a firm 
stand. 

“More care, of course, must be used 
in the selection of our representatives. 
Customers judge the business by the 
people who present it to them. The day 
of slip shod-agency methods and of in- 
competent agents has passed. 

“The treatment of any great business 
by the legislature is more or less the 
fault of that business. We have been 
too busy selling our goods to sell the 
business. Conditions are improving and 
stock fire insurance is in a stronger and 
surer position today and has a better 
case to lay before the people than ‘it 
ever had.” 





Nine Companies Join the 
National Board; Seven Resign 


During the last year nine fire insurance 
companies have been elected members 
of the Natinoal Board of Fire Under- 
writers and seven companies have re- 
signed for various reasons including 
liquidation. Five of the latter were for- 
eign admitted companies. Since the 1924 
annual meeting of the National Board 
seventeen prominent executives con- 
nected with Board companies have died. 
Following are the changes in member- 
ship of the board: 

Elected—American Foreign & Marine 
of New York; Columbia Fire of Dayton, 
Ohio; Federal Union of Chicago, IIl.; 
Harmonia Fire of Buffalo, N. Y.; Inde- 
pendence Fire of Philadelphia, Pa.; 
Queensland of New Zealand; Sentinel Fir 
of Springfield, Mass.; Travelers Fire of 
Hartford, Conn.; United States Mer- 
chants & Shippers of New York. 

Resigned—Hawkeye Securities Fire of 
Des Moines, lowa; Liberty Fire of St. 
Louis, Mo.; Metropolitan National of 
Havana, Cuba; Nationale Fire of Paris, 
France; Paternelle of Paris, France; 
Phenix Fire of Paris, France; Second 
Russian of Petrograd, Russia. 


Chafe at Delay in 
Rate Rule Changes 


AGENTS ARE SEEKING ACTION 





N. Y. State Association Believes Com- 
panies Should Not Put Off Reforms 
Longer 





More speedy action on changes in fire 
rating rules with reference to New York 
State was urged by William H. A. Munns, 
chairman of the Conference Committee 
with the Fire Rating Organization, be- 
fore the annual convention in Syracuse 
this week of the New York local agents’ 
association. Mr. Munns is a member of 
Bruns, Allis & Munns, one of the large 
local agencies in Syracuse, which agency 
is identified with the Excelsior Insur- 
ance Company. 

Mr. Munns said in part: 

“The Conference Committee with the 
Fire Rating Organization has no reason 
to point with pride to any accomplish- 
ment during the period since its report 
to the 1924 annual meeting of the Asso- 
ciation. As we now read over the pos- 
sibilities contained in that report, we 
realize that our optimism, if not entirely 
unfounded, was at least many months 
premature, as none of our hopes for a 
simplification of the General Rules have 
been realized; we are just where we 
were in June, 1924. 

“During the summer of 1923, we had a 
most satisfactory understanding with 
Secretary Rhoades regarding co-opera- 
tion on rule changees, and in the fall of 
that year we had suggestions before the 
Rating Organization on a dozen or more 
rules upon which, in February, 1924, we 
were advised that the Council of Rating 
Managers had made several favorable 
recommendations to the Uniform Rules 
and Clauses Committee. All this evi- 
dently convinced the Governing Com- 
mittee of the Organization that a general 
revision would be desirable and led to 
the appointment of a Special Committee 
on Rules. The late F. W. Jenness was 
called upon by that Committee to pre- 
pare revisions but had hardly started be- 
fore the Uniform Rules and Clauses 


Committee heard of it and decided that 
it was time to remodel the Eastern Union 
rules. 


These rules being basic, the Rat- 
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ing Organization revisions Wwéré~Side- 
tracked and Mr. Jenness was prgssed.into 
service by the Eastern. Union #®’We un- 
derstand that he had done an immense 
amount of work and had the subject 
pretty well in hand at- the time of his 
death. 

“Tf we could stop the story here, we 
might again revive our optimism, but at 
this point the Western Union wakes up 
and decides that it, too, wants to be 
simaplified and the result is a compact 
between the Eastern and Western Unions 
Yor a joint review with a view to said 
simplification. 

“Now, therefore, in lieu of everything 
else we have before the companies, we 
would like consideration of one sugges- 
tion; that the insurance company talent 
in this territory concentrate on its own 
rules and bring about some reform for 
New York without waiting for the opin- 
ion of the rest of the country. We be- 
lieve the company officials made a wise 
choice in the selection of Mr. Jenness 
for his recent service and would be glad 
to see the decision of rule matters put 
entirely in the hands of such practical 
men as Secretary Rhoades of the New 
York Office, Manager Daw of the Syra- 
cuse Division and Manager Sigison of the 
Buffalo Division.” 


Daily Reports 
Continued from page 17) 


The handling of correspondence consti- 
tutes a very important factor in your 
work. Your company is judged by the 
letters which leave its office. Among all 
things be prompt. Endeavor to reply to 
a communication the same day it is re- 
ceived. If information is desired by an 
agent or otherwise and the data cannot 
be furnished immediately, acknowledge 
the letter by return mail—stating that 
the information will go forward when 
secured, instead of withholding reply 
until you have obtained the information. 

Be careful what you say when dic- 
tating. The party receiving the letter 
may grasp an entirely different impres- 
sion from what was intended. Be brief 
and to the point. When you cancel a 
policy, say “cancel” and don’t beat around 
the bush. Be courteous, but not gushy. 
Agents dislike to receive letters, so only 
write them when necessary. Avoid the 
writing of humorous letters. If you are 
one of those funny chaps and know the 
agent personally, perhaps no harm and 
maybe some good will accrue, but be sure 
of your ground whenever you write a 
letter of that kind. Most of the letters 
received by an agent are requests for 
information, criticisms or complaints of 
some kind, so when you have an oppor- 
tunity of writing a letter of thanks, say 
for receiving a line on the agent’s own 
property, valuable information concerning 
a risk or whatever else it may be, don’t 
overlook the opportunity of doing so. 
Your agent will appreciate it and prob- 
ably note the company that sent it and 
think highly of it. 

Systematize your work. Endeavor to 
dictate your routine mail in the morning. 
You are probably better fitted to do so 
then than later in the day. Again your 
stenographer will appreciate it as it will 
give her an opportunity in the closing 
hours of the day to cheerfully write your 
telegrams and letters of cancellation, etc., 
arising from the receipt of late mail. 


Don’t examine daily reports haphazard. 
Adopt a system—it will save time, en- 
courage thoroughness and greatly facil- 
itate the visualizing of the risk. 

Study rules and regulations of the as- 
sociations or boards having jurisdiction 
of your territory. An examiner should 
know if a certain State uses the New 
York Standard form of policy. or has 
one of its own, what the resident agents 
law is and the commission to be allowed 
agents. Also if a license is required for 
a broker to transact business or receive 
brokerage and the cost of such certifi- 
cate, if necessary. 
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Stock vs. Mutual, Fund 
and Reciprocal 
HENDERSON ON COMPENSATION 


Deals With Place of Local Agent In 
Compensation Field in Address 
To Agents’ Association 








Defending the local agent’s right in the 
compensation field and tracing the compen- 
sation movement in the United States since 
its inception in 1911, John D. Henderson, 
of Herkimer, N. Y.,:in a talk this week 
at the annual convention of the New York 
State Association of Insurance Agents in 
Syracuse, told of the troubles the local 
agents for stock companies were up against 
in the old days in Michigan where they 
not only had State Fund and Mutual com- 
petition but reciprocal exchanges and cut- 
rate stock companies with no satisfactory 
State regulation, rates or rules. ~ 

He said that in competing with the 
State Fund and mutuals in New York 
he had always found his strongest sell- 
ing argument to be a frank analysis of 
the insurance premium dollar, showing 
his client just exactly how much went to 
expenses, how much went to losses, and 
how much to the local agent from the 
stock companies’ premium dollar, and in 
addition, showing him that the experience 
of stock companies for the past few years 
had not been very profitable in compen- 
sation business. 

“With these facts in mind,” he said, 
“it is not difficult to persuade the pros- 
pect that promises of 25 and 30% divi- 
dends on the part of State Funds and 
mutuals over any great period of time 
are not based on good sound experience. 
From there it is comparatively easly to 
prove to the prospect the real value of 
genuine service on the part of the com- 
pany and agent. That this service is 
worth 174%2% seems fair to any big busi- 
ness man.” 


The Strongest Argument 

In addition to this, Mr. Henderson 
pointed out that one of the strongest argu- 
ments for stock insurance is complete re- 
lief from further liability when once the 
assured has paid his premium to a repu- 
table company with ample resources behind 
it, whereas, the argument of the State 
Fund that once having paid the premium 
the employer is thereupon free from 
further liability is really the greatest 
boomerang not only to the fair-minded 
employer, who never wants to see his in- 
jured employee suffer, but it is also un- 
settling to the mind of the injured em- 


ployee to feel that sometimes in the future - 


in case the Fund might get into financial 
difficulties his own claim would be left 
unpaid. 

He further pointed out that there are 
reasonable differences of opinion as to the 
interpretation of the statements so com- 
monly made by the State Fund in soliciting 
insurance, to the effect that there is no 
possibility of assessments. He said, “The 
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first provision of the premium adjust- 
ment section in the State Fund policy 
provides that an advanced premium may 
be later adjusted by reason of 1—Such 
modification, if any, of the rates, at which 
such premium is computed, as may be 
deemed by the State Insurance Fund jus- 
tified by the peculiar hazard of this in- 
dividual risk; 

“When it is borne in mind that there 
is further provision for the adjustment of 
premium and rates under the individual 
merit rating plan, there is only one reason- 
able conclusion that may be drawn, that 
is, whether it is called by such an un- 
pleasant name as an assessment, or whether 
it is called an increase in rate, or an in- 
crease in premium, matters little. The 
fact remains that there is provision for 
the payment of more money by the in- 
surer in the State Fund at some later date 
which was not foreseen at the time of 
purchasing the policy.” 


Mutual Dividends Diminish 


He then cited the constantly diminish- 
ing dividends of the compensation mutuals 
as evidence of the “handwriting on the 
wall” and predicted that the time would 
soon come when the differential would be 
less than the agent’s commission, and 
urged that the agent be frank in stating 
to his prospect that stock insurance is 
worth that difference and that he, the 
agent, stood. ready and prepared to de- 
jiver the service if the prospective assured 
would orily realize its value and pay the 
difference. “Fortunately, cut-rate stock 
companies and reciprocal exchanges are 
not allowed to operate in New York 
State, so, at least, in that respect the 
agents of this state are fortunate,” he 
said. 

In diagnosing the case, Mr. Henderson 
advised that the only effectual medicine 
to counteract such diseases is service to 
the assured by the local agent. He then 
illustrated several different ways in which 
the agent could be of real help to his as- 
sured, in settlement of claims, accident 
prevention, proper analysis of rate classi- 
fications in relation to his assured’s opera- 
tions, and last but not least, credit service. 

In concluding his talk, Mr. Henderson 
predicted that the State Fund and other 
forms of competitives coverage would al- 
ways be present in the business and be- 
lieved that this was really a good thing 
for the business as it furnishes the very 
contrasts necessary to make stock com- 
pany service and coverage attractive to 
the insuring public. 
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Know the Automobile . 
Policy, Says Goodwin 
SPEAKING BEFORE N. Y. AGENTS§ 


Says Agents Should Be Better Act 
quainted With Terms of Policy; | 
Many Cars Uninsured 








R. H. Goodwin, manager of the autg- 
‘mobile branch of the Eastern depart: 
ment at Boston of the Fireman’s Fy 
gave a talk on automobile insurang¢ 
problems before the annual convention 
of the New York State Association of 
Insurance Agents on Tuesday of this 
week at Syracuse, N. Y. -Mr. Goodwin 
was formerly manager of the Eastery 
Automobile Underwriters Conference be- 
fore going to Boston and is one of the 
best posted men on his branch of the 
business. Extracts from his talk fo} 
low: 

“Among the topics suggested I find 
one: what a local agent should know 
about automobile fire and theft insug. 
ance. This question, to my mind, can 
be answered effectively in four words: 
‘Know the automobile policy.’ This is one 
feature of the automobile business which 
has been subjected to very few change 
in the last five years, except as certain 
companies have elected to change the 
style of the contract to suit their in- 
dividual. ideas on appearance, arrange- 
ment and so forth. The text of the vari; 
ous clauses, conditions and exclusions jn 
the policy of 1925 is substantially the 
same as in that used in 1920 just after 
the demise of the valued form. 

“It has been my observation that: the 
man in the street has an amazingly vague 
conception of the actual conditions of a 
perfectly valid contract to which he be- 
comes a party when he accepts an auto- 
mobile policy and pays its premium, 
The layman is not expected to fully real- 
ize the importance to him of all the 
warranties and requirements in the pol- 
icy, but his broker and the company 
agent may properly be expected to in- 
form him, at least of those conditigns 
which vitally affect his interests. is 
applies especially to the exclusions and 
warranties which, if breached, may yoid 
the policy. : 

“Almost daily the company office must 
undertake the unpleasant task of jn- 
forming some policy-holder that his fe- 
covery rights have been vitiated by sgme 
circumstance entirely within his conffol, 
but either done or left undone thropgh 
ignorance of the obligation asstimet, 


Should Explain Fraud Clause 


“Closely related and affecting this gitu- 
ation is the clause under “Misrepresepta- 
tion and Fraud,” reading: “This e 
policy shall be void if the assured 
concealed or misrepresented any m 
rial facts or circumstance concerning ffl 
insurance or the subject thereof, of 
case of any fraud, attempted fraud, of 
false swearing by the assured, touchjng 
any matter relating to this insurangg' of 
the subject thereof whether beforg oF 
after a loss.” A great deal of empbar- 
rassment. when losses occur could be 
saved the company, the agent and the 
assured if the application of these waf- 
ranties could be made clear to the ‘as- 
sured at the time the policy is wrftté?, 
before ‘rather than at the time of 

“The policy contains also certain 
fic exclusions of which. the 
should be informed, i. e., the stal 
coverage on fobes, wearing appar¢ 
sonal effects, tools and ‘repair equ! 
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if there be other insurance ; if. the car 
is used for livery or carrying passengers 
for compensation, etc. a are nit 
merous other. exclusions, Fanties an 

conditions printed in the standard auto- 
mobile policy which are of importance to 
poth parties, but I will not take the 
time to quote them on this}occasion ; it 
is for these several reasons that I be- 
fieve the agent can bestservehis cus- 
tomer by making hims f thoroughly 
familiar with the autom ile policy and 
its several conditions. 


“Another topic suggested for me to 
talk about was phrased, {What can an 
agent do to increase automobile fire and 
theft’ business?”- Why not ‘dé’ precisely 
the same thing an agent does to increase 
any branch of his business: that is to 
say—keep everlastingly at it! I was re- 
cently informed that at a conference of 
national advertising men some statis- 
tics were quoted to. prove that 85 per 
cent. of all the merchandise sold is after 
the fifth call of the salesman, but only 
22 per cent. of the salesmen make that 
fifth call. While I am not in a position 
to guarantee the authenticity of these 
figures, | think it is safe to ‘say that in 
our line of business as in a great many 
others we are, perhaps, too much inclined 
to give up the case as hopeless when 
perhaps just one more try at it would 
insure success. 


Large Field Open for Agent 


“A perusal of the daily news cannot 
help but impress upon the general pub- 
lic the absolute necessity of insurance on 
automobiles and the fact that the com- 
panies are actually losing money year 
after year on their collision. business 
and on their theft business is indicative 
of the ever-ready market for this class 
of coverage, and since an automobile 
policy cannot be issued for theft cover- 
age only, or without fire, it does seem 
as though the application of a proper 
degree of real sales activity to the nu- 
merous prospects in every locality should 
bring about the desired results, and that 
the greater the activity and the more 
intensive the cultivation, the greater the 
reward to the agent. 


“Some agents are telling us that the 
rates on automobile fire and theft busi- 
ness are now so low that there is no 
longer any incentive to solicit the class, 
but I think this is a rather narrow view- 
point to take because the solicitation of 
an automobile fire and theft risk may 
bring with it the commercial fire insur- 
ance, compensation, liability and numer- 
ous other lines if the proper contact is 
made and the automobile service fully 
performed. 


_ “Some of you New York State folks 
just at this time are very much disturbed 
over the organization of some mutual 
automobile insurance companies which 
have been organized as a service feature 
in connection with some of your motor 
clubs, and the stock company men have 
been asked for some information to 
be used in discussing the merits 
of the stock and mutual program 
with the general public. You know, 
perhaps,, that it is not usually the 
custom of the stock companies to 
contribute much in the way of propa- 
ganda against the mutual organizations, 
reciprocals or inter-insurance exchanges, 
but I may tell you that I was very much 
interested in a very comprehensive and 
well-written article by Mr. G. E. Turner 
of the law firm. of Turner, Adams, Mer- 
rill & Locke, Chicago and Indianapolis. 
This article is entitled: “The Solicitor of 
Reciprocal Insurance, His Story and 
What is Wrong With It.” I am told that 
reprints of this article can be obtained 
upon application to the Casualty Infor- 
Mation Clearing House, 208. South La 
Salle Street, Chicago Illinois, and if you 
8entlemen in New York’ State are in 
ier any defensive arguments bear- 
Mg-Om the reciprocal. situation, I think 
you will be-repaid if you-will take the 
trouble to procure this intelligent presen- 
tation of the case, as prepared by an 
authority on the subject in the person of 
t Turner.”™ « --: = 
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New Pennsylvania Company Managed! 

‘by HoG, Hirt; Wm. J. Robinson, 

President; Gets Good Start i 

The Bri@@fhsurance Exchange is a 
new automobile insurance company re-|; 
cently formed’in Erie, Pa. It opened 
for business last week, and gives indi- 
cation of doing a good business. More 
than 100.new policy holders were se- 
cured a few days after it opened. The 
company>is. backed by insurance and 
business men of Erie, and has about 150 
stockholders. Offices of the company 
are in the Scott Block, Tenth and State 
Streets, Erie. : 

H. O. Hirt, well known insurance 
man, is manager and secretary of the 
exchange. Other officers are: Presi- 
dent, William J. Robinson of the Rob- 
inson Agency; Vice-president and As- 
sistant manager, O. G. Crawford; treas- 
urer, William J. Flynn, cashier of the 
Bank of Erie Trust Co., and general 
counsel, C. P. Hewes. 





BALLARD DINNER 


Many insurance men from all parts 
of the country attended the annual din- 
ner given at the residence of Sumner 
Ballard, following the annual meeting of 
the National Board. 


AGENTS MARE DIRECTORS 


Eight Local Agents})Now on Board of 
Excelsior of Syracuse; Three More 
to be Elected 


Five local insurance agents have been 
elected to the board of directors of the 
Excelsior Insurance Company of Syra- 
cuse, of which Frederick V. Bruns is 
president. The new directors include 
Clinton J. Ayres, Saranac Lake; Gilbert 
T. Amsden, Rochester; D. Edwin French, 
Auburn; James P. Doyle, Oswego, and 
Edward L. Haskell, Oneida. Eight of 
the present nineteen members of the 
board of the Excelsior’ are local agents 
and it is propesed to elect three more 
at a later date to fill vacancies now ex- 
isting. The other three now on the 
board are W. H. A. Munns, Syracuse, 
a partner in the agency with Mr. Bruns; 
Albert A. Copeley, Lowville, and Mr. 
Bruns himself. 

The capital of- the company has now 
been reduced to $200,000, which creates 
a surplus of $300,000. 





SIR ERNEST BAIN IN CANADA 


Sir Ernest Bain, one of the leading in- 
surance brokers of Great Britain, and 
a member of A. W. Bain & Co., arrived 
in Montreal lately on a pleasure trip, 
accompanied by his wife. 





WANTED: 


By a New York Fire Insur- 
ance Company, Agency Man- 
ager with general field and 
office experience to take 
charge of operations of 
agency field comprising thirty 
states. 
Box 1023, 


Eastern Underwriter, 
86 Fulton Street, 
New York, N. Y. 


The 











ELECT HAWLEY PRESIDENT 


Officers of the Buffalo Association of 
Fire Underwriters have been elected as 
folllows: President, Edward S. Hawley, 
of Wildworth & Hawley; Vice-presi- 
dent, Roy R. Brockett, of A. A. Bet- 
tinger & Co.; Secretary, F. W. Fiske, 
of Armstrong Roth & Cady; Treasurer, 
W. E. Boyd, and Manager, E. H. 
Sigison. 





The California Legislature has passed 
Bill A. B. 1070 making uniform the filing 
date of annual statements of assessment 
insurance companies. 
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Constitutes 
Insurance 
Salesmanship 


As in any other line, insurance salesmanship depends upon 
integrity, knowledge of the business, personal contact and quality 


The successful agent knows and is known by all the prominent 
men in his town. His reputation for honesty and as an authority 
on the insurance problems of his locality is established. 


Agents are assured of the “quality of their goods” when they sell 
Fidelity-Phenix policies. They know they are selling insurance in 
a strong American company that is able and willing to pay any 
just claims under those policies. 


ELITY-PHENIX 
FIRE INSURANCE CQO: 


SO MAIDEN LANE, NEW YORK,NY. 


CASH CAPITAL 
FIVE MILLION DOLLARS 


ERNEST STURM, Chairman of the Board 
CHICAGO 


MONTREAL 


PAUL L. HAID, President 


SAN FRANCISCO 
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The Earthquake Cover 


(Continued from page 1) 


point of the rocks, the rocks fracture 
and send out vibrations which give rise 
to earthquakes. In general these breaks 
occur along lines of weakness which 
the geologists call “faults” and when 
strains are again set up at a later date, 
renewed fracturing will take place along 
these lines of weakness. Consequently 
some fault lines are seats of recurrent 
earthquakes. For example, the San 
Francisco earthquake was along the San 
Andreas fault in California, a place which 
has been the seat of earthquakes in the 
past, and unquestionably will be in the 
future. Likewise, although perhaps some 
of the scientists disagree on this, it is 
generally conceded that the earthquake 
of February 28th is attributable to the 
Fundy Fault which extends from the 
upper part of the Bay of Fundy, off 
the southeastern coast of Maine down as 
far as a point almost directly east of 
Boston. Since the settlement of New 
England there have been recorded 230 
separate earthquake shocks, this since 
the year 1775. All of these, however, 
have not been attributed to the Fundy 
Fault as we are told there are numerous 
other faults throughout New England. 

Earth fractures and disruptions of 
property lines caused by earthquakes are 
usually limited to the immediate vicinity 
of the disturbance. The earthquake 
tremors, or waves, however, spread far 
and wide, shaking the earth’s crust at 
different localities with sufficient force 
to cause uneasiness to men and animals 
and even to bring disaster in case of 
violent disturbances. A locality situated 
at a distance from the seat of the dis- 
turbance, if located on clay or other de- 
posit easily shaken, may suffer more than 
« locality on hard rock nearer the frac- 
ture. The extent of earthquake damage, 
therefore, is not always a safe guide to 
the position of the original disturbance. 
In loose soil, sand or clay, fissures may 
open as the earthquake waves pass and 
engulf houses, drain lakes, and otherwise 
leave traces no legs evident than some 
of those in the vicinity of the main frac- 
ture. More frequently, however, a dis- 
tant locality experiences nothing more 
than a shaking, sufficiently pronounced 
to alarm those unaccustomed to feel the 
solid earth sway beneath them, perhaps 
causing a rush to the open street in 
search of safety from swaying buildings, 
falling pictures and crockery. 

The anticipation of more earthquakes 
in future months seems to have been 
already realized, for since the tremor of 
February 28, there have been two sepa- 
rate and distinct. shocks as has been 
mentioned in the forepart of this subject. 
However, there seems to be a decided 
uncertainty in the prediction of the 
geologist and it is apparent that they 
have no definite means of determining 
the number of earthquakes which will 
happen in the future, their locality or 
their intensity. 


The Rating Classification 


A standard form of policy has been 
adopted for writing earthquake insur- 
ance and uniform rates and rules have 
been formulated. 


There are four separate rates which 
apply throughout the United States with 
the exception of the territory under the 
jurisdiction of the Board of Fire Under- 
writers of the Pacific. The rates are as 
follows: 


Class A, 4c—No coinsurance. Build- 
ings occupied exclusively as 
private dwellings by not 
more than three families, 
including private garages 
and ‘private barns used in 
connection therewith. 


Class B, 4c—50% coinsurance. Fire- 
proof buildings of steel 
frame or reinforced con- 
crete construction. 


Class C, 5c—50% coinsurance. All 
buildings not included in 
classes “A” and “B,” not 


over five stories in height 
‘and not over 5,000 square 
feet in ground floor area. 


Class D, 6c—50% coinsurance. All 
buildings and/or structures 
not included in Classes “A,” 
mg: tee and ry Sed 


The following deductions may be used 
for coinsurance other than 50%, these 
deductions to be applied to the 50% co- 
insurance rates noted above for Classes 
ee aan “9.” 

60% 
10% 
80% 
90% 
100% 


coinsurance 
coinsurance 
coinsurance 
coinsurance 
coinsurance 


clause deduct 12%% 
clause deduct 2214% 
clause deduct 30% 
clause deduct 35% 
clause deduct 40% 

Provision is also made for writing 
policies’ on classes “B,” “C” and “D” 
subject to 25% coinsurance clause pro- 
vided a Pro ‘Rata Distribution Clause 
is used and the rate increased 50% 
over the existing 50% coinsurance rate 
applying to the risk. 

The rate on contents is the same as 
the building rate. 


The above rates are annual ones for 
each $100 insurance. Policies may be 
written for three years at two and one- 
half annual premiums or for five years 
at four annual premiums. 

When not in violation of law a mini- 
mum premium of $3 is charged. 


Rents, Rental Value, Use and Occupancy 
Rents or rental value insurance under 
form based on annual rents or annual 
rental value may be written on Class 
A risks at 75% of the flatfrate and on 
Class B, C and D risks at the 100% 
coinsurance property damage rate. 

Likewise Use and Occupancy Insur- 
ance under the Earthquake Form may 
be written at the same rates applying 
to rents and rental value covers. 

The policy covers damage caused by 
earthquake and/or, volcanic eruptions. 
It is also provided in the policy con- 
ditions that damage caused by a fire 
eccurring immediately after and as a 
result of an earthquake or volcanic 
eruption is covered under the Earthquake 
Policy, provided the shock is of enough 
intensity to cause a building or a mate- 
rial part thereof to fall, thus voiding the 
fire insurance policies covering the risk. 

Earthquake insurance applications are 
submitted quickly after an earth tremor, 
and the conclusion is therefore drawn 
that Mother Earth herself is the best 
selling point for the line. However, own- 
ers of large-valued properties and par- 
ticularly trustees and executors having 
a large amount of property under their 
care are usually ready to take out every 
kind of insurance protection which is 
procurable and we recommend these to 
you as the most likely prospects for 
earthquake insurance. 





MADE ASSISTANT MANAGER 

John Glendening has been appointed 
assistant manager of the Franklin Fire 
at its home office. Heretofore Secre- 
tary Harold V. Smith and Assistant 
Manager Walter Yeager have super- 
vised the business there, but it has grown 
to such an extent that an additional as- 
sistant manager was necessary. Mr. 
Glendening has been with the company 
for fifteen years. 





Great American 
Insurance Company 


- Devote . = 


INCORPORATED -1872 


mens JANUARY 1, 1925 


PITAL 


$12, 500. 000.00 


VE FOR thy OTHER LIABILITIES 


21, 338, 


.19 


ET SURPLU 


14, 337, 235.32 
48,176.197.51 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 
New York City 


WESTERN DEPARTMENT 
GC. R. STREET, Vice-President 
W. L. LERCH, Manager 
310 S. Michigan Ave., Ghicag», Ill. 


PACIFIC DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT .- 
NEW YORK—Wwm. H. McGee & Co., Geweral Agents, 15 William Street 
SAN FRANGCISGO—George L. West, Manager, 220 Sansome Street 
CHICAGO— Wm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
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Beach Raps Auto Club 
Mutuals in Report 


BOOSTS 





President of N. Y. Assn. Asks { 
port for Milwaukee Resolutio 


Calls Rates Too High 





Eugene A. Beach, president of 
York State Associaticn of Local 
in making his report at the ann: 
vention held Tuesday and Wedn 


this week at the Hotel Syracuse, < 
reviewed. events which led 
adoption of the Milwaukee resol): 
year and the amendment at Sava: 


1 SB 


February to make the declarati 
tive. He made a plea that the A 


adopt the proposed changes in the 


tution to enable the oificers and 
to cooperate in maintaining cer 


dards and in opposing certain pract 


In discussing other matters wi 
happened during the las: year 
Beach said: 


REGIONAL MEETINGS 


or ey 


ti Ie New 
Agents, 
ral con- 
sday of 
) Tacuse, 
to the 
On last 
iah this 
a effec 
/OCiation 
consti- 
inembers 
in stan- 
tises, 
ich have 
President 


Fighting. Auto Club Muituals 


“Early this year there came 


) Our at- 
tention notice of the efforts of Certain 
individuals connected with the New York 
State Automobile Association to form 
:nutual insurance companies for the purpose 
of writing insurance on the cars of mem- 
bers of the various clubs. Your state 
officers sensed a very serious danger in 
this to the members of the State Automo- 
bile Association and its affiliated clubs, It 
seemed wise, therefore, that some plan 
should be formulated to inform the officers 
of the Automobile Association and of the 
various clubs of the dangers which lurked 
in this movement. We first requested a 
conference as one Stare Association with 
another, asking we be granted a hear- 
ing in order that certair. facts might be 
presented showirg what we believed good 
and sufficient reasons why the plan was 
uawise. This request was curtly refused, 
We thereupon were compelled to go direct 
to the officers of local automobile clubs 
with this information, pointing out the 
dangers therein. Most men are fair 


minded, open to conviction and the presen- 


tation of these authentic facts led, 


are informed, to the refusal of 


so we 
the New 


York State Automobile Association to in- 
dorse the affiliation of that organization 


with these companies. 


“The sponsors for these mutual com- 


panies have carried cn a campaig 
representation, possibly through 
norance of certain fundamenta 
surance underwriting. The 


n of mis- 
their ig- 
Is of in 


opposition 


which has been led by gentlemen from ail 
over the State, many of whom are not 


insurance men, was open and aby 


and entirely in line with good prac 


with an honest desire to serve. 


ive board, 
tices and 
It is true 


that 1t became necessary to show absolute 


inaccuracies of certain stateme 


by the organizers of these comp: 
led upon 


these refutations were foun 
facts backed up by actual stat 
insurance history. 


nts made 
inies, but 


istics and 


“It is needless to call attention to the 


record of mutual automobile 


insurance 


in this’ state. The road has been a rocky 


one ahd is strewn with wrecks 
public, lured on by rosy promises 
dividends has repeatedly been su! 


disastrous and costly experiences. 


will undoubtedly hear more of t 


and the 
of large 
jected to 
You 
his sub- 


ject before the closing of this convention, 


and I caution you that the situa 
demand careful and continuous 


tion will 
watching. 


Four Regional Meetings 


“During the past year your 


attended four regional meetings, 


town, Buffalo, Utica and Newburg 


President 
James- 
she The’ 


attendance at all of these meetings 
‘the exception of one, was excellent 
the spirit and interest manifested by those 


present was encouraging. Had i 


here not 


been other unforeseen activities making 
necessary ihe diverting of the officers’ at 


tention in other channels, more 


of these 
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neetings would have been held. They are 
profitable and I trust the officers of the 
coming year May see fit to continue them. 
Your president also attended meetings of 
Jocal clubs at Utica, Binghamton, Oneida 
and Ithaca. In each instance there was a 
splendid spirit and an earnest desire ou 
the part of the clubs to co-operate with 
the work of the State Association. There 
are at present about thirty of these local 
organizations, a mew one having been re- 
cently formed in Rome. These organiza- 
tions can Wield a powerful influence in 
their various localities and every locality 
having « half-dozen agents ought to form 
such an organization in interest of self- 
protection, as well as service to the com- 
unity and the promotion of a fraternal 
jeeling among the agents. Local troubles 
are muci more easily adjusted and local 
differences occur less frequently where 
strong local organizations are maintained. 


Compensation Benefits Too High 


“At this point it might not be amiss to 
call attention to the rapidly increasing 
benefits added each year under the amend- 
ments to the Compensation Act. These 
benefits are very much larger in New 
York State than elsewhere in this coun- 
try and, if continued, will add so large- 
ly to the overhead expense of the already 
heavily burdened employer that it will 
discriminate against business in this com- 
monwealth. Already manufacturers are 
turning their eyes to states where the 
burdens of taxation and compensation are 
less onerous and if these increases aic 
continued, fostered no doubt by those who 
feel they are seeking to better the con- 
dition of the employee, the time may ar- 
rive when with the market for labor les- 
sening there will be less employers to 
pay and fewer employees to receive. 
“Don't misunderstand me. The rights 
ef the employee should be and must be 
amply protected, but there are certain 
balances which must be maintained or dire 
results will follow. 

“| believe we, as agents, have a real 
duty to perform along these lines, and I 
suggest that in each community where 
there are insurance clubs, some one be 
chosen to educate the public on this very 
importait matter. Not only should news- 
papers be used, but speakers should be 
provided for luncheon clubs and business 
and manufacturing associations. Here is 
an opportunity for real service. W. J. 
Farber, 216 Gurney Bldg., Syracuse, N. 
Y.,, has compiled some valuable data on 
thts subject which he will gladly furnish 
to our members without expense. 


Agency Qualification Law 


“Agency qualifications seem io be just 
where they were a year ago. No bill was 
introduced providing for raising these 
standards and we are still flooded with a 
host ot incompetent agents and brokers 
throughout this state. These are nothing 
more or less than leeches and grafters, 
who, because of their lack of knowledge 
and their idea that insurance means only 
getting an order, defivering a policy and 
reeciving a commission, add immensely to 
beth the expense and the loss ratios of the 
companies. A stringent agents and brokers 
law would do two things, first give to 
the companies better experience records, 
aud second add to the remuneration paid 
to the legitimate agents and brokers by 
turning into. their offices the business 
grafted by these panhandlers. Further- 
more, better service would be afforded to 
ihe public. 

_“It might not be out of place at this 
time to call attention to the fact that the 
agents, themselves, have at least some 
power in the situation. In West Virginia 
the agents resolved that it was time to 
stop the practice of the companies in ap- 
pointing numerous agents in each locality. 
They, therefore, got together and prac- 
tically every agent in the State agreed 
that he would only represent a company 
on a single agency basis, that is, would 
hot act as agent for a company having 
‘nother agent in the same town or city. 
Underwriters and annexes were considered 
as companies and not separate organiza- 
tions, and today there is not a single dual 
agency in the State of West Virginia. 
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Doremus Discusses 
Auto Finance Knocks 


FALLACIES ARE POINTED OUT 





Sylvania’s President Says Good Financ- 
ing Is of Vital Economic Import-: 
ance to Industry 





Frederick W. Doremus, president of the 
Sylvania Insurance Co. of Philadelphia, 
in talking -with Tue Eastern UNDER- 
WRITER this week, discussed articles ap- 
pearing in some of the insurance papers 


relative to automobile financing and _ its 
relation to insurance. 
“Some of the writers are trying to 


create a rather derogatory reflection upon 
the companies writing such insurance for 
finance companies,’ he said, “and at the 
same time, attempt a criticism of the finance 
company method of computing the auto 
dealer’s finance rate chart, and they in- 
tumate that the finance companies are piling 
up hugh profits through the sale of re- 
possessed cars. Another criticism is that 
the major portion of the finance company 
profit is taken from insurance commis- 
sions and there is also an intimation that 
the finance companies are getting very 
rich by charging the ‘innocent’ buyer an 
exhorbitant collection charge when there 
is a default in a monthly payment. 


One-Sided Comments 


“After reading these articles I cannot 
help but feel that the writers ‘could not 
see the forest because the trees obstructed 
their view.’ It is obvious that among the 
ranks of a comparatively new business 
there will appear certain automobile finance 
companies officered by men who have no 
vision and who take advantage of ‘every 
small and technical loophole for gouging 
the purchaser of the automobile. How- 
ever, below this surface scum are other 
automobile finance companies that stand 
out in a class by themselves and are noted 
for their honest and upright dealings with 
the time buyer of automobiles. Of course, 
the good automobile finance company must 


suffer in no small degree for the acts of - 


the few malicious companies. However, 
we should neither permit our viewpoint to 
be influenced by the evil conduct of the 
few, nor condemn the entire business of 
financing automobiles, because certain 
finance companies have not realized the 
important part that they are playing in 
the manufacture and merchandising of 
automobiles. 

“In viewing the business of financing 
automobiles it is essential that the relation- 
ship to the automobile industry be the 
prime consideration, therefore, the follow- 


ing facts relating to the industry as shown 
by National Automobile Chamber of Com- 
merce must be presented. In 1923 the 
manufacturing of automobiles led all other 
industries of the United States even pass- 
ing the vast steel industry. It. directly 
employs 2,800,000 people and indirectly 
supports an equal number through allied 
trades involving finished and raw ma- 
terials. There is over one and a half 
billions of capital invested in automobile 
manufacturing and ‘1924 witnessed the 
production of more than three million new 
automobiles. 

“It is conservatively estimated that 75% 
of new car sales are made on time pay- 
ment plan; therefore, the credit structure 
built up by automobile finance companies 
furnishes a fundamentally sound medium 
for helping to distribute new automobiles 
to the public. By providing an additional 
outlet above their cash automobiles sales 
the factories have been able to equalize 
production and the increased sales made 
possible by financing retail sales have 
made. increased production possible. This 
added production has been a major factor 
in reducing the price of automobiles. In- 
cidentally, the cost of the automobile is 
down 29%, whereas the cost of living 
still remains 67% above pre-war figures. 

“The financing of automobiles as con- 
ducted by the good finance company is 
therefore of.vital-economic importance to 
the manufacture and sale of automobiles. 
The good finance! company has its place 
in the business of insurance, and will con- 
tinue to merit the confidence of automobile 
underwriters. ~ 

“However, there is no place in the auto 
financing business for the finance company 
that does not maintain a code of ethics 
reflecting the desire to further the sound 
principles of banking and insurance ‘and 
the indictments placed against finance com- 
panies in general based on experience witlr 
the unethical few cannot help but reflect 
unfairly against the better class of finance 
company.” 





JOIN PACIFIC BOARD 
The Sentinel Fire & Marine of Spring- 
field, Mass., and the Union of Buffalo 
have been admitted to membership in 
the Board of Fire Underwriters of the 
Pacific. 





NEW ASSISTANT SECRETARY 


Paul M. Fell has been elected assistant 
secretary of the Philadelphia Fire Un- 
derwriters’ Association, succeeding to 
the vacancy created by the recent elec- 
tion of John Sanderson Trump as sec- 
retary of the Association, as the succes- 
sor of the late Charles A. Hexamer. 
Mr. Fell’s former grade was that of gen- 
eral superintendent of the Association. 
His promotion to the rank of assistant 
secretary was made by action of the 
Executive Committee on May 7. 

















National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1925 


CAPER AR ane SNe Riad donc dase ccdecs. sclinceeutestivnwse $ 3,000,000.06 
RESERVE FOR ALL, LIABILITIES once cicnccccctte se ssdcccecs 21,371,802.69 
IR. ice cacbiminedneatecs xc tvékedeieeccvediecakabentsts 10,972,349.08 
CORETINGENT RESERVE FUND oe. occdc ccccciccs vicccceccaseses 700,000.00 
PEE Soe apes icdcbuincueiameadatctabce teas Spliuedeasdeteoes disene 36,044,151.77 
TOTAL SURPLUS TO POLICYHOLDERS..................+.. 14,672,349.08 

- H. A. Smith, President S. T. Maxwell, Secretary R. M. Anderson, Ass’t Sec’y 

F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary F. B. Seymour, Treasurer 


G. F. Cowee, Ass’t Secretary 

















CHAMBER RESOLUTIONS 





Deal With Federal Taxation, Board of 
Tax Appeals and York-Antwerp 
Rules 


Several resolutions were adopted by 
the Insurance Session of the Chamber of 
Commerce of the U. S. in the course of 
its meeting in Washington. These re- 
lated to the York-Antwerp Rules, 1924, 
the Board of Tax Appeals and Federal 
Taxation of Insurance Companies. The 
one relating to the York-Antwerp Rules 
1924, sponsored by marine underwriters, 
follows: 

“Resolved: that the Chamber of Com- 
merce of the United States approves in 
principle the work of the International 
Law . Association as embodied in the 
York-Antwerp Rules, 1924, as a great 
step forward in providing international 
uniformity in the definition and adjust- 
ment of general average losses. Although 
it recognizes that the said rules are an 
improvement over the York-Antwerp 
Rules, 1890, this Chamber is unable to 
recommend the adoption of the York- 
Antwerp Rules, 1924, without modifica- 
tions. 

“Further resolved: that a copy of these 
resolutions be delivered to the American 
branch of the International Chamber 
of Commerce and the American branch 
of the International Law Association, re- 
questing that they take steps to arrange 
for an international conference to revise 
the York-Antwerp Rules 1924 so that 
they may receive universal approval and 
adoption.” , 

The Board of Tax Appeals was the 
subject of another resolution passed by 
the session. This reads: 

“The Insurance Session is in favor of 
the proposal of the Chicago Association 
of Commerce to give the Board of Tax 
Appeals jurisdiction as to all matters at 
issue between taxpayers and the Com- 
missioner of Internal Revenue, arising 
under any Revenue Law and not barred 
by the Statute of Limitations.” 

The Insurance Session considered a 
resolution presented by the Chicago As- 
sociation of Commerce which proposed 
“that the capital stock tax should be re- 
pealed with, if necessary, substitution of 
a slight increase in the rate of tax on 
corporate income.” It then adopted the 
following resolution: 

“The Insurance Session recommends 
the National Chamber approve the exist- 
ing methods for Federal taxation of in- 
surance companies and oppose any 
changes in methods. If there is any re- 
duction in rate of taxation on corporate 
income, then insurance should equitably 
share in such reduction.” 





E. B. DAVIS A STATE AGENT 


_E. B. Davis has been appointed New 
York State agent of the Svea and the Hud- 
son, with headquarters at Syracuse. He 
succeeds T. M. Keefer, resigned. Mr. 
Davis was formerly with the western de- 
partment of the Continental at Chicago as 
assistant examiner, then with the Fireman’s 
Fund southern department at Atlanta, and 
later special agent for the Hartford Fire, 
with headquarters at Utica, which posi- 
tion he has just left. 





PUBLIC WANTS PROTECTION 


During the year 1924 the insuring 
public paid to-a number of the leading 
stock insurance companies approximate- 
ly $40,000,000 for personal accident in- 
surance, according to the bulletin of 
the Fidelity & Casualty. These figures 
speak eloquently for the public appre- 
ciation of the value of this line and 
it shows that the thinking and fore- 
sighted element realizes the absolute 
necessity for protecting themselves and 
their families against financial loss of 
time resulting from injuries, points’ out 
the bulletin. 





VISITING ENGLAND 


H. F. Roden, manager of the Canada 
Accident and Fire, Montreal, is now in 
England. 











LEO SE 
\\ NSS ie REE. 
ia SL 





Page 30 






THE EASTERN 
UNDERWRITER 






May 29, 1995 














of ray = 


Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January 


ASSETS 
Bonds and Mortgages..$ 494,660.00 
U.S. Liberty Bonds.... 604,990.00 


Government, City, Rail- 
road and Other Bonds 
end Steeks .... 6. ces. 48,605,806.95 





Cash in Banks and Office 1,889,579.56 
Premiums in Course of 
COMSCHOR cnaaosinss 8,648,820.24 
Interest Accrued ...... 348,534.10 
Reinsurance Recover- 
able on Paid Losses.. 62,312.21 
$60,654,703.06 


Ist, 1925 


LIABILITIES 
ROE oi a acic'cecierca teas $ 3,500,000.00 
Os aa ee 19,810,623.92 
Reinsurance Reserve... 20,280,922.14 
Losses in Course of Ad- 


SORINNS eS oS sy si 6,608, 157.00 
Commissions and Other 

SOME Some Sis a 6,650,000.00 
Reserve for Taxes and 

Depreciation ......... 3,805,000.00 





$60,654,703.06 


a to Policy Holders $23,310,623.92 





LYMAN CANDEE J.D. LESTER 
Vice-President Vice-President 

J. H. MULVEHILL M. J. VOLKMANN 

Vice-Pres. and Sec. Secretary 





E. C. JAMESON, President 


W. H. PAULISON A. H. WITTHOHN 


Vice-President Secretary 
W. L. LINDSAY G. C. OWENS 
Secretary Asst. Secretary 
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Trust Company Wins 
Again in Kentucky 





CAN RUN INSURANCE AGENCY 





Insurance Commissioner Loses Fight 
Against Fidelity & Columbia Bank 
In Court of Appeals 


In ax appeal from a circuit court the 
Court of Appeals of Kentucky has decided 
in favor of L. W. Botts and. the, Fidelity 
& Columbia Trust Co. against the: Insur- 
ance Commissioner of Kentucky, S. M. 
‘Saufley, in the matter of licensing Botts, 
who is president of the trust company and 
of the Fidelity & Columbia Insurance 
Agency operated for the benefit of the 
trust conupany. This is the “trust com- 
pany appointment” made by the Firemen’s 
of Newark which precipitated the nation- 
wide fight on that company conducted by 
the National Association of Insurance 
Agents. The decision follows: 

On the 26th of February, 1923, L. W. 
Botts and the Fidelity & Columbia 
Trust Co., hereinafter called the “Trust 
Company,” filed suit in the Franklin 
Circuit Court against James F. Ramey, 
Insurance Commissioner of Kentucky, 
for a mandatory injunction requiring 
him to issue to Botts a renewal of the 
license under which he was then act- 
ing as agent for the Firemen’s- Insur- 
ance Company of Newark, N. J., here- 
inafter called “the insurance company.” 

The trust company is a corporation 
created and organized as such under the 
laws of this state and Botts is its presi- 
dent and chief officer, and has been such 
oficer during all the time mentioned. 


The Case Against Botts 
It is averred in the petition that Botts 
had been acting as agent for the insur- 
ance company for a period of three years 
under a license first issued in March, 
1920, and renewed. annually thereafter 


by the defendant; that in the former ap-~ 


plications for his license it was avowed 
that it was the purpose of Botts “to 
conduct his insurance agency under the 
name of the Fidelity & Columbia Insur- 
ance Agency, for the sole and exclusive 
benefit of the plaintiff, Fidelity & 
Columbia Trust Co., which is entitled 
to all of the commissions and profits 
accruing to said Botts in the conduct 
of his agency under the license issued 
to him by defendant and renewed from 
time to time as above stated, which is 
still the fact; that in an action between 
the same parties filed in March, 1920, 
to restrain the defendant from revoking 
the license issued to plaintiff for that 
year judgment was rendered in plaintiffs 
favor and this is voluminously pleaded 
as res judicata. 


The answer presented several grounds 
in avoidance of the plea of res judicata, 
and urges affirmatively that plaintiffs 
are not entitled to a renewal of the 
license for the reasons; (1) that the 
trust company by reason of its methods 
in handling estates committed to its 
care in the amount of insurance placed 
therein, and in other respects is not a 
person of good moral character or a 
proper person to be licensed as an in- 
surance agent. (2) The trust company 
ls organized for the purpose of operat- 
ing a trust company, and under the 
laws of the state applicable thereto has 
ho right or power to act as an insurance 
agent. (3) The trust company cannot 
act as an insurance agent in insuring the 
properiy held by it in trust for wards 
under disability, because it would there- 
by be guilty of the wrong of attempt- 
ing tc act as agent for two principals 
dealing with each other, without the 
conseit of both of these principals. (4) 
The stock of the trust company is held 
under a trust agreement with the stock 
of the Citizens Union National Bank 
and therefore prohibited from carrying 
on an insurance business because of the 
national banking laws. (5) The law 
contemplates insurance agents shall be 
Nature! persons and therefore a trust 


oo. as a corporation cannot act as 
uch. 


A demurrer» was 


sustained to the 
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answer and judgment entered granting— 
a mandatory injunction in accordance 
with the prayer of the- petition. The 
defendant appeals and raises the same 
questions in this court. 


Ramey’s Successor Took Up Cudgels 
Ramey has retired from office since 
the rendition of the judgment and the 
action has been revived in the name of 
his successor, now S. M. Saufley, the 
present insurance commissioner; also a 
motion to dismiss the appeal has ‘been 
made in this court and withdrawn. 

It appears that in the former action 
a temporary “itijunction was granted in 
the Franklin Circuit Court restraining 
appellant from revoking the license to 
Botts. Motion was made before a 
member of. this court (Chief Justice 
Carroll) to dissolve that injunction and 
refused. On the return of the case to 
the lower court the temporary injunc- 
tion was made permanent and no appeal 
taken from the final judgment. 

We have reached the conclusion that 
the judgment in this case may be af- 
firmed without reference to the plea of 
res judicata, and it is unnecessary to 
determine what, if any, distinctions may 
be drawn between the two actions. 
This does not however preclude a refer- 
ence to the ruling in that case on the 
question of stare decisis. 

Views of Majority in Court 

In overruling the motion to dismiss 
the injunction, Chief Justice Carroll, 
with the concurrence of three other jus- 
tices, wrote: % 

“Under the statute a trust company 
may act as an insurance agent, and it 
is not unlawful for it when so acting to 


- solicit or issue policies of insurance on 


the property under its control in a 
fiduciary capacity or on the property of 
its stockholders or officers.” 

While not a formal opinion of the 
court it expressed the views of a ma- 
jority of the members of the court and 
has since been recognized and approved 
in Lyman vs. Ramey 195 Ky 223, and 
Ramey vs. Rogers, 198 Ky 141. 

In the Lyman case the court held 
that a certain method of doing business 
constituted rebating, but in doing so it 
referred to the opinion by Judge Carroll 
and carefully distinguished between the 
two, thus recognizing and approving 
Judge Carroll’s ruling in this matter. 

In the Rogers case the plaintiff sought 
a mandamus to compel the insurance 
commissioner to issue, to him a license 
to act as agent for a fire insurance com- 
pany. He was employed by the Capital 
Guaranty & Brokerage Company, a cor-. 
poration organized under the general 
law, but whose charter contained pro- 
visions similar to those expressed in Sec. 
606 of Ky Statutes, applying to Trust 
Companies. That corporation was or- 
ganized for profit and plaintiff was em- 
ployed on a salary, the entire commis- 
sions earned on the insurance agency 
being paid to the corporation. 

In that case it was clearly held (a) 
that a corporation may act as an insur- 
ance agent (b) that in so doing it may 
insure the property of its stockholders 
and this will not constitute rebating (c) 
that a corporation authorized to act as 
an insurance agent may do so through 
a person who possesses the moral char- 
acter and other qualifications necessary 
to entitle him to a license. The fol- 
lowing reference being made to Judge 
Carroll’s ruling: 

“The case of L. W. Botts vs. J. F. 
Ramey, Insurance Commissioner, which 
was before Chief Justice Carroll on mo- 
tion for an_ injunction restraining 
Ramey, as Insurance Commissioner, 
from revoking Botts’ license to act as 
an insurance agent, involved a similar 
question. Botts who was an officer of 
the Fidelity & Columbia Trust Co., 
wrote insurance for the general public 
in his own name, but accounted to the 
trust company for all of the commis- 
sions which he received. In an opinion 
concurred in by three other members of 
the court the Chief Justice held that the 
Fidelity & Columbus Trust Company 
was authorized by its charter to act as 
an insurance agent, and its receipt of 


commissions earned by its officers was 
not rebating within the meaning of the 
statute.” 

Statutes On Trust Company’s Power 


The powers of a trust company are 
enumerated in Sec. 606 Ky. Statutes, 
which reads: 

“Any trust company organized under 
this article may be appointed and act as 
guardian of infants, executors, admini- 
strator or curator of estates of de- 
cedents, committee of persons of wun- 
sound mind, receiver or trustee for per- 
sons or estates; and may act as agent 
or attorney for the isaction of any 
business or the management of estate, 
the collection of rents, accounts, inter- 
est, dividends, notes, bonds, securities 


for money and debts, and demands of - 


every character; may receive on deposit 
and for safe-keeping, gold, silver, jew- 
elry, money and other personal prop- 
erty of every kind, and. shall have a lien 
upon all personal property deposited 
with it for its charges.” 

It will be noted that this section is 
divided into three parts separated by 
semi-colons. The first authorizes it to 
act as a fiduciary in the instances named. 
The second to act as agent generally. 
The third to act as bailee in certain 
cases. 

Naturally the second division extends 
its powers beyond the specific instances 
mentioned in the other two. The words 
“and may act as agent or attorney for 
the transaction of any business,” are 
comprehensive; while followed by the 
words “or the management of estates, 
and c., their use indicates that it was 
intended to give such corporations 
generally authority to act as agent or 
attorney in matters aside from those 
specifically mentioned. 

If instead of appearing at the be- 
ginning of that division the quoted 
words had appeared at the end there 
could be no doubt that such was the 
legislative intent. As it is, the order 
of their appearance is immaterial, as it 
clearly appears that they were intended 
to enlarge the specific power granted. 
So considered the language is sufficiently 
comprehensive to include the power to 
act as insurance agent. Such was the 
effect of Judge Carroll’s opinion; and 
under a similar charter provision in the 
Rogers case supra, the court reached 
the same conclusion. 

Authority To Act As Agent 

It is suggested that the chapter. con- 
strued in the last case was that of a 
corporation organized under the general 
law, while trust companies are organized 
under the chapter relating alone to 
banks and trust companies, and the 
various provisions therein should be re- 
stricted to matters appertaining thereto. 

However the authority to act as agent 
is a mere delegation of power and may 
be conferred upon trust companies gen- 
erally under the section quoted, and 
also upon other corporations organized 
under the general provisions of the act, 
and when similar language is used in 
each, the same construction applies to 
both. 

The holding in the Rogers case that 
a corporation as agent may insure its 
stockholders was based on the familiar 
principle that the rule of dual agency 
does not apply when the agent acts by 
the authority or with the approval of 
all the parties, and that it will not be 
presumed that the parties will act other- 
wise. In hrief appellant admits that the 
same principle could be extended to the 
issual of policies to orginary cestui que 
trusts as well as stockholders, but con 
tends that wards under disability could 
not consent, and as to them the rule as 
to dual agency should be strictly ap- 
plied. 

Considering this feature, it is clear 
that the insurance company has knowl- 
edge of the practice’ and cannot com- 
plain. The rates are fixed by law and 
no hargaining enters into the contract, 
sc that the wards cannot be injured 
in this respect. 


How Agent Can Lose His License 
The statute provides for the revoca- 
tion of an agent’s license if he over in- 


sures property, and such conduct: would 
also create a liability to his ward. It 


is not intimated that appellee will act as 
adjuster or have any part on behalf of 
the insurance company in the adjust- 
ment of losses. So that in this instance 
injury to the ward from dual agency 
could only result from some wrongful 
act, all of which would be cognizable in 
a court of equity. But the commis- 
sioner could hardly presume that it will 
be guilty of such conduct, and base 
that as a reason why it is not a proper 
person to be licensed as an insurance 
agent. 

As to the court complaint, Appellant 
contends that under Sec. 13 of the Act 
of Dee. 23, 1913, as amended by the Act 
of Sept. 7, 1916, 39 Statute Law, 752, 
National Banks in cities having a popu- 
lation not exceeding five thousand may 
act as agent for life, fire or other in- 
surance companies and cites authority 
to the effect that the provisions of the 
Act are restricted to the class of banks 
named therein, and that no others can 
act as such agent, and that by reason 
of the trust company’s connection with 
a bank that is unauthorized to transact 
such business the license should be re- 
fused. On the other hand appellees con- 
tend that the same power exercised by 
trust companies is extended to all na- 
tional banks under Chapter 177, Sec. 
. Sub-sec. “K” U. S. Stat. at Large 
Vol. 40. 

It is unnecessary for us to construe 
those acts as the bank is making no 
application for a license. The fact that 
under a voting arrangement its di- 
rectorate may be selected by the same 
persons who select the directorate for 
the trust company and that a large num- 
ber of stockholders of each corporation 
own stock in both corporations does not 
of itself constitute the trust company 
a person not of good character. 

_ Separate Entities 

Each of the institutions is a separate 
entity; the business of each is conducted 
by its own directorate and the charter 
of each is to be construed according to 
its own terms. Cases might arise in 
which a person by reason of his connec- 
tion with other parties might be unfit 
to be licensed as an insurance agent, 
though himself a proper person, but no 
reason is shown for the application of 
that principle in this case. 


® ra aa : é 
Perceiving no error judgment is af- 
firmed. 





LECTURES ON COAST 





Types of Addresses Being Made for 
Associate Members of Fire Under- 
writers’ Association of Pacific 

The lectures of the Fire Underwriters 
Association of the Pacific for associate 
members are well attended. Some of 
the subjects and the names of speakers 
follow : 

_“Endorsements,” William A.. Louis, as- 
sistant manager for the New Zealand; 
“The Art of Examining,” F, J. Perry, 
agency superintendent for the Royal; 
“The Policy Contract,” R. W. Osborn, 
arbitrator for the Pacific Board; “Spe- 
cial Hazards,” R. B. Mathews, of the 
special service department of the Home 
of New York; “Office Efficiency,” George 
A. Yocum, staff of the “Underwriters’ 


Report” “The Adjuster’s Viewpoint,” 
William Maris, independent adjuster; 
Character in Business,” George E. 


Townsend, assistant 


x 1 secretary of the 
Fireman’s Fund; “The Board,” H. F. 
Badger, Jr., secretary of the Pacific 


Board; “The Business of the Brokers,” 
Thomas Larke, associated with Rule & 
Sons; “Correspondence,” Dixwell Dav- 
enport, manager for the Bankers & Ship- 
pers, and “The Field Man in the Mak- 
ing,” Percy J. Perry, assistant to the 
vice-president of Marsh & McLennan. 

J. H. Martin, chief examiner for the 
Royal fleet and chairman of the library 
committee of the F. U. A. P., is presid- 
ing at the lectures. 


LIGHTNING LOSSES 


A number of lightning losses are re- 
ported from Connecticut. In Bristol the 
plant of the Bristol Brass Corporation 
was set on fire. 
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Kennedy Presides at 
N. Y. Society’s Dinner 


MAKES WITTY INTRODUCTIONS 





Sisson of Guaranty Trust, Gives His 
Wall Street Speech; Bailey of Trav- 
elers Tells Hobo Stories 


The Insurance Society of New York, 
held its annual dinner at the Astor on 
Tuesday night. It started at 6:30 and 
ended at 9:30. Although well attended 
it was the only New York insurance din- 
ner since Michaelmas, 1901, where diners 
could visit friends at tables without step- 
ping on each other’s feet. It was the 
only New York insurance dinner since 
Whitmonday, 1903, where the orchestra 
was muffled and considerate enough to 
permit conversation. It was the only 
New York insurance dinner since Ground 
Hog Day, 1905, that there was not com- 
munity. singing. 

Sidney R. Kennedy presided. He is 
the only Buffalonian who has been pres- 
ident of the New York Insurance So- 
ciety and the only New Yorker who has 
gone to Buffalo since the great emigra- 
tion of insurance talent from that city 
to the New York insurance mart, the 
tidal wave that brought Robert Lynn 
Cox, Alfred Hurrell, George T. Wight, 
Frederick G. Dunham and Harvey 
Drake to this town -and insurance 
prominence. 

Mr. Kennedy introduced the speakers 
in his usual witty style and in explain- 
ing the absence of the new president, 
Charles E. Case of the North British & 
Mercantile, who has been visiting the 
Coast, he told a number of Hollywood 
stories, the best of which was about the 
movie ladies who marry in haste and re- 
peat at leisure. ; : 

Francis H. Sisson,: vice-president and 
publicity director of the Guaranty Trust, 
described and defended Wall Street to 
the banqueters and did it so simply and 
effectively that a number of guests who 
have offices at 110 William, 100 William, 
123 William and 55 John Street decided 
to form Cook’s Tour parties to visit that 
famous thoroughfare just as soon as they 
obtain passports from the Department 
of State. 

William B. Bailey, former professor of 
sociology at Yale University and who 
studied hoboes at close contact for a 
number of years, told entertaining stories 
about the lives of tramps. He is econo- 
mist of the Travelers. Mr. Kennedy said 
he was intrigued by the thought that an 
insurance company should have. an 
“economist.” 

The seating arrangement at the dinner 
was distinctly Oriental, i. e., the men 








Arson Committee 
(Continued from page 19) 


cipated. In every such instance that has 
come to our attention, local authorities 
have promptly taken steps to prevent the 
fire; and we believe our activity in this 
direction has saved much of the insurance 
involved. In four instances in which such 
advance information had been obtained 
fires actually occurred. In one of these 
cases the local authorities were maintain- 
ing a watch over the premises and the 
fire developed at noon time, when the 
watch was withdrawn. The thorough- 
ness of the investigation, however, dis- 
closed intentions and resulted in a waiver 
of the claim and the surrender of the 
policies: In one other case, the insurance 
had been cancelled but the fire occurred 
before the cancellation became effective, 
and’ this instance resulted in an indictment 
of the parties on charges of arson. In 
only one of the four cases referred to in- 
surance was collected. 


were seated at the front, but a table at 
which were eight¢heautiful women, each 
wearing an attractive Fifth Avenue gown, 
was tucked into a corner of the room. 
It was the first. time that the women had 
been on the ground floor. Heretofore 
several have been permitted to peek at 
the proceedings from the ‘balcony and 
to listen discreetly, but putting the 
women on the ground floor, even if 
segregating them, was:a partial victory 
for feminism, Another victory over the 
Orientalists was scored by permission 
given to the party of eight to sit at the 
table without being veiled. 


PROTECT CANADA AGENTS 
Departments Say They Will Insist Upon 
Outsiders Having Licenses for 
Business Written There 


Canadian insurance departmental offi- 
cials say they intend to enforce the 
Dominion Insurance Act requiring li- 
censes for companies or producers, non- 
resident of Canada and soliciting in the 
Dominion. The text of the Act follows: 


“71A. (1) Any British company or 
British subject not resident in Canada 
who, except under a license from the 
Minister granted pursuant to the provi- 
sions of this Act, immigrates into Can- 
ade for the purpose of 

(a) Opening or establishing any agency 

for the transaction of any business 
of or relating to insurance; or 

(b) Soliciting or inspecting any risk or 

issuing or delivering any interim 
receipt or policy of insurance; or 

(c) Granting in consideration of any 
premium or payment any annuity 
on a life or lives; or 
Collecting or receiving any pre- 
mium; or 
(e) Except: as provided in section one 
hundred and twenty-nine of this 
Act, inspecting any risk or adjust- 
ing any loss, or carrying on any 
business of or relating to the busi- 
ness of insurance; or 
Prosecuting or maintaining any 
suit, action or proceeding, or filing 
any claim in insolvency relating to 
the. business of insurance; shall be 
guilty of an offence and liable upon in- 
dictment or summary conviction to a 
penalty not exceeding one hundred dol- 
lars; and moreover, in the case of a 
natural person, to imprisonment for any 
term not exceeding six months: Pro- 
vided, however, that nothing in this 
section shall apply to a British subject 
acting on behalf of a provincial com- 


(d 


wa 


~ 


(f 


pany which has not obtained a license 


from the Minister under this Act. 





ARMSTRONG’S INNOVATION 





Offers “The Insurance Age-Journal” of 
Boston for One Dollar a Year 


Frank Armstrong, publisher of “The 
Insurance Age-Journal,” of Boston, is 
out for circulation. He is offering the 
paper for one dollar a year. “The Insur- 
ance Age-Journal” is a merger of the 
old “Insurance. Age,” which Mr. Arm- 
strong moved to Boston after it had 
been published many years in New York, 
and of the “Insurance Journal” of Hart- 
ford, and is a novel publication in many 
respects as in addition to its straight in- 


surance news it has been featuring ac--° 


tivities of women producers and man- 
agers, and athletic events participated in 
by insurance people in New England. 
“The Insurance Age-Journal” is a week- 
ly paper. 


Committees Appointed for New 
England Agents Convention 


Committees have been appointed to take 
charge of the various details connected 
with the convention of the New -England 
State Associations of Insurance at New- 
castle, New Hampshire, June 23 to 25 in- 


clusive. The following are in charge of , 


the activities > 
Program—Edwin J. Cole, Fall River; 


Beach Again Heads 
| N.Y. Agents’ Ass’n 


if 
PRINCIPLES ARE “ENDORSED 
, 





Twelve Directors Are Re-Elected and 
Six Others Chosen; Text of 
Resolutions 





President Eugene A. Beach of the 
New’ York State Association of Local 
Agents was re-elected Wednesday to that 
position for another year, at the annual 
convention in Syracuse. ‘The other of- 
ficers of the last administration, Vice- 
President Ward H. McPherson, of Buf- 
falo, and Secretary-Treasurer J. W. Rose, 
of Buffalo, were also unanimously re- 
elected. Mr. Beach has made good pro- 
gress with difficult problems since he 
took office last May and his reelection 
is a vote of confidence and commenda- 
tion for him. 

The proposed amendments to the as- 
sociation constitution to make all mem- 
bers live up to the principles and edicts 
of the National Association, as crystal- 
ized at Milwaukee and Savannah, were 
adopted. Discussion on the amendments 
was harmonius throughout. Frank L. 
Gardner of Poughkeepsie, a member of 
the National Association’s executive com- 
mittee, spoke strongly for loyal support 
to agency principles. The convention 
went into executive .session when the 
Milwaukee resolution was brought up. 

Following are the resolutions adopted 
by the convention: 

RESOLVED that we again affirm our 
allegiance to stock companies and their 
interests and that the members of this 
association expect the same continued 
cooperation, of the companies that has 
prevailed in the past. 

RESOLVED that the incoming Pres- 
ident be requested to appoint a commit- 
tee to take into consideration the im- 
portant subject matter referred to this 
convention, namely, some better plan for 
the appointment and recognition of ac- 
credited delegates to our annual con- 
ventions from the respective organiza- 
tions throughout the state; the results of 
their deliberations to be presented at as 
early a date as possible to our executive 
committee, for approval and promulga- 
tion. 

RESOLVED that we collectively and 
individually pledge ourselves each to the 
other that we will give the best that 
is in us to the end that the long estab- 
lished fundamental principles of our Na- 
tional Association shall be carried out 
and strictly observed, realizing that this 
is the only way that the interests of 
those of us who have chosen the insur- 
ance business as our life work can best 
be subserved. 

In addition to the officers, twelve .of 
the eighteen members of the board of 
directors were re-elected. They are: 
Gilbert T. Amsden, Rochester; W. 
Austin, Albany; C. J. Ayres, Saranac 
Lake; A. C. Edwards, Sayville; Frank 
L. Gardner, Poughkepsie; Warren M. 
Gildersleeve, Central Valley; Edward S. 
Hawley, Buffalo; Glenn H. Johnson, Sy- 
racuse; A. T. Matthews, Watertown; 
John B. Rodgers, Warwick; E. Paul 








Joseph M. Roche, of Portland, Me., and 
James L. Case of Norwich, Conn. 

Registration and Transportation—Fred- 
erick M. Sise, Portsmouth, N. H.; Joseph 
M. Roche, Portland, Me., and James Cole 
of Kennebunk, Me. 

Publicity—Fred A. Norton, Salem, 
Mass., Donald G. North of New Haven, 
Conn.; Warren S. Shaw of Brockton, 
Mass., and the presidents of the Six state 
associations. 

Invitations—Edwin J. Cole, Fall River, 
Mass., and Warren S. Shaw of Brockton, 

ass. 

Badges—James W. Cook and Archer C. 
Sanderson of Providence, .R. I. 

Sports—Donald G. North of New 
Haven, Conn., and A. €. Sanderson of 
Providence, R. I. 


ard 
‘ The new members x 
he baard : A. L. Bromley, Utica. 
H. C. Smith, Binghamton; Richard Cary 
Niagara Falls; W. S. McCarthy, Cine 
ing; W. W. Heppel, Dunkirk, anq John 
D. Henderson, Herkimer. 

There was some talk among the agent; 
of desirable changes in the present 
standard form of fire policy. The officers 


Schaefer, Mount Kisco, and Edw 
Warner, Buffalo. 


“are going to consider a proposal for a 


conference between companies, agents 
state insurance department and the 
rating organization to review complaints 
about the standard fire policy. One sug- 
gestino is that tornado coverage be in. 
cluded in the policy without special ep. 
dorsement. 

F. V. Bruns, Syracuse, urged ail agents 
to be more active in their local cham. 
bers of commerce and boards of trade 
Mr. Bruns is president fo the Syracuse 
Chamber and a staunch supporier of the 
insurance business in that organization, 





BEHA TALKS TO AGENTS 





Insurance Superintendent Gives Advice 
on How to Build Business and 
Avoid Friction 

Superintendent of Insurance James A, 
Beha, of New York, made a favorable 
impression upon his first appearance be- 
fore an annual meeting of the New York 
State Association of: Local Agents, He 
spoke Tuesday evening of this week at 
the 1925 convention banquet at the Hotel 
Syracuse in Syracuse, and gave some 
excellent advice to the 300 agents who 
heard him. 

One of the best points in Mr. Beha’s 
talk was his plea for agents not to de- 
viate from regular rate schedules in 
their desire to acquire new business. He 
also told them not to give to their com- 
panies risks which they wouldn't be 
willing to underwrite themselves if they 
ewere financially able. Rather than go 
after one another’s accounts, Mr. Beha 
thought insurance would be better served 
and less friction caused if agents de- 
voted more time and energy in develop- 
ing additional business. There are plenty 
of uninsured values ready to be covered, 
he said. 


The New York Insurance Department 
gets very few complaints from local 
agents and they ask but little in the 
way of departmental assistance, the su- 
perintendent said. He looked forward 
to a continuance of the harmonious con- 
tacts between the department and the 
agents. 





HARRIS E. WOOD A SPECIAL 

Harris E. Wood has been appointed 
special agent of the Philadelphia Fire & 
Marine and the Alliance of Philadelphia 
for eastern Massachusetts and Rhode 
Island. Joseph Gough, who has hereto- 
fore represented that territory for the 
two companies, together with the In- 
surance Company of North America and 
the National Sceurity, will act for the 
last named companies only. Mr. Wood 
will have his headquarters in Boston 
with Mr. Gough. 





L. K. IVES WITH NORTHERN 


Louis K. Ives has been appointed spe- 
cial agent fo the Northern Assurance in 
Connecticut, western Massachusetts and 
Vermont, succeeding Walden M. Howe, 
who goes with the Niagara. Mr. Ives 
was formerly an examiner in the Chicago 
office of the Aetna. For the last two 
years he has been with the New England 
Insurance Exchange applying the Dean 
schedule throughout New England. 





AMERICA FORE OUTING 
The annual outing of the America 
Fore Club and its ladies Auxiliary, com- 
posed. of the office employes of the 
‘America Foré Companies, will be held 
on Saturday, June 13, at the Garden City 
Hotel, Garden City, L. I. 
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Yachts as a Source of Marine Insurance 


JAN 


Premiums 


q By Martin Higgins 


Manager Ocean Marine Department, Automobile Insurance Company 


With the approach of spring, many 
motor-boat and yacht owners are 
busily engaged in having their vessels re- 
fitted, scraped and painted, or otherwise 
getting them in shipshape condition for 
summer cruises. Now is the time to ap- 
proach these owners and tell them of all 
the advantages of a yacht, or motorboat, 
policy in the Automobile Insurance Com- 


pany. Stes ‘ 

Such a policy.is usually written for a 
period of one, year and covers the vessel 
insured whether navigating or laid up. 
The form of contract depends upon the 
yalue of the boat insured, and the rate is 
based upon value, age, condition, construc- 
tion, cruising limits and lay-up period, so 
that a vessel valued at $5,000, with priv- 
ilege of cruising between Eastport, Maine 
and Norfolk, Va. and warranted laid up 
and out of commission six months, would 
be rated differently from a $10,000 boat 
with the same cruising limits and lay-up 
period. ike : 

It is impossible for us to indicate in 
an article of ‘this nature fixed rates at 
which all classes of boats can be written, 
since there is so great a variation in values, 
cruising limits and lay-up periods, that 
rates vary from 3% to 10%, depending 
upon all of the above factors. However, 
definite rates can be speedily secured from 
our various* Marine Zone Headquarters 
upon receipt of survey report, Form M- 
312, properly completed. You ought to 
have a supply of these forms which can 
be secured from your zone office. 


Minimum; Insurance Value 

We cannot be interested under any cir- 
cumstances in covering motor-boats valued 
at less than $2,500. On boats valued at 
this amount, and not exceeding $10,000, 
the policy we issue covers against loss, or 
damage, caused by perils of the seas and 
waters, assailing thieves (but against 
theft only of the entire yacht) fires, col- 
lision, jettisons, salvage and general aver- 
age charges and all other similar marine 
perils. It is understood, however, that the 
policy does not cover “wear and tear,” or 
minor damage, less than the amount of 
franchise stated in the policy. This sum 
is usually 1% of the value of the vessel 
with a minimum of $25 and maximum of 
$100. In case of damage, if the amount 
of the “franchise,” or “average,” as it is 
generally calledjas'‘attained, the claim is 
paid in full with no-deductions, but, if the 
damage does not amount to the required 
average, no claim is paid. It is obvious 
that this clause is used to eliminate the 
annoyance and expense incident to small 
claims. 

Besides covering the. yacht itself, the 
policy also covers its proportion of any 
boat used as a tender except for loss, or 
damage, while the tender is in tow. Furni- 
ture, equipment and tackle, the property 
of the yacht insured, is also covered 
against the risk of “fire only” while stored 
gn shore sépatately, The amount of this 
ars however, is limited to 10% of 

e value of the yacht, except in unusual 
tircumstances. i@ amount covered on 
Shore, of course, proportionately reduces 
the insurance on the yacht. Besides cover- 
ing actual damage to the insured yacht, 

e policy also protects the owner against 
legal liability for-injury to another ves- 
fel, or goods and effects thereon, but for 
hot more than the value of the yacht in- 
sured. 

P. and I. Insurance 
To cover liability for loss of life, or 


Personal injury, it is necessary for a yacht 
Owner to carry protection and indemnity 


insurance. A rider covering this can be 
attached to a yacht policy in consideration 
of an additional premium. Loss of, or 
damage to, hull and machinery is covered 
even if resulting from negligence of the 
master, mariners, engineers, or pilots, or 
through explosions, bursting of boilers, 
breakage of shafts, or latent defect in 
hull and machinery, provided such loss 
or damage has not resulted from want 
of due diligence on the part of the owner 
of the yacht. 

The policy, however, is free from any 
claim for the part in which the latent 
defect existed. The policy provides that 
the yacht will be laid up and out of com- 
mission between November Ist, and April 
15th, but if the yacht is to be in com- 
mission during the whole, or any part, of 
this period, the policy may be endorsed in 
consideration of an. additional rate to 
cover such extended navigating period. 
Cruising limits are prescribed to confine 
the yacht to stated waters such as “Easi- 
port, Me. to Norfolk, Va.” or “Great 
Lakes and tributaries thereof including the 
St. Lawrence River and tributaries not 
below Quebec,” or whatever other limits 
are required. 

On yachts valued in excess of $10,000, 
the policy, besides covering as per the 
foregoing, is extended by the inclusion of 
a somewhat broader collision clause and 
also provides for return of a stipulated 
percentage of the annual premium for each 
consecutive fifteen-days’ period that the 
yacht may be laid up in port, or in dock, 
during the navigating period stated in the 
policy. ‘ 

The usual exclusions of war risk ard 
strikes, riots and civil commotions are of 
course made a condition of each policy. 

Our principal requirements in writing 
yacht business are: 

First: We do not write speed boats 
(vessels whose speed exceeds 20 knots per 
hour. ) 

Second: Vessels should, except in ex- 
traordinary circumstances, be used strict- 
ly for private pleasure purposes. 


Third: Careful investigation should be 
made regarding the moral character of 
each applicant, as well as his financial 
standing. Only those persons who can 
well afford yachts, or motor-boats, should 
be considered. 

Fourth: All yachts and motor boats 
must be written upon a fair valuation 
basis. 
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59-61 Maiden Lane, New York 





The “Home” of. Automobile Insurance 
CHESTER M. CLOUD 


Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
Maryland Casualty Company 








Phone: John 1363 














Pascoe Rutter on 
Marine Difficulties 


NO PROFITS YET IN’ SIGHT 





Thinks Companies Should Co-operate 
To Maintain Tariff and to Establish 
Harmony 





F. W. Pascoe Rutter, chairman at the 
home office of the London & Lancashire, 
of London, and one of the best informed 
insurance executives in England, does 
not deviate from the general opinion that 
marine insurance has not escaped the dif- 
ficulties that have beset it for several 
years. In his address this month at the 
annual meeting of the company he said 
with reference to marine insurance that 
the premiums were £1,096,764, or a drop 
—a deliberate drop—of £112,360. The 
expenses jumped up, due to special 
causes, from 11.51 to 14.94 per cent., and 
the profit was £31,341. But this was 
reduced, after deduction of imperial tax- 
ation, to zero. Strictly speaking, they 
should have made a small net profit had 
it not been for some peculiar taxation 
emanating from the war, and, in any 
case, all that could really be said of the 
marine operations during last year was 
that they “marked time.” 

At present, marine insurance was in a 
bad way. There was no profit in sight, 
unless the gravity of the situation was 
realized and the remedy applied. The 
misfortune of marine insurance business 
was that it was so sensitive and fluc- 
tuating. Its ups and downs were often 
violent and not in gentle curves. It 
corresponded, not exactly, but very 
nearly, to the rise or decline of the ship- 
ping industry. 

Abnormal prosperity, as they would 
know, was the bane of commercial suc- 
cess, the parent of excesses, and not 
the least dangerous of those excesses 
was that of over-trading. Everybody 
now realized how the optimism bred by 
the abnormal conditions of the war pro- 
duced, as if by the wand of a magician, 
factitious profits, and resulted in a sup- 
ply of insurance cover several times 
greater than the demand. It was only 
now that companies and their share- 
holders could appreciate the extent of 
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APPLETON & COX, Inc. 


1 South William Street, New York 


AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,691,491.37 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,343,699.05 


WRITE FOR OUR AGENCY PROPOSITION 
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the harm done by the consequent com- 
petition, which, whether as regards hulls 
or cargo, involved the writing of such 
business at rates which would not, and 
could not by any process of reason- 
ing, be considered adequate. 
Fixing Marine Accounts 

Remarking that it was useless saying 
marine conditions were unsatisfactory 
unless; this could be demonstrated by 
figu’ :s, the Governor alluded to the ap- 
poir’ment of a committee to ,consider 
what alterations may be necessary to 
the .\ssurance Companies Act, 1909, for 
the better protection of policyholders 
and the safeguarding of their interests 
against the recurrence of the one or two 
notorious instances of company failure 
three years ago. One of the important 
questions engaging the committee was 
whether marine insurance accounts 
should be reported on the old basis— 
waiting until the year’s account had run 
out to the bitter end, or whether it 
should be published on the same prin- 
ciple as fire and accident business, name- 
ly with a reserve for unexpired risks. 

This latter practice the company 
adopted a number of years ago, and had 
reported the business derived by the 
London & Lancashire, through its two 
sources, the Marine and the Standard 
Marine, on the fire and accident basis. 
Not only were they impenitent, but were 
satisfied that the step was, in the share- 
holders’ interests, right. He referred to 
this matter, not because the company 
stood out almost alone in its treatment 
of marine business in this way, but be- 
cause the bad time through which all 
were now passing convinced him more 
than ever that this was the most help- 
ful way in which marine accounts should 
be presented, so that shareholders might 
see without delay how the business was 
running, and what steps, if any, were 
being taken to protect their interests. 
And the first reform that should be in- 
stituted was a sincere effort on the part 
of all to achieve that harmony and some- 
thing approaching that tariff system, 
which, fortunately, they had been accus- 
tomed to for many years in both the 
fire and accident departments, and which 
had so largely accounted for the con- 
sistency of their results. 





HEADS ‘AUTO DEPARTMENT 

F. E. Wilkens, the new head of the 
automobile department of the Globe In- 
demnity, was manager of the pool of 
surety companies in New York, that was 
organized for bonding passenger-carry- 
ing risks. He was at one time manager 
of the Metropolitan department of the 
Commercial Casualty and with the Aetna 
Life in its New York office. He is tak- 
ing over the duties of Mr. Thomas, who 
suffered a physical breakdown last De- 
cember. 





RETURNS TO SALVAGE COMPANY 


W. B. Lewis, who has been doing in- 
dependent fire insurance adjusting for 
several months with Joseph J. Windle in 
New York City, has returned to the Under- 
writers’ Salvage Company, New York de- 
partment, and will be located in New 
York. He was formerly for many years 
in the employ of the salvage company, 
doing special work in Philadelphia. Sev- 
eral months .ago he resigned to go into 
independent adjusting, which he is now 
giving up. 
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Would Put State Fund 
Under Insurance Dept. 


DIVIDED RESPONSIBILITY NOW 





Frank L. Gardner Tells Local Agents 
Convention of Legislative Results 
At Albany 





Fran« L. Gardner, president of the Vail 
& Sutton agency of Poughkeepsie, N. Y., 
and former chairman of the Assembly in- 
surance committee in the Legislature at 
Albany, urged that the operation of 
workmen’s compensation insurance be 
placed under the supervision of. the in- 
surance department of the state in a 
talx made Tuesday at Syracuse before 
the annual convention of the New York 
State Association of Insurance Agents. 
Mr. Gardner’s address was the report of 
the committee on laws and legislation 
of the Association. Following are ex- 
tracts from the report: 

“Suffice to say. fifty-seven bills were in- 
troduced either in the Assembly or the 
Senate or both and referred to the In- 
surance Committee. In addition to this, 
forty bills affecting workman’s compen- 
sation were referred to Judiciary and 
Labor and Industries Committee—those 
referred to Judiciary were afterwards 
sent to Labor and Industries so that all 
hearings on these bills were before that 
committee. Fortunately, only a small 
percentage of the bills passed, because in 
the Insurance Committee practically all 
that passed had been introduced by the 
Insurance Department, some simply be- 
ing for the purpose of strengthening 
present laws and others intended to cure 
some abuse that had arisen. 

3ills were passed to prevent officers 
of mutual companies from making com- 
mission arrangements with themselves in 
addition to receiving salaries. While 
all mutual companies claim great saving 
in operating expenses it had been shown 
that certain individuals not only receive 
good salaries as officers but also had 
contracts and received commission on all 
business written. Bills were introduced 
increasing requirements on agents and 
brokers certificates and to stop abuse 
of public adjusters. 


Jewelers’ Block Policies 

“A bill was passed to allow admitted 
cempanies to write jewelers block pol- 
icies. There was a great demand for 
this coverage which could only be placed 
wi.h London Lloyds and the placing was, 
as as rule, illegal. It can now be writ- 
ten by our admitted companies and by 
our agents and brokers. Some of the 
companies are taking advantage of this 
law with the result that not only are 
our insurance men getting the advantage 
of handling. the business but the public 
will get better service, for insurance in 


non-admitted companies has _ never 
proved satisfactory. 
“When it comes to workman’s compen- 


sation, instead of putting the operation 
of that insurance under the supervision 
of the Insurance Department practically 
all the bills introduced having for their 
purpose the increasing of the benefits 
under the law, and no one seems to think 
of the people who pay the cost of these 
increases, the man who pays the cost is 
not the employer, but the ultimate con- 
sumer and so compensation carries with 
it all the danger and abuse that comes 
from indirect taxation, hard to defend 
and hard to identify by the ultimate con- 
sumer, but it is a burden and a rapidly 
growing one. 

“Rates were increased 3 per cent. a 
year ago, 10 per cent. last December 
and now in June, they want to add 12 
per cent. more. Do we know how our 
law compares with that of surrounding 
states with whom our business men must 
compete? Do we collect that informa- 
tion and furnish it to the public, are our 


rom ‘ 
rates made so we ¢an justify them? One 
rating organization makes them for all 
carriers, stock companies, mutuals and 
state fund. Think:of trying to arrive at 
a rate which is fair to the assured and 
to concerns doing business on an en- 
tirely different basis. 

“A> stock company must write at a net 
rate because it makes no return to pol- 
icy holders. A mutual or the state fund 
writes at a gross rate as there should be 
a leeway to take care of all losses_in 
excess of the average because they agree 
to return to the policy holders any say- 
ing in premiums if a saving is made, and 
as an assessment is a very bad thing for 
a mutual, there should be a premium 
charged that protects-them. No what is 
the result; State fund and mutual clam- 
oring for higher rates so they can pay 
dividends. .Some. stock companies op- 
pose increases, some simply standing pat, 
willing to ta! ce any increase and justify 
it by saying: “This is the law.’ Let us 
hope that soon we may have more com- 
mon sense and-that every group of car- 
riers will use rates- based on their cover- 
age and not try to combine a rate that 
must be unfair to all. 


Speaks Well of Beha 


“We are fortunate in this State in the 
men who supervise our business. The 
Hon. James A. Beha as superintendent 
of insurance has, from his entrance in 
the Department, shown a desire to assist 
in constructive upbuilding of the busi- 
ness—a willingness to listen to those of 
us who have appeared before him and a 
sense of humor that has allowed him to 
see that in spite of the fact that we 
have not reached perfection, that most 
of us want to improve the business, and 
he has steadily shown his willingness 
to help. 

“In the Legislatures, Senator Bouton 
and Assemblyman Wheatley as chairmen 
of their respective Insurance Commit- 
tees, have been more than fair to the 
insurance interests and deserve great 
credit for the time they have spent on 
our problems and the fact that they have 
not allowed ill-advised legislation to pass 
their committees. Unfortunately, work- 
man’s compensation bills are not referred 
to the Insurance Committee, they are 
referred to the Labor and Industries or 
to the Judiciary Committees. The chair- 
men of these committees are competent 
men and do their best to prevent a herd 
of these bills passing, but this is an in- 
surance proposition and until the Insur- 
ance Department has jurisdiction over 
the operation of the State Fund and 
until they are responsible for the laws 
passed affecting this business, we will 
have divided responsibility and the re- 
sults that always follow.” 





BOND SALE SUGGESTIONS 





Van Houten & Sherwood Co., Jersey 
City, Getting Out Peppy and Infor- 
mative Bulletins 


The Van Houten & Sherwood Co., 
brokers, located at 15 Exchange Place, 
Jersey City, are getting out an attractive 
monthly bulletin full of pep and a lot 
of information for brokers and their rep- 
resentatives. This company represents 
the United States Fidelity & Guaranty, 
and writes all lines of insurance. 

A paragraph extracted from one of the 
bulletins asking ““How’s Business?” says: 
“If you would build your business, watch 
the building. business. New buildings 
are being erected and improvements are 
being made to existing buildings. The 
contract in each.case calls for the filing 
of a bond by the contractor.” 

Then the bulletin goes on to call at- 
tention to the desirability of this busi- 
ness. It says: “Small contracts offer 
desirable business. It should be borne 
in mind that almost every community 
has responsible ‘heating, ventilating, 
plumbing and electrical contractors. Each 
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Adjusting Disputes 
of Acquisition Cost 


TEXT OF CONFERENCE’S PLAN 





Provision for Committee Hearing and 
Arbitration Board of Three; Super- 
intendent as Last Arbiter 





In the plan of operation adopted by the 
Conference on Acquisition and Field Su- 
pervision Cost for Casualty Insurance as 
amended April 15, 1925, the following 
system for the adjustment of the con- 
troversy was agreed upon: 

“Whenever any company shall find 
itself unable to apply the Rules to its 
agency organization, or to a part of 
its agency organization, or is of the opin- 
ion that the Rules work injustice in 
such application, the company may re- 
quest a hearing before the appropriate 
agency committee. 

“Whenever an agency committee shall 
receive a complaint against a company, 
and shall notify the company that a hear- 
ing has been arranged before it for the 
purpose of dealing with the complaint, 
the company shall send a _ representa- 
tive to such hearing. 

“At any hearing before an agency 
committee, the company shall endeavor, 
in co-operation with the committee, to 
find a satisfactory solution of its prob- 
lem. If a satisfactory solution cannot 
be discovered in this way, the matter 
in controversy shall then be submitted 
to an Arbitration Board of three mem- 
bers to be established as follows: The 
company shall select a representative. 
The agency committee shall select a rep- 
resentative, and these two. representa- 
tives shall select a third member. In 
the event that the two representatives, 
within ten days after they have been 
chosen, shall be unable to agree upon 
a third member, either party may re- 
quest the Superintendent of Insurance 
of New York, to appoint the third mem- 
ber. The decision of two members of 
the Arbitration Board shall be binding, 
unless an appeal, within thirty days after 
the decision of the Arbitration Board, 
shall be made to the Superintendent of 
Insurance of New York, in which event 
his decision shall be final, unless sub- 
sequently set aside by the courts.” 








must file bonds in 
contracts. 

“Contract. surety business is a line 
which no agent dares to overlook. The 
rewards are large, the business once se- 
cured often remains with the agent 
throughout the business life of the con- 
tractor. In addition, it affords the agent 
the opportunity through bond service 
to acquire the casualty lines of the con- 
tractor, as casualty insurance is a neces- 
sity which every contractor must pur- 
chase. If you serve him with bonds, you 
have every reason to expect his casualty 
business.” 


connection with all 


Raps Companies as 
“Smugly Complacent” 


E. A. BEACH’S SYRACUSE TALK 





New York Association President Pro. 
tests Against Threatened Compensa- 
tion Rate Increase 





President Eugene A. Beach of the New 
‘York Association of Insurance Agents 
sharply commented upon the proposed jn- 
crease in compensation rates in his annual 
address to the association at Syracuse this 
week. He said that the agents were op- 
posed to such an increase coming in the 
wake of two rate advances which have 
been made in the past twelve months, 

The casualty companies are making a 
mistake by such contemplated action, he 
declared, and he advised *them that it 
was time to stand pat for the good of the 
agency forces. He thought that the mutual 
companies were weakening and must either 
cut or pass dividends. He instanced the 
Utica TdMutual’s action if “deciding not to 
have semi-annual dividend payments. 

The situation in casualty insurance is 
analogous to that existing some years ago 
in fire insurance when the stock companies 
did not permit agents to solicit sprinklered 
risks at rates which would permit com- 
pcution with the New England ana other 
mutuals. As a result the agents lost so 
much business that, according to Mr. 
Beach, “these: self-same companies, noting 
shrinkage of premiutis,’4¥e through their 
special hazard and improved risk depart- 
ments, pleading with their agents to go 
out and get back on their books this huge 
volume which they so- complacently let 
go. They are now offering rates which 
are far below the rates at which they 
might have held the business formerly. 
The casualty companies today are refusing 
+. listent to the counsel: and appeals of 
the agents and with the same sinug com- 
placency are doing the very thing that 
will mean the loss to them and to their 
representatives of millions of dollars oi 
high grade premiums. They fail to realize 
that pretty generally with the loss of cult 
pensation comes the loss of companion 
lines and frequently loss of the smaller 
premiums, such as atitomobiles of em- 
ployes_of organizations whose lines are 
lost to the stock companies.’ 

Mr. Beach concluded, with a lea’ that 
companies listen to their «gets in these 
matters. 
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MAIL RESERVE STOFY 


The Globe Indemnity has mailed to 
agents a copy of the story pub ished ip 
the “Journal of Commerce” several weeks 
ago, bearing the caption, “Inadequate 
Reserves Carried on Workmen’s Com 
pensation Claims,” and printing the data 


on the subject from reports filed by 
the companies showing deficiencies in 
legal reserves and also the Insurance 
Department estimates. of what the re 
serves should be. 
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A Picturesque Character 

I don't know where the casualty and 
surety business picks up all the interest- 
ing characters whom one meets in travel- 
ing about but, of course, there is a reason 
why the average fire insurance man has 
had a routine career while so many casual- 
ty and surety people have had many un- 
usual experiences before entering the in- 
surance business. Fire insurance, of course, 
is more than two hundred years old while 
the casualty and surety division is much 
newer. 

The reason for this reflection is the dis- 
covery by the writer of John Kent Kane, 
manager in Philadelphia of the United 
States Fidelity & Guaranty Company, who 
is quite a personality. His early years were 
spent in Wilmington, Delaware, and he is 
related to the Bayard family of Delaware 
which includes a number of United States 
Senators and at least one ambassador to 
Great Britain. He is a. cousin of the 
present Senator Bayard. 

Mr. Kane went to Harvard; then to a 
ranch out West, and then to the Law 
School of the University of Pennsylvania, 
iollowing which he became an attorney 
in Philadelphia. He practiced law and 
for a number of years was a member of 
the firm which was counsel to the United 
States Fidelity & Guaranty. The late 
John R. Bland suggested to Mr. Kane that 
he go with the company, which he did, 
and has been a sticcess. 

kK kK OX 


Impressed by Chamber of Commerce 
Convention 

One of the most distinguished insurance 
men in the country who attended the re- 
cent convention of the Chamber of Com- 
merce of the United States said this week: 
“The convention was the most business- 
like I have attended for a good while. 
business sessions were continuous; out- 
side attractions were not in evidence. I 
Was very much impressed, too, by the 
rather striking address of Superintendent 
Beha of New York who made a good 
job of his talk.” 

* k * 


A Very Attractive Side of Insurance 
Personnel 

It must be a constant source of amaze- 
ment to Oscar of the Waldorf, McBow- 
man of the Biltmore, and Muschenheim 
of the Astor to note the crowds of in- 
surance men and women who turn out 
*n so many different occasions. Frequent- 
ly dinners are held where there are turn- 
aways. 

One of the most interesting crowds which 
I have seen at an insurance affair was 
at the first annual “National Sureties of 
1925,” 2 revue produced in the grand ball- 
Toom oi the Waldorf-Astoria on Friday 
night of last week. Not only was the 
show a good one, but the audience of 1,400 
People was as fashionably dressed as I 
lave secn in any New York theatre out- 
Side of the Metropolitan Opera House 
Where women have’ Parisian gowns and 
matchless jewels to add to the brilliance 
of the ensemble. The audience of National 
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Surety and New York Indemnity people 
had a priceless asset which one does not 
find throughout the Metropolitan Opera 
‘fouse, and that is youth, No wonder that 
William B. Joyce turned to his three com- 
panions in a box—E. A. St. John, R. C. 
Rathbone and M. O. Garner—and_ said 
with some pride, “That’s the best look- 
ing crowd I ever saw in a theater!” 


“The National Sureties of 1925 was 


largely a dancing show and disclosed quite * 


an assemblage of talent. George Mitchell 
directed the performance, and Charles C. 
Dunn was the musical director. Mr. Dunn 
was one of the community song leaders 
with the American army in France. 

* ok * 


Success of a French Army Girl 

Edna L. Nicoll, who came over to 
America to go with the Travelers after 
having served 57 months in the French 
army where she was wounded and won 
five decorations, has been doing so well 
with that company that in the current 
issue of its publication “Protection” her 
picture was printed. Incidentally, the story 
says that in six weeks after taking a course 
at New York University she wrote as 
much life insurance business as she had 
been able to accumulate in six months 
betore that date. Miss Nicoll writes all 
lines of insurance and her office is now at 
154 Nassau Street, New York. 

* *k x 


What Doctors Think of “Arrowsmith” 


I asked a number of men who are the 
teads of medical departments in insurance 
companies what they thought of the Sin- 
clair Lewis new book “Arrowsmith,” the 
story of the rise of a physician from the 
estate of a country doctor to the head 
of a famous scientific research medical 
institute. In the book various shafts are 
directed against public health directors who 
have the publicity mania and against all 
sorts of medical charlatans who are in 
the limelight. Instead of giving their opin- 
ion the medical people directed me to 
various reviews of the book which have 
been made by doctors, and from one of 
the most interesting of these, written by 
Doctor Haven Emerson in “The Survey 
Graphic,” I quote two extracts: 

“This story was not written for the 
entertainment or inspiration of doctors, 
nor to carry a lesson or promote a cause. 
Buiit for the laity, assembled, we are to 
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believe, from family traditions of earlier 
Lewis practitioners, and by the aid of in- 
tensive association with a _ present-day 
doctor of philosophy, this story may be 
judged as a work of art, or by its effect 
upon thcse human relationships which the 
applied sciences have fostered in the home 
under the persuasion of the hand and 
word of doctors of medicine. 

“The satire is stinging; deserved ner- 
haps. Yet, like so many of the daubs 
offered by painters as interpretations of 
their own distorted emotions and crude 
mentalities, what might have been a rare 
realistic novel has suffered from the same 
lack of proportion and excursions into 
extravaganza that make of the daily press 
a school of literary pathology. Flashes of 
fine service, glimpses of gallant deeds, 
shrewd skill, clean courage and now and 
then a redeeming recklessness serve to 
carry one over sodden pages of booze and 
selfishness.” 

* * * 


Agree Not to Solicit Advertising in 
Competition With Trade Papers 

At the big meeting of the Insurance 
Federation of Pennsylvania, at Bethle- 
hem last week, there was distributed a 
program of fifty pages containing more 
than thirty pages of advertising of com- 
panies and agents. This struck some of 
the insurance newspaper men as being 
in direct competition with the insurance 
newspapers and it was pointed out that 
if all the state federations and state as- 
sociations of insurance agents solicited 
advertisements from the business a most 
unsatistactory situation would result. It 
would be impossible to give ads to every- 
body. Mere solicitation of insurance 
companies for advertisements by insur- 
ance producers undoubtedly results in 
advertisements being given in order to 
obtain favor. with the producers. Agents 
attending the meeting would see cer- 
tain companies advertising and would 
regard those companies as _ strictly 
friendly to the producers. Other com- 
panies not advertising might be regard- 
ed as unfriendly, thus performing an un- 
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friendly act, although~a negative one. 
There are many different angles to this 
situation. 

It is pleasant, therefore, to report that 
upon the suggestion of James Murray, 
former president of the Pennsylvania 
Federation, the executive committee of 
that organization took up the matter of 
advertising at a meeting of the execu- 
tive committee on Tuesday of last week 
and it was almost unanimously decided 
hereafter to abandon any solicitation for 
insurance advertising which would bring 
the Pennsylvania Federation in compe- 
tition in any way with the insurance 
_ papers which were extending their sup- 
port. 

* ok ok 


Cc. R. Miller’s Open Door 

Charles R. Miller, president of the 
Fidelity & Deposit Co., made a particu- 
larly fine impression in his talk before 
the Insurance Federation at Bethlehem 
last week. Here is an executive who 
has an open door. Any one in his or- 
ganization “from office boy up,” who 
kas a legitimate errand is welcomed to 
come in and see the president. It is 
one of the reasons for the splendid esprit 
de corps in the ranks of that organiza- 
tion. 





STANDARD ACCIDENT CHANGES 
The Standard Accident has made the 
following changes in its San Francisco 
branch office: J. R. McKinney has been 
made resident manager in charge of the 
office. L. R. Travis becomes associate 
manager and C. F. Briggs becomes con- 
sulting vice-president with leave of ab 
sence. 


TEXAS COMPANY EXPANDS 


License has been granted the Fidelity 
Union. Casualty Co. of Dallas to operate 
in California. H. R. Powell has been 
named State Agent and will also continue 
his activities’ in California as special 
agent for the Fidelity Union Fire, the 
casualty’s running mate. For the pres- 
ent it is the plan of the casualty com- 
pany to confine its writings in California 
to automobile and plate glass lines. 





R. O. Davidson, superintendent of the 
accident and health department of the 
Royal Indemnity, spent several days 
this week at Hartford, Conn. 





The Underwriters Adjusting Co., 
Chicago, announce the opening of. its 
branch office at Sioux Falls, S. D., in 
charge of L: M. Dowis, with headquar- 
ters at 326 Paulton Building. Mr. Dowis 
has been staff adjuster at Des Moines 
and Kansas City. 
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Installment Note Guarantees 


A comparatively new field of surety- 
ship that is opening up is that of the 
guaranteeing on a broad scale of install- 
ment notes and some of the leading 
surety companies are lined up.either in 
favor of writing this form of insurance 
leaving it for the banks to handle. 

Those sureties in favor of doing so 
believe in the plan because of the wide 
spread afforded by the number of small 
contracts making up the total and the 
commercial use for such a plan of sales. 
Those whose judgment does not permit 
them to write this class of business feel 
it is a purely 
that surety 


banking proposition and 
should not be required to 
bolster up the credit of such operators 
for the benefit of the bank which by its 
demand for a surety guarantee admits 
the weakness of the proposition as well 
as the collateral. 

The opinions of two underwriters giv- 
ing their opinions are reproduced here- 
with as follows: .~ 

The financing of notes covering time 
or installment sales has become one of 
the ‘principal factors in the sales pro- 
gram of many of the industries, the prin- 
cipal one of which is the automobile. 
There is a difficulty in the financing of 
this business through banks due to the 
nature of the collateral and the great 
amount necessary. 

Finance companies have reached a 
high place in the financial field in the 
last few years, this raise having been 
largely due to a bulletin issued by the 
Federal Reserve Bank early in 1921, in 
which the functions of finance companies 
were clearly set forth and 
covered was brought to the attention 





the field 


of the banks of the country. In the 
financing of time sales, such as the auto- 
mobile, household equipment, including 
vacuum cleaners, electric washing ma- 
chines and similar articles, which are 
sold on the time payment plan, it has 
been found rather difficult, in many 
instances, for these notes to be dis- 
counted by the bank. This is due to the 
long period which they have to run. 

A plan has since been worked out 
whereby these notes are guaranteed by 
a number of the leading surety com- 
panies of the, country, these guarantees 
protecting the bank against loss either 
by discounting these notes or accepting 
them as collateral. The two principal 
ways in which finance companies handle 
this paper with banks is either to dis- 
count the notes with the bank or to give 
the bank their own notes and this un- 
derlying or installment paper as col- 
lateral. In view of the fact that many 
banks, owing to the nature of this in- 
stallment paper have hesitated to accept 
it either for. discount or as collateral, 
without a guarantee of its payment, 
bonds are issued by surety companies 
guaranteeing the payment of these con- 
tracts. 


Classes of Note Guarantees 

There are two general classes of note 
guarantees; the direct note of the 
dealer, manufacturer or finance company, 
and the underlying individual purchaser’s 
note. In the guarantee of either of these 
the benefit runs to the bank and the 
collateral security back of it is the pur- 
chaser’s notes. There is a slight dif- 
erence, however, in the position of the 
surety company in the first mentioned 
form of guarantee, and greater care in 
the selection of risks and methods of 
bandling must be exercised than in the 
latter. 


While banks in the larger cities are 
usually more interested in the direct 
note guarantee instead of the underly- 
ing paper guarantee, the banks in the 
smaller cities and towns are interested 
in the underlying paper guarantee. The 
banks in the larger cities prefer the 
direct note guarantee for the reason that 
it relieves them from a large amount of 
the detail work incident to the handling 
of the numerous notes o fthe purchas- 
ers. This detail work does not affect 
the smaller banks in the same way and 
they usually do not object to the handl- 
ing of the purchaser’s notes when dis- 
counted or placed with the bank as col- 
lateral. A feature of the direct note 
guarantee is that they may. be sold on 
the open market and in that event, the 
guarantee will run directly to the legal 
holder of the note regardless of how 
many hands it may pass through before 
it reaches maturity. 


The basis on which this installment 
contract or note guarantee is issued by 
surety companies, is the wide spread 
afforded by these small contracts, and 
the universal use for such plan of sales. 
Experience has shown that the percent- 
age of defaults in the payment of these 
notes is very small as compared to the 
volume of business handled. In the 
automobile industry, the losses due to 
non-payment of notes covering auto- 
mobiles sold on the time payment: plan 
when done on a conservative basis, are 
shown by figures submitted in a bul- 
letin issued by the National Automobile 
Chamber of Commerce, as less than 1%. 

This experience is taken from the 
figures submitted by approximately fifty 
finance companies, covering a period of 
three years. A careful analysis of the 
statistics show that the average loss for 
a finance company operating on a safe 
and conservative basis is less than % of 
1% on automobile paper. This experi- 
ence has been brought about by a care- 
ful selection of paper and an energetic 
collection department. 


In the handling of this installment 


paper, 


it is necessary to very carefully 


_ through whom the article is soi 


<==, 


investigate the purchaser, the dealer 


and the 
finance company purchasing the paper 
from the dealer in order to s| how that 


no unsatisfactory paper is received, If 
the results of the investigation - 


iT€ Satis- 
factory, a guarantee of installment notes 
covering ‘the: articles above 1). ntioned 


will prove a_ satisfactory surety 


This is due to the fact that the feo 
when placed upon these individ::a] Notes 
covers a very wide field, thus ; ‘fording 
the necessary spread ob srisks SO im- 
portant in surety guarantees. In view 
of the experience previously referred to 
losses, where all of these faciors are 
carefully weighed in the underwriting 
will show a very small ratio to business 
handled. : 

Another factor necessary to consider 
in propositions of this kind, the re- 
sale value of the article, in event 
that defaults occur and it js cessary 
to re-possess and re-sell the article coy- 
ered by these guarantees. The auto- 
mobile will afford the best illustration 
of this kind, as there is a ready sale jp 
most markets for used cars. Of course, 


in this case, the used car valu must al- 
ways: be taken into consideration and 
guarantee must not be given for an 
amount in excess of what can be real- 
ized from the sale of the automobile jn 
the event that it is re-possessed and 


sold. 
Ata recent conv ention of finance 
companies in Chicago principles believed 


to represent a sound basis on which 
automobile financing can be done were 
adopted. It is required that on new 
cars, at least, 331-3% of the cash selling 
price of the car be obtained as a down 
payment and the balance to be financed 
over a period not exceeding 12 equal 
monthly payments. On used cars, the 
down payment is to be not less than 
40% of the selling price and the balance 
in not to exceed twelve equal monthly 
installments. 

If these principles are strictly adhered 


(Continued on page 39) 
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Assured Tells of 
Refunds On Fleets 


KEEPS CAREFUL COST RECORDS 





Article by Transportation Manager of 
R. M. Hollingshead Co., Discusses 


Its Insurance 





Under the head of “Insurance Premium 
Refunds Make Our Cost Record Pay,” 
L, A. Thompson, transportation manager 
of the X. M. Hollingshead Co., writes 
an article in “System” which will in- 
terest some of the automobile under- 
writers. He says: 

“Cost records frequently show new 
ways to save money. The transportation 
accounts of our fleet of 20 commercial 
cars, all company owned, are checked 
over from the view-points of cost per 
100-pound unit, cost per day, and cost 
per mile. They are therefore very com- 
plete and exact. : 


“In the last few years the records have 
enabled us to save several hundred dol- 
lars under the head of liability insur- 
ance premiums, as well as to ascertain 
waste and inefficiency in operation 
wherever they have existed. The in- 
surance saving has been made without 
any additional effort or time, simply by 
taking advantage of one of our policy 
provisions that may have been passed 
over by other truck users who have not 
had it called to their attention. It rep- 
resents a saving that can be made on 
fleet insurance, but not on individual cars. 


“Of the premium covering each car 
during its time of operation 15% is re- 
funded to us annually for such times as 
our records show the car was not being 
used. The principle upon which this is 
done is perfectly logical and sound. 
There is no risk during the time the 
car is not on the road, and it is equitable 
that payment should not be charged 
fully during that time. 

“The obvious comment ordinarily 
would be upon the amount of detailed 
records that would need to be kept in 
order to realize on this willingness of 
the insurance companies to make re- 
funds. Strict account would need to be 
made of the time during which the truck 
or car was idle because there was no 
work for it to do, and of the time when 
it was tied up for repairs or for other 
reasons. The few hundred dollars real- 
ized might not justify, it is true the work 
that would be needed if the records were 
kept only for this one purpose. 

But when the records are kept any- 
way, for the major benefits that can be 
gained from them, it is equally negli- 
gent, it seems to us, to throw away the 
chance to economize that is offered by 
the premium refund. All the responsi- 
bility it places upon us is to turn over 
our detailed cost records to the agent of 
the insurance company. The books 
show when the car was not in use and 
He does the figuring, and the 
company forwards the check. 





Hold Compensation Renewals 
Pending Action of Department 


In view of the application to the In-? 


surance Department for an increase of 
12% in compensation rates the Compensa- 
tion Inspection Rating Board of New 
York has advised that pending the appli- 
cation the Board will hold in abeyance the 
Publication of rates for policies effective 
June 30 and thereafter. The board also 
Suggests that the carriers do not issue or 
deliver new or renewal policies effective 
on and after June 30, until further notice 
from the Board. 





CASUALTY SOCIETY MEETING 


The smi-annual meeting of the Cas- 
ualty Actuarial Society will be held at 
the Hotel Belmont, 42nd Street and 

ark Avenue, New York, on June 5, at 
10 a. m. William Brosmith, vice-presi- 
dent and general’ counsel of: the Travel- 
ers, will spea’ 


A Suggestion From an Underwriter 


The very ingenious manager of the 
automobile insurance division of one of 
the large companies sends THE EASTERN 
UnpeRWRITER the following suggestions: 

Almost every man carries in the back 
of his head certain ideas on which he 
hopes to capitalize at some future date. 
I have lived to see a number of my pet 
ideas adopted by other people, so I have 
reached the conclusion that an idea in 
use is worth ten in the head. 

I have been holding a certain idea for 
about three years now. At the begin- 
ning I would have considered it worth 
about $10,000. At the end of the year 
I was prepared to cut my price to $5,000. 
At the end of the second year to $1,000, 
and now I am willing to give it away. 


Automobile manufacturers are looking 
around for some new feature that will 
make a hit with the automobile pur- 
chaser. The four-wheel brake was a 
crackerjack sales stunt—and so are bal- 
loon tires. 

Every person who rides in an auto- 
mobile realizes more than ever before 
the dangers to life and limb as he 
travels over the crowded highways. It 
is a never-ending topic of conversation 
and one cannot pick up a newspaper 
but what he reads of serious accidents 
happening all around him. 


An Accident-Proof Car 


Why not come out with an accident- 
proof car? At a nominal additional ex- 
pense a closed car can be built strong 
enough to withstand any ordinary upset 
or smash without the body caving in to 
any serious extent and without any 
danger of cuts from shattering glass. 
Racing cars have been built to with- 
stand turnover at a terrific speed, with- 
out loss of life to either the driver or 
mechanic. (Of course there are also 
plenty of instances where the driver or 
mechanic does lose his life.) 


I think a body can be properly de- 
signed with sufficient bracing, etc., to 
compare favorably with a steel coach. 
It is universally admitted that the steel 
railway car is a vast improvement over 
the wooden car in the event of a wreck. 
Perhaps pad the interior a bit. 


Substitute materials are already on the 


market, practically as transparent as 
glass and yet flexible and non-shatter- 
able. The hazard from breaking glass 
is a very serious item, particularly now 
that the closed cars are so popular. 

Just imagine the popularity a car 
manufacturer would receive by coming 
out with a new model at a New York 
show—a model guaranteed to be 100% 
more safe in the event of accident than 
any ordinary closed car. The car would 
cost a couple of hundred dollars more, 
‘but there are thousands of people pre- 
pared to pay that price. 





AUTO LIMITS 

A recent case indicating the necessity 
cf proper limits on automobile liability 
policies is that of a $35,0°O verdict ren- 
dered where the.assured carried but a 
$5,000 limit for one person. An insur- 
ance company issued a policy for limits 
of $5/10,000 liability and $1,000 property 
damage. Later a serious accident oc- 
curred. The verdict of the court result- 
ing from this case was $35,000. The 
company paid the policy limit of $5,000 
plus the necessary amounts tor medical 
and loss: expense, while the insured con- 
tributed $30,000 in settlement of the ver- 
dict. He might just ‘as well have been 
without insurance except for the defense 
of his case, pointed out the company 
who said that the man was a man of 
wealth and could easily have afforded 
to protect himself adequately. 
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R. H. Thompson’s Trip 
Philosophy Printed 


EXECUTIVE VISITED 38 CITIES 





Maryland Casualty Gets Out Twelve- 
Page Supplement of Its Bulletin 
Featuring Observations 





The Maryland Casualty Company has 
gotten out a twelve-page supplement to 
its agency publication, “The Budget,” 
entirely devoted to the observations of 
Richard H. Thompson, third-vice-presi- 
dent, made as a result of his recent trip 
in which he visited thirty-eight cities 
going as far as San Francisco. It is one 
of the best selling documents that this 
paper has seen. He carefully listened 
to all the sales philosophies and doctrines 
that came to him and the best of these 
he hands out for the consumption of 
the readers of “The Budget.” 


Among some of his clever epigrams 
and sayings are the following: 

The successful agent gets as many 
turn downs as the unsuccessful one, but 
he tries oftener so that his total of suc- 
cesses is bound to be high. 

It is frequently observed that the most 
productive and progressive periods in the 
life on an agency are when competition is 
keenest. 

The statement is often made that if the 
insurance business in a certain territroy 
were equally distributed, it would, in five 
years, be back in the hands of those 
who now have it. 

Never neglect the old customers when 
taking care of the new. 

The idea that an agent can get ahead 
without planning is responsible for most 
failures. 

After all the one big boss is the cus- 
tomer. 

An educated agent is the better agent. 
Think of the education the companies 
have used to convince the agent that he 
mustn’t take “No” for an answer. 

Your business is better or worse each 
day as a result of the influence and in- 
dustry you put into it. 

The best way to get to the top is to 
stay on the level. We do not think it 
is smart to be slick—we think it is slick 
to be honest. 

Shoe leather is still the “sole” of pro- 
duction. 





GROUP SALES LETTER 
Suggested by Connecticut General for 
Brokers’ Use in Soliciting A. & H. 


Insurance 


Pointing out that the month of May 
is the time to make drives for group 
accident and health insurance, the Con- 
necticut General Life suggests that the 
following letter be copied on the broker’s 
stationery and be mailed to their clients: 

“Loss of wage due to absence from 
work on account of accident and sickness 
is one of the chief worries on a workers’ 
mind. 

“At no expense to you this situation 
can be relieved and your employees given 
an opportunity to get accident and health 
insurance. 

“The cost for this form of group in- 
surance in most cases is less than $1 a 
month for each $10 of weekly indemnity 
and the premium may be paid either by 
you entirely, or in conjunction with your 
employees or by your employees entirely. 

“This form of insurance has become 
very popular iately and we are sure that 
it will appeal to you. 

“May we present the plan? You will 
not obligate yourself in any way by mak- 
ing a request for particulars.” 





KIRKPATRICK TALKS 
“Sound vs. Unsound Insurance” was the 
title of a paper read before the Western 
Canada Insurance Club at Winnipeg by 
A. L. Kirkpatrick of the Casualty In- 
formation Clearing House on May 15. 
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State Bond Fund Bill 
Vetoed by Governor 


WAS PASSED IN COLORADO 





Executive Thought It Merely Attempt 
of Office Holders to Avoid Premium 
Payments 





The Colorado Legislature passed a bill 
which provided that the state, counties, 
cities, towns and school districts should 
pay fixed premiums into the state bond- 
ing fund and the act itself constituted 
a surety bond for all bonded officers of 
the governmental branches to indemnify 
against defalcations. It was provided 
that the insurance commissioner should 
handle the fund. 


In vetoing the bill, Governor Morley 
said: “I am led to believe that the state 
bonding fund, which would constitute the 
entire fund to be provided to compen- 
sate for defalcations of officers, and 
which under the bill is proposed to be 
accumulated entirely out of public 
moneys, would be inadequate for the 
purpose designated, leaving the state 
to meet any defalcations by legislative 
appropriation, if such deficiencies were to 
be met at all. There can be no possible 
way of definitely ascertaining whether 


the premiums will even equal, to say . 


nothing of exceeding, the amount of 
shortages that the state would be called 
upon to satisfy out of the fund.” 

The governor admitted that the only 
good he could see was to relieve the 
office holders from paying a premium for 
their required bond, that, “the state may, 
with commendable generosity, wish to 
do this, but considering that government 
is business of the people, it is poor busi- 
ness, in view of the fact that from past 
experiences the losses may be reason- 
ably expected to exceed the premium in- 
come, with consequent reflection upon 
the credit and standing of the state, if 
the state sees fit to refuse to make good 
any deficiency by legislative appropria- 
tion.” 





COMPENSATION CHANGES 





New Jersey Rating & Inspection Bureau 
Adopts Amendments to Two Payroll 
Rules 


The governing committee of the Com- 
pensation Rating & Inspection Bureau 
of New Jersey has adopted some new 
amendments to the compensation manual, 
effective January 1, in connection with 
payroll rules. 


The second paragraph of item 7 of the. 


payroll rules, drivers and their helpers, 
general rules 14, has been amended to 
read as follows: 


“Where teams, including drivers and help- 
ers, are employed under a contract with the 
owner of such teams, the actual payroll of 
the drivers and helpers shall be included 
in the payroll of the insured employer at 
the proper compensation rate for such em- 
ployes. In case such payroll cannot be ob- 
tained then one-half of the total amount 
paid for such teams under contract with 
the owner shall be considered as the pay- 
roll of the drivers and helpers.” 


The second paragraph of item 8 of the 
payroll rules, chauffeurs and their help- 
ers, general rules page 15, have been 
amended to read as follows: 


“Where automobiles, including chauffeurs 
and helpers, are employed under a contract 
with the owner of such automobiles, the 
actuai payroll of the chauffeurs and helpers 
shall be included in the payroll of the in- 
sured employer at the proper compensation 
rate for such employes. In case such pay- 
roll cannot be obtained, then one-quarter of 
the total amount paid for such automobiles 
under contract with the owner shall be con- 
sidered as the payroll of the chauffeurs and 
helpers.” 





TO MOVE UPTOWN 


The Qcean Accident & Guarantee and 
the Commercial. Union Assurance have 
leased space in the building to be erected 
on the site of the old car barns on 
Fourth Avenue between 32nd and 33rd 
Streets. A rental of $2,000,000. wilt be 
paid by the companies. 














HOME OFFICE: 
NEW YORK 


CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 


Fair and considerate treatment of Agent 
and Policyholder alike accounts for 
the “EAGLE’S” uninterrupted progress. 








Our agents 
know their 
assured 
will get a 
square 
deal 


ZURICH 


General Accident & Liability 
Insurance Co., Ltd. 


EAD OFFICE, Chicago EASTERN DEPT., New York 
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_To Allow Discount 
for Iron Protection 


ON MERCANTILE STOCK RISKS 





Burglary Department of National Bureay 
Adopts Central Inspection Plan; 
Discount is 10% 





A plan for protecting mercanti! 


Z 4 “ ~ Open 
stock burglary risks with iron b-+s has 
been announced by the Nationa! (ureay 


of Casualty & Surety Underwriters 
Under the plan, risks having i: bars 
will be allowed a 10% discount. Risks 
having approved alarm or watchman pro. 
tection in addition to the standard iron 
protection will be allowed 20%. These 
discounts will be effective August 1. 

The plan for the present will be Jim. 
ited to risks located in the counties of 
New York, Bronx, Richmond, Kings 
Queens, Nassau, Suffolk, Rockland and 
Westchester, N. Y. 

The reason for the larger discount on 
risks having approved alarm or watch- 
man service is that the iron work on 
such risks in combination with the 
alarm or watchman gives a greater de- 
gree of protection. It is belicved the 
iron work on such risks will deter entry 
for a sufficient time to enable the alarm 
or watchman service to operate, 

The plan, which was adopted at a re- 
cent meeting of the burglary depart- 
ment is different to that originally pro- 
posed in that the original plan required 
compulsory inspection of each mercan- 
tile risk whether or not it was subject 
to a discount. The present plan is com- 
pulsory only as respects those risks sub- 
ject to the discount. 

Agitation for such a plan was started 
back in 1917 by E. B. Anderson, now of 
the New York office of the Independence 
Indemnity, and who at the time was 
with the old Burglary Insurance Under- 
writers Association. 





U. S. F. & G’s SPORT POLICY 





Indemnifies Against Loss From Liability 
for Injuries or Death to Others; 
Premium is $5.00 


The United States Fidelity & Guaranty 
is issuing an all sports liability policy 
covering golf, baseball, tennis, hockey 
or polo. The premium is $5 per year 
or $12.50 for three years. 

Under the policy the company pro- 
tects against loss from any liability for 
injuries or death to others, whether an 
assured’s fault or not, anywhere in the 
United States or Dominion of Canada; 
investigates the accident, relieves the as- 
sured of the worry of all.claims and de- 
fend any suits brought against him— 
whether groundless or not; furnishes at- 
tachment or appeal bonds required in 
such defense, and all legal costs; pays 
for such immediate surgical relief as may 
be necessary at the time of the acci- 
at 80 Maiden Lane, of a company he re- 
dent, and for additional premium of $2.0 
a year, or $6.25. for three years, indem- 
nifies' against loss for damage to the 
property of others—except damage by 
fire. 

Where our client wishes coverage lim- 
ited to playing golf only, the rates are 
as follows: 

One ‘year DOnGy. 6c... ..... $3.30 
FRNGC. VOGES. scaticaccss i>. 7.70 





AETNA WINS $15,000 CASE 


The Aetna has won a subrogation ac- 
tion in the Superior Court of !.os At- 
geles County and has been awarded a 
$15,000 verdict against the Federal Drill- 
ing Co., an oil firm. The Actna was 
carrier of the compensation insvrance 0! 
George F. Getty, Inc., an oil {irm, one 
of whose employes was fatally injured 
in an accident in which the trucks °% 
Getty and the Federal Drilling were in- 
volved. The Aetna paid the widow %- 
000 and endeavored to compromise with 
the Federal Drilling. Suit, howcver, was 
instituted. 
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Note Guarantees 
(Continued from page 36) 


to in the requirements for automobile 
paper in addition to the conditions above 
d, the re-sale value of the car 
ays be within the amount for 
‘he car can be re-sold in the 


sialic? i 
will als 
which 


event re-possession, provided how- 
ever, o' course, that it has not been 
badly ebused. The same principles re- 
garding automobiles, apply to other ar- 
ticles sold on the time payment plan. 

In guarantees of this kind, the surety 
company is amply protected, if it adheres 
to the principles outlined above, for the 
reason that it has as collateral, either 
directly or indirectly the commodity it- 
self; the maker of the note or contract, 
the endorsement of the dealer in most 
instances, the manufacturer in many in- 
stances, and the finance company in 
most instances where notes are taken 
through the finance company. In addi- 


tion to the above endorsement and the 
commodity itself, a cash deposit in the 


form oi certificates of deposit or like 
collateral, should be required. This is 
necessary to take up the first loss in 
case of difficulty. Ordinarily this should 
be 15% or more of the amount of the 


notes guaranteed when these guarantees 
are taken from a dealer, manufacturer 
or finance company. 


1924 Averages 


The average retail price of pleasure 
cars for 1924 was $814. Of the total cars 
sold in 1924 aggregating 3,650,000 of 
which about 80% were sold on the time 
payment plan, it will be seen the wide 
field for this class of coverage. In most 
instances, these sales are handled 
through finance companies and offer a 
satisfactory basis for guarantee of notes, 
provided the conditions are all complied 
with. 


If careful underwriting is not followed 
in this class of risk, it will result in dis- 
astrous results. It is only through care- 
ful selection and a close follow-up—of 
cases that it can be made a satisfactory 
risk. Where this is done loss ratios 
should be kept at a minimum and the 
business prove profitable to surety com- 
panies. 

Takes Opposing View 


On the other hand there are those 
who believe these bonds are financial 
guarantees and as such fall within a 
class that is viewed as a purely banking 
proposition and therefore not surety 
business. 

According to another underwriter this 
proposition may be considered a moot 
question as suretyship is branching 
out in so many directions from the sim- 
ple course laid out by the founders of 
the business that it would be temerity, 
almost, to state what is and what is not 
suretyship, when the essential elements 
are not wholly lacking. 

Considering, however, the case in 
point, the surety company is asked to 
support with its credit and known sol- 
vency, and for a fee of one quarter the 
legal rate of interest, further reduced 
by the commission to the broker or 
agent, a strictly banking proposition 
that should be carried by the bank itself, 
solely upon its merits, for which service 
the bank can and does charge the full 
legal rate of interest plus whatever 
bonus or fee that is applicable to the 
situation. 

It might be argued that the support 
of the surety company to such a proposi- 
tion aids progress and advances com- 
mercial enterprise, and that all business 
ventures are largely upon credit. That 
may be true but our economic structure 
does not in the opinion of many surety 
companies contain a stone dedicated to 
this purpose. 

The discussion might be carried out to 
the relative merits of one, two and three 
name paper; the strength of the prior 
endorsers; the business reputation of 





the selling agency or the auto company; 
and other features entering into the 
make-up of the risk; but if the decision 
is sound as regards the classification of 
the business, such discussion would be 
fruitless. In reaching this decision those 
surety companies holding to it do not 
consider that the so-called saturation 
point of auto sales has been reached. 
Far from that, the surety companies be- 
lieve the automobile business is a great 
and growing one with the end nowhere 
in sight, depending only upon the pro- 
duction of gasoline and oil at a reason- 
able selling price for its future growth; 
and they are eager to have a legitimate 
part in its expansion. 





NEW LOCAL MANAGER 





M. Daniel Maggin’s Experience; Head 

of New York Indemnity’s New York 

Branch 

M. Daniel Maggin, who has been ap- 
pointed manager of the branch office 
of the New York Indemnity, started in 
the insurance field with the old Na- 
tional Workmen’s Compensation Bureau 
which is now the National Bureau of 
Casualty and Surety Underwriters, as a 
schedule engineer in New York. He 
was later transferred to the Baltimore 
branch of this bureau, handling inspec- 
tion and rating work in the field, and 
subsequently being transferred to the 
Minneapolis branch of this bureau in 
charge of the entire Northwestern ter- 
ritory. He did inspection work in the 
West and also acted as assistant branch 
manager. Having had this extensive 
preparatory training as an inspection 
engineer and being acquainted with all 
the casualty lines, he decided to enter 
the insurance business from a company 
gtandpoint. Following his resignation 
from the Bureau, he returned to New 
York and entered the employ of the 


New Amsterdam Casualty, taking 
chargé of the rating and inspection work, 
including safety engineering. Later his 
activities';were extended to the under- 
writing department. 

When the New York Indemnity was 
formed he was one of the first men 
hired to help in the organization of the 
compensation and liability department. 
In May, 1923, when the Northwestern 
Casualty & Surety entered New York 
State, Mr. Maggin was offered the po- 
sition of chief underwriter in the office 
of Greene & Goetschius, who were at 
that time appointed Eastern managers 
for the Northwestern. 

Mr. Maggin managed the entire casu- 
alty department for over three years, 
building up a profitable volume of close 
to $2,000,000 during that year. 

When the New York Indemnity de- 
cided recently to’ open a branch office 
at 89 Maiden Lane, Mr. Maggin was 
appointed manager to organize this of- 
fice. Mr. Maggin is organizing vari- 
ous brokerage service departments along 
with his other duties. 





HERE FROM COAST ON JUNE 5 

Sam Behrendt and I. O. Levy, of 
Behrendt-Levy Co., Inc., Los Angeles, 
Cal., will arrive in New York on June 5, 
from the Coast. While in the East they 
will attend the convention of the Inde- 
pendence Indemnity Co. 





JOINS BURGLARY DEPARTMENT 

The New York Casualty has joined 
the burglary department of the National 
Bureau of Casualty & Surety Underwrit- 
ers. There are now forty-one members. 





Harold T. Hagan, of the New York 
office of the Standard Accident of De- 
troit, has returned to his duties follow- 


ing five weeks’ absence due to appendi- 
citis. 








Established 1860 
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is known as “tunnel construction.” 
occurred in which nearly 100 persons were injured. 


P. Beresford, U. S. Mgr., Phoenix Assurance Co., Ltd., of London 
D. R. Forgan, Vice Chairman,. National Bank of Republic 
Fred L. Gray, of Fred L. Gray Co., Gen. Agents 
W. C. Potter, President, Guaranty Trust Company of New York 
Geo. D. Webb, of Conklings Price & Webb, Gen. Agents 


Pawns of Fate 


Just a small section of the East Side Subway in New York City has what 
Yet, this was the very place an accident 


“The character of construction caused the panic; the smoke from burning 
insulation could not get out,” one expert said. Then the next day a street car 
accident in Cleveland, right in the open, injured 90 persons. 


And that’s the way it goes. 


All of which shows that we're all just “pawns of fate”; shows that a person 
who has sense enough to realize he must protect his income will buy a 


“London” accident insurance policy from any agent who points out the 
protection it affords. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


55 Fifth Ave, New York 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


Ciiiiiiiiiinin i mn mn c 


Yesterday we read how a bolt of lightning 
ran down a water pipe into a mine and injured several men who were working 
150 feet below the ground. 


Cc. M. BERGER 
United States Manager 


New York ; = 
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HEAD OFFICE- PHILADELPHIA 
CHARLES H.HOLLAND President 
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The New Joint Emblem of 


THE INDEPENDENCE 
COMPANIES 


Head Office— PHILADELPHIA 


CHARLES H. HOLLAND, President 
Individual Emblem 
Independence Fire Insurance Compan; 


Individual Emblem ’ 
Seineainstiiads ipadiaadadananiaiske Casualty Insurance ’ Surety Bonds 
Fire Insurance 
These Companies maintain Human Relations with their Agents, Brokers and Policyholders 








